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Advantages of ‘The Triple Protection 
Plan ot Lite Insurance 


Provides substantial protection at small cost. 
Triples the amount of insurance during first twenty years of 


the policy, when the need of protection is usually greatest. 


Makes it possible to meet two primary obligations at the same 
time—buy War Bonds and also provide one’s dependents with 


necessary Life insurance protection. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 
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Useful literature and full explanation of the Triple Protection Plan available to producers. 
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This advertisement appeared in the Saturday Evening Post 


Dad knows something that keeps him 


No wonder Dad can smile so cheerfully, in spite of the restrictions that wartime living brings! For Dad 
knows that, come what may, there will be money for living to help his family through the years ahead... 


ATURALLY, we've all made adjustments and 
stand ready to make many more. Every loyal 
American is doing his best to keep cheerful under 
the many new restrictions...the many new 
financial problems... the many disruptions of liv- 
ing standards ... which war inevitably brings. 
But here’s our point. It’s a lot easier to keep smil- 
ing—to keep fit to meet today’s problems—if you 
KNOW that your family will have money for liv- 
ing, come what may .. . if you KNOW that when 
the clouds roll away you and your family will have 
financial security and protection. 
More than 700,000 policyholders of The North- 
western Mutual are enjoying this morale-building 
experience. With future needs provided for by a 


regular, consistent life insurance program, they 
are better equipped—mentally and spiritually—to 
make extra sacrifices on the Home Front. 


You can share this happy knowledge of security 
by becoming a part of the great Northwestern 
Mutual family. To you, The Northwestern Mutual 
offers: 


A carefully planned life insurance program to 
provide the money for living your family will need 
tomorrow ... a program backed by 85 years of 
keeping faith with policyholders through thick 
and thin, regardless of war or national catastrophe. 


A eompany devoted entirely to the service of its 
policyholders . . . a record of policyholder satis- 


faction that stands second to none in the life in- 
surance business . . . satisfaction attested by the 
fact that, for years, approximately one-half of The 
Northwestern Mutual’s new business has come 
from existing policyholders. 

The quality of its stewardship—has made The 
Northwestern Mutual outstanding among life in- 
surance companies . . . has made it the choice of 
thoughtful men who desire to see and examine 
every stone in the foundation of their life insur- 
ance safety and protection. 

See your Northwestern Mutual agent. Find out 
how much Northwestern Mutual life insurance can 
do to strengthen your morale today ... by helping 
you solve, in advance, the problems of tomorrow. 





Since its organization in 1857 the Northwestern 
Mutual has paid its beneficiaries and policy- 





THE NorTHWESTERN MuTUAL 
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holders more than 2 billion, 800 million dollars, 


MILWAUKEE, WIS. 
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Plans Completed 
for Big Meeting 
Starting Monday 


American Life Convention 
Has Diversified Program 
for Annual Muster 


The American Life Convention will 
have its annual meeting next week at 
the Edgewater Beach Hotel starting 
Monday, the Legal Section opening the 
big program, it occupying all day Mon- 
day and Tuesday morning. The Finan- 
cial Section which is one of the most 
important ones of the convention and 
towers probably above the others in 
immediate interest starts its ball roll- 
ing by a luncheon Monday followed in 
the afternoon by a business session and 
holding both morning and afternoon 
sessions Tuesday. The Industrial Sec- 
tion will meet all day Tuesday and 
have a luncheon. The Agency Section 
will hold its meeting Wednesday morn- 
ing and the general sessions will start 
Wednesday afternoon. There will be 
an executive session of the convention 
as a whole that evening and there will 


follow sessions both morning and after- 
noon Thursday. 


Col. Jeffry to Speak 


The distinguished guests luncheon 
will take place Thursday with an ad- 
dress by Lieut. Col. Walter R. Jeffry, 
executive director sixth service com- 
mand. A. J. McAndless, president Lin- 
coln National Life, is president of the 
convention and will preside over its 
general sessions. J. C. Higdon, vice- 
president of the Business Men’s Assur- 
ance, is chairman of the Agency Sec- 
tion; A. G. Palmie, assistant secretary- 
manager industrial department Home 
State Life of Oklahoma City, is chair- 
man of the Industrial Section; Grant 
Torrance, treasurer Business Men’s As- 
surance, is head of the Financial Sec- 
tion. Joseph O’Meara, Jr., of Cincin- 
nati, counsel Western & ‘Southern Life, 
is chairman of the Legal Section. 


Contest for Committeeman 


There promises to be a very inter- 
esting contest for members of the ex- 
ecutive committee this year. C. A. 
Craig, chairman National Life & Acci- 
dent, is closing two years as a mem- 
ber on the committee, he being elected 
after serving as president. A. J. Mc- 
Andless, the president, following an un- 
written law will succeed Mr. Craig. J. 
A McLain, president Guardian Life, 
will undoubtedly be reelected on the 
committee. This leaves one vacancy. 
There are two prominent candidates 
being pushed by leaders of the conven- 
tion. One is Claris Adams, president 
Ohio State Life and former secretary 
and general counsel of the American 
Life Convention. He has some potent 
cohorts that are interested in his can- 

(CONTINUED ON PAGE 14) 


Premium Waiver 
Procedure on 
Service Cover 


In response to an inquiry from THE 
NATIONAL UNDERWRITER, Harold W. 
Breining, assistant administrator of the 
Veterans Administration, sets forth the 
policy that will be pursued in connec- 
tion with waiving premiums for National 
Service Life Insurance in the event of 
total disability of the assured. All poli- 
cies of National Service Life Insurance 
are issued originally on the five- -year 
level premium term plan, with the privi- 
lege of conversion to the ordinary life, 
20-payment life or 30-payment life plan 
at the end of one year and before the 
expiration of the five-year term period. 
In the event that an assured becomes 
totally disabled while his policy is in 
force during the five-year term period, 
but before converting to a permanent 
form of insurance, the premiums will 
be waived upon application and upon 
proof of total disability, during the con- 
tinuance of such disability. 

If the insured is still totally disabled 
at the end of the five-year period, he 
may convert his insurance upon appli- 
cation, to one of the permanent life 
plans, and premiums under the plan se- 
lected will be waived thereafter so long 
as he remains totally disabled. If the 
insured recovers from total disability, 
the payment of premiums will be re- 
sumed under the plan of insurance then 
in force. 

The question of the procedure in ef- 
fecting conversions at the end of the 
five-year term period if the insured 
should be in some remote spot from 
which it would be difficult or impossible 
to transmit the necessary papers, is one 
which has not as yet been determined. 
In any event it is not possible for such 
a case to arise before October, 1945. 





Heads International 
Claim Association 





Willard E. Hein, supervisor of claims 
of State Mutual Life, who was elected 
president of the 
International Claim 
Association at its 
annual meeting in 
Chicago, has been 
with State Mutual 
since 1922, being 
first employed as a 
clerk in the agency 
audit department. 
Later he was a 
traveling cashier 
and agency auditor 
and in 1925 became 
a clerk in the claim 
department. In 1927 
he became chief 
claim examiner and in 1932 assistant 
manager of the claim department, being 
promoted in 1933 to supervisor of 
claims. 

In 1934-1935 he was president of the 
Boston Life & Accident Claim Associa- 
tion and has served on several of that 
organization’s committees. He also has 
served on various committees of the In- 
ternational Claim Association, being 
chairman of the executive committee in 
1940-1941, 





W. E. Hein 





Wealthy Contribute 
to War Relief via 


Annuity Purchases 


NEW YORK—High income taxes 
and the urgent appeal of various war 
relief projects are helping promote the 
sale of annuities through the Golden 
Rule Foundation of New York City and 
a number of other philanthropic institu- 
tions. 

The plan permits a generously inclined 
person to take part of his wealth, on 
which he may not be earning a very 
high rate of income, and turn it over to 
an institution using the plan, which 
guarantees him a lifetime income of a 
certain percentage on the total amount. 
For instance, a man wants to give $10,- 
000 to the Golden Rule Foundation pro- 
vided he can be assured of an income 
of a certain percentage as long as he 
lives. Suppose that it would require, at 
the donor’s age, a single premium an- 
nuity of $8,100 to guaranty this life in- 
come. The Golden Rule Foundation 
buys the annuity, leaving a difference of 
$1,900 to be applied to a charity or a 
relief project designated by the donor 
or else to be distributed according to the 
foundation’s best judgment. 


Tax Advantage Shown 


It is, of course, made perfectly clear 
to the donor that he could receive a 
considerably higher life income on his 
money if he were to invest the entire 
amount in an annuity. From a tax point 
of view there is the advantage that the 
amount of the gift, in this case $1,900, 
can be taken as an income tax deduction 
so long as the total of gifts to charitable 
institutions does not exceed 15 percent 
of income. In the case of very wealthy 
persons or those earning a high income 
the amount given away may represent 
only a relatively small amount actually 
out of the pocket. 





Final Touches on 
St. Louis Meeting 


Final plans for the forthcoming an- 
nual meeting of the Institute of Home 
Office Underwriters at the Coronado 
Hotel, St. Louis, are announced by W. 
E. Jones, chief underwriter of the Pro- 
vident Life & Accident’s life depart- 
ment, who is president of the associa- 
tion. 

The address of welcome will be made 
by T. E. Sly, president of St. Louis 
Mutual. D. B. Alport, assistant secre- 
tary Business Men’s Assurance and ex- 
ecutive vice-president of the institute, is 
serving as general chairman of the meet- 
ing, and served as chairman of the 
Thursday morning session. 

W. H. Harrison, actuary Ohio Na- 
tional, will serve as chairman of the 
Friday morning session, at which cur- 
rent topics of importance to underwrit- 
ing will be discussed. 

W. E. Stovall, Gulf Life, is to serve 
as chairman of the industrial round table 
program, taking up in an informal dis- 
cussion current problems of the indus- 
trial field. Serving with him as co- 
chairman will be G. T. Yates, Life & 
Casualty, Nashville. 


Amendments to 
Soldiers Relief Act 
Agreed Upon 


Amount of Insurance to 
Be Protected Would 
Be $10,000 


WASHINGTON — Members of the 
conferece committee of both houses of 
Cogress have agreed on provisions of 
amendments to the soldiers and sailors 
civil relief act. The federal government 
guarantees the payment of life insur- 
ance premiums for men drawn into the 
armed services on insurance sums not 
exceeding $10,000 principal, instead of 
$5,000 as in the past. The insured would 
have two years after return to civil life 
to meet the premiums guaranteed, with 
the customary rate of interest. 

Under provisions of Article IV of the 
bill, relating to insurance, the term “pol- 
icy” is defined to include any contract 
of life insurance, or policy on a level 
premium life or endowment plan, which 
does not provide for the payment of a 
sum less than the face value, or for the 
payment of an amount in addition to 
normal premiums if the holder engages 
in military or other armed service of the 
country, or restricts coverage to exclude 
any activities which a person in the 
armed service may be called upon to 
perform. Such policies are eligible and 
acceptable under the law. 


The policy must have been in force 
for one year before enlistment or draft, 
with premiums paid currently and not 
in arrears, to be acceptable, and it must 
have “a cash surrender value at the ex- 
piration of one year from the due date 
of the first annual premium guaranteed 
under provisions” of the act, and equal 
to or greater than one annual premium 
required by the policy. Benefits of the 
act are open to all military and naval 
personnel who held acceptable policies. 

In the event application is made to the 
administrator of veterans’ affairs for pro- 
tection of policies in a sum of insurance 
that exceeds $10,000, the administrator 
“is authorized to have the amount of in- 
surance divided into two or more poli- 
cies so that the protection of this article 
may be extended to include policies for 
a total amount of insurance not to ex- 
ceed $10,000, and a policy which affords 
the best security to the government shall 
be given preference.” 

With application made to the admin- 
istrator for guarantee of the payment of 
premiums, the holder of the insurance, 
if eoming within provisions of the act, 
is entitled to safety against lapse, termi- 
nation or forfeiture of his policy or poli- 
cies for nonpayment of premium, or non- 
payment of interest or indebtedness on 
it, during the term of his service. 

No money or other benefit under a 
policy may be paid to the insured per- 
son, or used to purchase dividend addi- 

(CONTINUED ON PAGE 13) 
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Sound Prospecting Methods Still 
Bear Fruit, Provident Mutual Survey Shows 


By WILLARD K. WISE 


In 1937 Provident Mutual Life under- 
took a new prospecting program called 
“The Ten-A-Month” plan. It was based 
on the belief that agents sell life in- 
surance only where they have prestige, 





WILLARD K. WISE 
Vice-president Provident Mutual Life 


and that they have prestige among their 
friends, acquaintances, and those of like 
social and economic classifications. 
Through the upswing of the late thirties 
and the dislocations of the early forties, 
there has been no attempt to find new 
markets, but the company has continu- 
ously emphasized the belief that an 
agent’s natural market is his best mar- 
ket. 

That this principle holds up even in 
wartime is demonstrated by the results 
of a survey of May, 1942, business as 
contrasted with the business of May, 
1941. The first 500 cases submitted in 
each month were used as a basis of com- 
parison, and the proportion of cases com- 
ing from high income groups increased 
materially in 1942. The average policy 
in May, 1942, amounted to $5,170 as 
against an average policy of $4,000 in 
May, 1941. 

The accompanying chart shows the 
breakdown of new business by occupa- 
tional groups, using the first 500 cases 
in the two months under comparison: 





was to be expected, there was an in- 
includes 


crease in group III, which - 
skilled workmen. Most of this increase, 
however, has been traced to certain 


agents who have their natural markets 
in this group, and who have, therefore, 
shown a very considerable increase in 
paid production in recent months. The 
group containing semi-skilled workmen, 
unskilled workmen and laborers shows a 
slight decline, and women show a ma- 
terial increase, due in all probability to 
higher proportion. of women at work 
and higher wage scales in general. 

When the same 500 cases are sub- 
sidivided according to income groups, 
prestige prospecting again shows up in 
a most favorable light. 


in the military service accounted for 
only 7 percent of the volume of insur- 
ance written in May, 1941, leaving 93 
percent to come from other sources. 
Only 6 percent of the May, 1941, volume 
came from agents who have since left 
the company for other reasons, and 
these doubtless include a number of men 
who have left to engage in defense in- 
dustries of one kind or another. The 
defense industry group is apparently 
swollen by a number of marginal men 
who took the first opportunity to turn 
from what was, so far as thev were con- 
cerned, an unproductive field. This con- 
clusion is substantiated by the fact that 
their average policy amounted only to 





Incomes—Men Only 


Number -* Policies 
19 


Amount ond ~ in M. 





941 Pet. 1941 ret. 

ARE RD oi ve Woe ooeine ewig euiae es 62 oy —68 135 *83 —57 
bs tok | ay rarer eA ere re emery « 94 98 +4 292 383 +31 
ER RN Hira carci ad pra ona caw aca bok erben eh ae 101 125 +24 499 588 +18 
oe Serer roe en a 37 48 +30 264 371 +41 
De ee WUE, ba ca rcktew nen eeenkes 45 59 +31 507 868 +71 
PRMRUIRG SG ich vg stan personae biases 70 46 —34 128 85 —34 
CO On eae te Re ere ee: 409 396 —3 1824 2353 +29 


It is significant that the largest volume 
of business comes from those making 
$7,500 and over. The number of cases 
increased from 45 to 59 and the volume 
from $507,000 to $868,000. In this group 
the average policy amounted to over 
$14,000. As was to be expected, all in- 
come groups except the smallest group 
showed material increase. The substan- 
tial decline in the number of cases in 
the lowest income group probably means 
that the clients in that group in May, 
1941, moved to higher income groups 
by May, 1942. 


Regrouping by Ages 


Another regrouping was made by ages. 
It is interesting to note that insurance 
on those under age 35 decreased, while 
insurance on persons over that age in- 
creased. 





$2,900 against a company average in 
May, 1941, of over $4,000. 

Conclusions: No one will deny that 
since the war risk drive gave the life 
insurance business a temporary stimulus, 
there has been a decline in issuance of 
new policies. There is, however, every 
indication from the above figures that 
a great deal of money is available. If, 
therefore, there is a large potential mar- 
ket that is not being written, there are 
some reasons for this situation. It is 
suggested that the following reasons 
may have considerable effect: 

1. Because of the war situation, the 
minds of both agents and public are 
disturbed and insecure. Until 1943 in- 
come tax rates are known and the 
courses of the draft is finally settled, 





Ages—Men Only 


Number of Policies 
1941 1942 Pet. 





Very naturally a shift in emphasis has 
occurred. With a large number of men 
going into the armed services, it is nat- 
ural to look for a decline in insurance 


on the younger ages. Why this should 





Occupations 
Number of Policies Amount of Ins. in M. 
1941 1942 Pot. 1941 1942 Pet. 
BOA aP OUD Tas os os 06950-05255 50 098% 192 201 +5 1167 1672 +43 
(Owners, officials, managers, insur- 
ance agents, real estate dealers, 
lawyers, doctors, scientific profes- 
sions, retailers, salesmen, artists, 
authors entertainers.) 
a | re eee ire 126 96 —24 397 318 —20 
(Clerks, students, foremen.) 
po ee TEE bt es Serer ns 49 61 +24 176 243 +38 
(Teachers, clergymen, farmers, 
nurses, skilled workmen.) 
DE Se EY doo 2 K.0.0:69:646005.0.08550% 42 37 —12 84 110 +31 
(Semi-skilled workmen, unskilled 
workmen, laborers.) 
REAR EPOND: UY haces 00 seo0 sss eee css 0 1 0 10 
(Retired or unemployed.) 
UP TESS Re ra aes, ee 409 396 — 1824 2353 +29 
ee rr er ee 91 104 +214 179 233 +30 
OIE UNE 6 ite bie alin dn wo dso~ ssw eee 500 500 2003 2585 +29 


There was a moderate increase in the 
number of policies sold to occupational 
group I, but a great increase in the 
amount of insurance sold to that same 
group. The average policy in this group 
amounted to over $8,300. The propor- 
tion of cases sold under group II actu- 
ally declined somewhat, although the av- 
erage policy increased very slightly. As 





affect juvenile policies is not clearly 
established, but the resulting decrease 
at the age levels of eligibility for war 
service was doubtless to be expected, 
especially since so many men of draft 
age were insured in the war rider push 
last winter. 

It is very significant that agents now 


Amount of ~ in M. 
194 Pct 








9 ct 1941 
19 —30 52 Poi 
20 —39 1 43 —53 
182 —14 793 880 +11 
139 +30 652 1077 +65 
36 +16 237 314 +32 
396 —3 1824 2353 +29 
such insecurity may continue. How- 


ever, in view of the experience in past 
wars, it would be reasonable to conclude 
that except for certain dislocations, the 
life insurance business should not be ad- 
versely affected in any permanent way 
by the great cataclysm into which we 
have plunged. 


Lagg Behind Economic Cycles 


Life insurance sales notoriously lag 
behind economic cycles. We did not 
reach our peak of sales until the boom 
of the twenties was well under way. 
We did not reach the bottom of our de- 
cline until most businesses had felt the 
depression of the thirties for several 
years. It is very likely that we will 
not feel the upswing of current business 
until enough time has elapsed for the 
agent and the public to get back its 
mental and moral courage. 

2. There is some unjustified pessim- 
ism on the part of life insurance 
people. Disregarding the splendid his- 
tory of achievement that comprises the 
story of life insurance, we listen with 
one ear to the pessimism of those around 
us and with the other ear to the de- 
mands for wage security which are a 
part of the national scene. As _ indi- 
viduals, agents are sometimes willing to 
trade financial opportunity for wage se- 
curity. And unless the individul is will- 


ing to live dangerously as a commission 
salesman, he probably will not, as an 
individual, reach the heights which oth- 
ers reach for whom individualism is the 
order of the day. 

3. Knowledge as an end in itself has 
been overemphasized. I do not mean by 
that statement to indicate that knowl- 
edge of our business is not essential. 
It is tremendously important, and life 
insurance can not adequately be sold 
without it, but knowledge is not enough. 
It must be applied to be effective. A 
prospect with $1,000 of life insurance 
in force is much better off than a pros- 
pect with a fine $100,000 program and no 
life insurance in force. The time will 
never come, in my opinion, when pros- 
pects will “apply” for life insurance. It 
will always have to be sold. We would 
do well to remember that in contantly 
advancing the standards of learning 
requisite for the job of underwriter, we 
can not disregard the very cogent neces- 
sity of actually selling. 

A man knows with his brain. 
with his heart. 


Dallas Office for 
Continental Group 


Continental Casualty, Continental As- 
surance and affiliated companies have 
opened a new service office at Dallas to 
facilitate development and servicing of 
business throughout Texas. The new 
office will be headed by Robert C. 
Schetter and Frank L. Harris, associ- 
ate managers, who will share joint su- 
pervision over all departments. 

Assisting them will be four associates, 
E. E. Smiley, Paul Freer, A. R. Smith 
and C. B. Albright. Mr. Smiley will be 
superintendent of agents in the liability 
and surety departments; Mr. Freer, su- 
perintendent of the commercial accident 
and health department and Mr. Smith, 
superintendent of the disability division, 


He buys 


franchise and_ hospitalization depart- 
ments. 
Mr. Albright will supervise all lines 


written by Continental Assurance. He 
joined that company in 1941 as agency 
supervisor working out of Chicago in 
Iowa and surrounding territories. Under 
his guidance, production in Iowa has 
increased appreciably the past two 
years. Before his association with 
Continental he was a leading producer 
for another company. 


J. F. Sullivan Quits Wash. 
Department for Reinsurance 


SEATTLE—John F. Sullivan, assis- 
tant Washington insurance commis- 
sioner, has resigned, to enter the reinsur- 
ance business with Frank Burns Co. of 
Seattle as associate manager. His work 
will be wholly in reinsurance. Commis- 
sioner W. A. Sullivan said no successor 
would be appointed but that H. L. Le 
Clair, deputy commissioner, and Lee 
Kuechelhan, assistant deputy, would take 
over the duties formerly handled by 
Mr. Sullivan. 

In addition to supervising the Seat- 
tle office of the department, Mr. Sulli- 
van gained valuable experience in in- 
surance legislation. He joined the de- 
partment when W. A. Sullivan took of- 
fice in 1933. He was especially active 
in the Western Conference of Insur- 
ance Commissioners, having served as 
secretary of that group. 

Mr. Sullivan is a nephew of Com- 
missioner W. A. Sullivan of Washing- 
ton, 








Subscribe for your own personal copy of 
THE NATIONAL UNDERWRITER. Use the 
handy card in this issue. 
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Medical Directors 
Set Program for 
Annual Convention 


Military Topics Will Be 
One of Features of N. Y. 
Meeting Oct. 21-22 


The principal items on the program 
for the annual meeting of the Associa- 
tion of Life Insurance Medical Directors 
of America, which will be held at the 
Hotel Pennsylvania in New York Oct. 
21-22, have been announced. 

One of the chief topics of interest will 
be a discussion of “Personal Experiences 
in the Battle of Britain” by Dr. J. Keith 
Gordon, Sun Life of Canada, who was 
in London during the worst of the Ger- 
man bombing. 


Mortality Study of Systolic Murmurs 


Dr. Earl C. Bonnett, Metropolitan, 
and Edward A. Lew, assistant actuary 
Metropolitan, have prepared a paper on 
“A Mortality Study of Systolic Mur- 
murs,” which will be discussed by Dr. 
Edward J. Campbell, New York Life, 
and Dr. J. Hamilton Crawford. 

“The Effect of Flight on Man” by 
Colonel Eugen G. Reinartz and “Mili- 
tary Neuropsychiatric Disabilities and 
Their Treatment” by Dr. Edward A. 
Strecker of Philadelphia are two talks in 
the military sphere that hold much in- 
terest for the medical directors. 


Glucose Tolerance Tests 


“A Study of Glucose Tolerance Tests 
and the Significance of Glycosuria” by 
Dr. Ernest J. Dewees, Provident Mu- 
tual, and Dr. Paul H. Langner, Jr., will 
be discussed by Dr. William G. Exton 
of Prudential. 

Dr. Gilbert Horrax will present “Cri- 
teria of Prognosis After Head Injuries 
with Respect to Longevity and Disabil- 
ity,” and Dr. Peter J. Denker of Equi- 
table Society will discuss the paper. 
Other Subjects on Program 


Other subjects scheduled are: Break- 
ing the Rule of Thumb,” by Dr. O. M. 
Eakins, Reliance Life; “The Precordial 
Electro - Cardiogram,’ Dr. Frank N. 
Wilson, and “Significance of Small 
Numbers of Red and White Blood Cells 
in the Urine,” by Drs. David E. W. 
Wenstrand and Gamber F. Tegtmeyer 
of Northwestern Mutual. Dr. Wenstrand 
is president of the association. 

The annual reception and buffet sup- 
per will be held Oct. 21, and there will 
be luncheons both days. 


Philadelphia Actuaries 
Eye Federal Income Tax 


At the first fall meeting of the Ac- 
tuaries Club of Philadelphia, W. Stanley 
Austin, Provident Mutual, spoke on the 
proposed federal income tax basis for 
life companies. After an informal dis- 
cussion of this topic there was a general 
discussion of adjustments in home office 
operation which have been made or are 
being considered in order to relieve the 
shortage of trained employes. 

Norman Harper, Fidelity Mutual, led 
a discussion of the types of changes 
which could be considered under life 
annuities and annuity options in course 
of settlement. 

The program was arranged by H. 
Gordon Hurd, actuary of Fidelity Mu- 
tual, who was chairman of the meeting. 








Subscribe for your own personal copy of 
THE NATIONAL UNDERWRITER. Use the 
handy card in this issue. 


L.O.M.A. Elects 
James B. Slimmon 
as President 


NEW YORK—Life insurance man- 
agement is meeting the increasingly 
difficult problem of operating under the 
war conditions by intensifying its per- 





JAMES BK. SLIMMON 


sonnel and work assignment and by re- 
search and planning, Frank L. Rowland, 
executive secretary of the Life Office 
Maagement Association, declared in ad- 
dressing the association’s annual busi- 
ness meeting here. 

James B. Slimmon, vice-president of 
Aetna Life, was elected president of 
the L.O.M.A. Edmund Fitzgerald, 
vice-president Northwestern Mutual, 
was elected vice-president. Those 





Losing Many Men Out 
of Production Line 


Life companies are realizing 
more and more they are losing 
men going into war service, de- 
fense work or something else 
where there is pretty good pay. 
Some industrial office staffs have 
been practically riddled. Perhaps 
more industrial men have gone 
into defense industries than any 
other class. However, the loss of 
producers is affecting volume and 
company records show it. Some 
companies that have watched the 
situation very closely find that 
their decrease in business is due 
almost entirely to loss of man- 
power. 





elected directors include H. T. Polk, 
treasurer National Life & Accident; R. 
S. Rust, secretary Union Central; W. 
J. Adams, comptroller Canada Life; 
George A. Drieu, assistant secretary 
Connecticut General, and J. Russell 
Sykes, vice-president and comptroller 
Fidelity Mutual. All were elected for 
two-year terms except Mr. Sykes, who 
fills the vacancy left by Mr. Fitzger- 
ald’s advancement to the vice-presi- 
dency. As immediate past president, R. 
W. Beeson, secretary of Liberty Na- 
tional, becomes a director automatically. 

All sessions of the one-day business 
conference were excutive. The agenda 
included methods for obtaining the 
maximum use of present office ma- 
chinery and equipment, release of 
typewriters for government  depart- 
ments, personnel problems, including 
the post-war problem of reemploying 
men and women now in the service, 
meeting the wage and hour act require- 
ments, with particular reference to 
traveling employes, and coping with the 
shortage of trained help and the short- 
age of qualified applicants; problems 

(CONTINUED ON PAGE 10) 








around an office. 


typographical error. 


often is. 


salvage of rubber 


whether we 
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Chairman of the Board 





To Save Rubber 


We like those war posters which, aiming at necessary sal- 
vage effort by the public, suggest that one way for us to get 
into the scrap is to get in the scrap. 

While most of the salvaged material comes from our homes 
and factories, a surprising amount can be found just kicking 
While the urge is on for scrap rubber many 
an office discovers that hidden away in desk drawers can be 
found unused rubber stamps with others packed away in the 
space dedicated to discarded furniture. 

Rubber stamps are handy gadgets. 
to imprint titles, phrases, sentences, whole paragraphs, on 
documents with a guarantee that the imprint will carry no 


But the use of rubber stamps can also be a nuisance, and 
An insurance policy or piece of direct mail, clean 
and fresh as it comes off the printer’s presses, instantly loses 
its tastefulness when the office boy slaps the front page with a 
casual imprint from a rubber stamp, ruining the good im- 
pression that could be made upon the recipient. 

Discarded and no-longer-useful rubber stamps should be 
turned into the rubber scrap pile. 
in mind, we might all give thought to 
can’t salvage a lot of good printed matter by 
quitting the too generous use of rubber stamps for imprinting. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


They enable us quickly 


And while we have the 


+ 


JOHN A. STEVENSON 
President 

















Prudential Adopts 


New War and 
Aviation Clause 


Civilian Travel Exclusion 
Introduced—Status 
Characteristic Accentuated 


Prudential has adopted new war and 
aviation clauses for ordinary and inter- 
mediate monthly premium policies and 
has decided to use the clause, with cer- 


tain modifications, on all weekly pre- 
mium industrial policies. 
The new clause, unlike the one in 


use since September, 1941, contains a 
civilian foreign travel exclusion on a 
results basis. 

Insofar as insured in uniform are con- 
cerned the clause was revised making 
it clear that the restriction is on a sta- 
tus basis outside the home area, which 
is the 48 states, District of Columbia, 
Canada and Newfoundland. The avia- 
tion clause is broadened to exclude full 
recovery On account of death in an air- 
plane accident except as a passenger on 
regularly scheduled passenger flight of 
a commercial aircraft. The former 
clause referred to military aircraft. 

Policies issued with the earlier clause 
cannot be rewritten with the new 
clause. 


Text of New Clause 


The new clause provides that the li- 
ability of the company is limited: 

(a) If the insured dies outside the 
home areas from any cause while in the 
military or naval forces of any country 
at war, or dies inside the home areas 
within 6 months after returning thereto 
and while in such forces or within six 
months after ceasing to be in such 
forces, as a result of service outside the 
home areas in such forces; or 

(b) If, within two years from the 
date of issue of this policy, the insured 
dies inside the home areas within six 
months after returning thereto, as a re- 
sult of an act of war committed out- 
side the home areas while the insured 
was not in the military or saaval forces 
of any country at war, or dies outside 
the home areas while not in such forces, 
as a result of an act of war committed 
outside the home areas; or 

(c) If the insured dies as a result of 
operating, riding in, or descending from 
any kind of aircraft, except as a pas- 
senger on a regular scheduled passen- 
ger flight of a commercial aircraft. 


Limited Benefit Unchanged 


The limited benefit has not been 
changed and is, in general, the return 
of the premiums paid plus 3 percent 
interest. 

In Minnesota the aviation limitation 
is effective only during the first two 
policy years. Because of this incom- 
plete limitation it will be necessary to 
restrict the amount of ordinary insur- 
ance issued on young men who may be 
presumed to be potential aviation risks 
under present- -day circumstances. Not 
more than $5,000 of ordinary insurance 
will be issued in Minnesota on the life 
of any unmarried male who has not yet 
attained age 30. In some instances it 
may be necessary to reject applicants 
who are at present exposed to aviation 
hazards. 

The war clause in weekly premium 
industrial policies will be the sanie as 
the ordinary and intermediate monthly 
clause, except that the aviation limita- 
tion is omitted and the limited benefit 
is not less than one-fifth of the face 
of the policy. 

The new war and aviation clauses in 
ordinary and intermediate monthly pre- 
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New State Mutual 
Head Makes First 
Visit to Field 


White Wins Affection of 
Agents on Buffalo, 
Chicago, Detroit Trip 


George Avery White, the presi- 
dent of State Mutual Life, has returned 
to the office, after making his 
first the field since assuming 
the presidency just about a month ago. 
He had meetings with the field organ- 
Buffalo, Chicago and Detroit 
was accompanied by Robert H. 
supervisor of agencies, and Dr. 

3icknell, medical di- 


new 


home 
Visit in 


ization in 
and 
Denny, 
Francis assistant 
rector. 

Mr. White instantly won the affec- 
tion of the producers that had the op- 
portunity to meet with him. He is but 
15 years of age and has had a success- 
ful career as a lawyer and as a banker. 
He is the type of man whose presence 
inspires courage and confidence and it 
was obvious that the producers who 
heard him and spoke with him got a 
new grip on themselves and their call- 
ing in these days when so many in the 
tield are beset with misgivings. 

Last Thursday the home office group 
had a meeting in the morning with 
members of the John Pennington 
agency in Buffalo and then Mr. White 
addressed a luncheon of the agency 
force augmented by a number of bank- 
ers and business executives of the city. 
On Friday there was likewise a meet- 
ing in the morning and a luncheon for 
the Joe C. Caperton agency of Chi- 
cago and on Monday there was a sim- 
ilar get together with the John B. 
Nothhelfer agency there. Then on 
Tuesday Mr. White and his associates 
gathered with the Guy Reem agency in 
Detroit. 

Interesting Picture Shown 

At these meetings there was given 
the first showing of a colored moving 
picture that was taken by Dr. Bicknell 
showing the steps that are involved at 
the home office in handling an applica- 
tion. It was found that there are 225 
operations involved in putting through 
an application and the picture traces 
most of these steps. Dr. Bicknell is an 
amateur photographer and he makes no 
claim that the picture is of professional 
quality, but those that saw it were 
pleased and edified. 

At the Caperton agency 
Mr. Caperton presented to Mr. White 
12 applications for $45,000 that had 
been sold especially for the occasion in 
the two or three days prior to the visit. 

Mr. White, while in Chicago, looked 
into the mortgage and real estate situ- 
ation there, as State Mutual has been a 
substantial investor in that city. Mr. 
White expressed gratification at the re- 


luncheon, 


sults in Chicago and said that State 
Mutual intends to invest substantially 
there. 


Future Told in Field 


Mr. White 
get acquainted 
hand because he realizes 
ture of. the life insurance business is 
being written in the agencies, not in 
the home office. He thus went out to 
see where insurance is being sold. He 
made the telling analogy that center 
field looks a lot bigger out there to the 
center fielder than it does from home 
plate. 

Mr. White said that the question 
arises should life insurance be sold dur- 
ing the war. His answer is that noth- 

(CONTINUED ON PAGE 13) 
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that the fu- 
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Malmo Biesitas 
Caminetti’s Theory 
on Reinstatement 


Commissioner Holmes of Montana 
has made public his reply to Commis- 
sioner Caminetti of California, who has 
taken the position that the life compa- 
nies cannot insert a war clause or 
change the disability or double indem- 
nity benefits when reinstating a policy. 
Mr. Caminetti sent copy of his ruling to 
the commissioners of other states. Mr. 
Holmes differs with the California com- 
missioner. 

According to Mr. Holmes, the haz- 
ard, other than health, surrounding 
those seeking insurance in time of war 


is very different from peace time con- 
ditions. In normal times the health of 
the applicant is almost the exclusive 


in time of war other factors 


dominant. 


test but 
become 


Bound by Agreement 


So long as the assured continues pre- 
mium payments, the condition of insur- 
ability imposed on him at the time he 
was accepted cannot be amended. How- 
ever, when he defaults in payment of 
the premium he is bound by the agree- 
ment that he may reinstate provided 
that he meets the conditions or circum- 
stances of insurability then established 
by the insurer. If the insurer’s condi- 


tions or circumstances of insurability 
are such that it will not assume the 
risk if the man leaves civil life and 


dons a uniform, the assured must sub- 
mit to this condition, according to Mr. 
Holmes. Likewise, if the war time con- 
ditions or circumstances of insurability 
in connection with double indemnity 
and disability benefits is different from 
those established in times of peace the 
insured must likewise submit. 

Mr. Holmes contends that the fact 
that an insurer will permit reinstate- 
ment under the condition that the dis- 
ability and double indemnity clauses 
shall be stricken out and that a war 
clause rider shall be imposed is but a 
statement on the part of the insurer as 
to the conditions and circumstances of 
insurability and not a penalty on the 
policyholder for permitting his policy 
to lapse. He is in no different position 
from the man who is seeking new in- 
surance today. He also contends that 
it would be discriminatory for an in- 
surer to apply obsolete underwriting 
rules in connection with reinstatement. 
The insurance department, he said, 
should strive to educate insured that 
lapsation of a contract does not leave 
the policy in status quo. 


EQUITABLE LIF 


HOME OFA e DES 


Gas Rationing in 
lts General Effect 
on Insurance Men 


Rationing Boards Are 
Hewing Very Closely to the 
Line with No Favors 


BOSTON—lInsurance agents in the 
gas-rationed territory have been given 

n “A” card and a “B” card. That en- 
titles the holder to about 5650 miles of 
driving each month at 15 miles per 
gallon of gas. Naturally the holder of 
the cards gets more or less mileage ac- 
cording to the gas requirement of the 
car he is driving. 

No instance is known where any in- 
surance agent gets supplemental ra- 
tions above this amount. Probably 
most agents have been driving 1,000 
miles or more each month, In these 
cases, “A” and “B” cards have been 
granted without question. Suppose, 
however, an agent has been driving 500 
miles a month, then the rationing 
boards in eastern states would probably 
grant this man an “A” card which 
would cut his mileage to 240 miles a 
— on the basis of 15 miles per gal- 
lon of gas. The tendency is to expect 
everyone to cut down the amount of 
driving which he has been doing. 

Occasionally when a new agent is ap- 
pointed, he may have some difficulty in 
getting additional mileage from the lo- 
cal rationing board. However, persist- 
ence results in obtaining the additional 
gas. 

Insurance men are not classified 
among the essential occupations and 
only those who are doing some war 
work incidental to their insurance op- 
erations obtain better than the “A” and 
“B” cards. An insurance special agent 
who was definitely making regular in- 
spections of war plants, inspections 
recognized as of value to the war ef- 
fort, might obtain a “C” card, which 
would entitle the holder to 470 miles of 
business driving without use of the “A” 
coupon good for an additional 240 miles 
a month. All this would be based on 
15 miles per gallon of gas. 

In Boston, the Boston Life Under- 
writers Association was active in con- 


MOINES. 





Splendid Record 








HERMAN GAUCHEL 


There are splendid records of contin- 
uous systematic production. Herman 
Gauchel of Racine, Wis., has just passed 
550 weeks in the App-a-Week Club of 
the North American Life of Chicago. 
He is one of the outstanding producers 
in his section. In a majority of cases 
he does not stop at one application a 
week but often has two or more. His 
business is known for its persistency 
record, 


ferring with the New England rationing 
board headquarters to determine the 
status of life insurance men under the 
gas rationing plan. The authorities 
were emphatic in ruling that no insur- 
ance man, engaged only in the insur- 
ance business and doing nothing having 
any direct connection with some war de- 
fense operation, could obtain better than 
1 “B” ration card. 

Since the rubber conservation pro- 
gram head announced that he will fol- 
low the recommendations of the Baruch 
committee, it seems safe to prophesy 
that insurance men generally in the 
United States will not fare any better 
than they have been faring in the 17 
eas-rationed states of the east. This 
conclusion is reached because the 
Baruch committee recommends that the 
average automobile mileage be held 

(CONTINUED ON PAGE 14) 
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Name N.A.L J “Women underwriters—Bisie at. Mai- _Holgar Johnson to Give York last week. He was in Chicago 
hencact es rosie ‘ le é uesday of this week addressing the 

anatase thews, Commeetens iutael,, Haenen. Dinner for A. L. eg Group meeting of the Medical Section of the 


Special Committees National Fraternal Congress. 





a we ; Holgar J. Johnson, president of the 

Committees for Wright, ‘Equitable Society, Chicago, "Institute of Life Insurance, is giving a : 

ai onan nee ’ aad ; dinner at the Edgewater Beach Hotel in Form Delaware A. & H. Unit 
Howard C. Lawrence, Lincoln National, Chicago, Oct. 6, to which are invited all | William J. Sharp of Monarch Life 
New Year ‘eaten. , ne those attending the meeting of the has been elected temporary president of 
Life insurance information — Sidney American Life Convention. Mr. Johnson the newly organized Delaware Associa- 
Wertimer, Prudential, Buffalo. at that time will set forth the significance tion of Accident & Health Underwrit- 
of the Institute’s “Keep Well Crusade,” ers. The meeting was held at a lunch- 


National war savings—William H. An- : \ ‘ ei . za 2 
Furey Heads Managers drews, Jr., Jefferson Standard, Greens- telling the objectives and explaining how eon in Wilmington. The organization 
each person in the business may contrib- will be affiliated with the National Ac- 


boro. 
Group; Hartshorn Mem- Research Bureau advisory —R. Max- ute to the success of this patriotic en- cident & Health Association. The tem- 
well Stevenson, National Life, Pitts- deavor. Mr. Johnson held a meeting for porary vice-president is J]. P. Hammond 


bership burgh. a group of company executives in New and secretary, Maurice B. Cooper. 








The composition of the committees of 
the National Association of Life Under- 
writers for the 1942-43 administration 
are announced by President Grant Tag- 


gart. 

Of the standing committees, particular 
interest is always shown in the general 
agents and managers group of which epee Sk we 
W. Rankin Furey, Berkshire Life, Pitts- ae. So 
burgh, an N. A. L. U. trustee, is chair- 
man; membership of which W. W. Hart- 
shorn, Metropolitan Life, Hartford, is 
chairman; women underwriters of which 
Elsie M. Matthews, Connecticut Mutual, 
Newark, was reappointed chairman; 
state law and legislation of which Philip 
B. Hobbs, Equitable Society, Chicago, 
has been reappointed and federal law and 
legislation of which John A. Wither- 
spoon, John Hancock Mutual, Nashville, 
immediate past president, is named chair- 
man. 

Of the special committees it is note- 
worthy that William H. Andrews, Jr., 
Jefferson Standard, Greensboro, new 
N. A. L. U. secretary, has been reap- 
pointed chairman of national war sav- 
ings. He has made a magnificent record 
so far and he continues to be in charge 
of this great patriotic activity. 

Three committees that are ordinarily 
appointed are not being set up this year 
due to the war situation, those being the 
committees on convention program, con- 
vention attendance and national council 
meetings. These committees were 
omitted since no plans have been made 
to conduct a full dress convention until 
after the war. The chairmen of the 25 
standing and special committees are as 
follows: 



















































Hm 
yeah eeeee i, 

a thpdaganet atte 

iat etn EL 4 



















THEY'LL BUY JUVENILE 


Sam Morgan, the proud father of three-day old Junior, picked 
up the telephone and called Phil Brown—"Phil, this is Sam Mor- 
gan. Are you busy tonight? Well—come up about 7:30. Want 
to talk with you. What about? Why Junior of course.” 


Phil Brown had called on Sam Morgan many times in the past 
15 months but the present day objections—fear of the draft and 
next year’s higher taxes—overshadowed the benefits of in- 
creased protection so Sam didn’t buy. But, now it's different. 
Sam has Junior and Junior must be protected. 


The birth rate is now breaking all records. The market for 
Juvenile insurance is therefore increased. Resistance, to the sale 
is low. The Midland Mutual has many different types of policies 
specifically designed to accomplish what fathers have in mind 
for their children. The age limits are from one day to fourteen 
years, nearest birthday. Payor features are available. If you 
are not equipped to write Juvenile insurance get in touch with 
The Midland Mutual. 


Standing Committees 

Agency practices—Clancy D. Connell, 
Provident Mutual, New York. 

Business standards—Homer L. Rogers, 
Equitable Society, Indianapolis. 

By-laws—Earle H. Schaeffer, Fidelity 
Mutual, Harrisburg. 

Conservation—Paul H. Dunnavan, 
Canada Life, Minneapolis. 

Cooperation with attorneys — Edward 
J. Dore, Mutual Benefit, Detroit. 

Cooperation with trust officers—Paul 
H. Conway, John Hancock Mutual, Syra- 
cuse. 

Cooperation with U. S. Chamber of 
Commerce—John D. Moynahan, Metro- 
politan, Chicago. 

Education — Roy Ray Roberts, State 
Mutual, Los Angeles. 

Finance— Walter E. Barton, Union 
Central, New York. 

General agents and managers—W. 
Rankin Furey, Berkshire Life, Pitts- 
burgh. 

International Council—George E. 
Lackey, Massachusetts Mutual, Detroit. 

State law and legislation—Philip B. 
Hobbs, Equitable Society, Chicago. 

Federal law and legislation—John A. 
Witherspoon, John Hancock Mutual, 
Nashville. 

Local association administration— 
Ralph W. Hoyer, John Hancock Mutual, 
Columbus, O. 

Membership — Wilbur W. Hartshorn, 
Metropolitan, Hartford. 

Past national presidents— Charles C. 
Thompson, Metropolitan, Seattle. 

Publications—Clifford H. Orr, National 
Life of Vermont, Philadelphia. 

Resolutions—Lester O. Schriver, Aetna, 
Peoria. 

State and regional associations — Jul 


Geo. W. Steinman, President 


The Midland Mutual Life Insurance Company 
Columbus, Ohio 
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Minwennad Mutual 
Parley in St. Paul 


Advertising Results Show 
Plenty of Salesmen Are 
Available 


ST. PAUL—There never has been a 
time in 18 years when conditions for 
building an 8 were more favorable 
than now, H. . Beckham, assistant su- 
perintendent bs agencies, told general 
agents of Minnesota Mutual Lite at a 
three day conference here. 

“Thousands of good men are loose 
and looking for jobs,” he said. To prove 
his assertions, Mr. Beckham detailed re- 
sults of want ads for salesmen run in 
several cities. He dwelt particularly on 
results of a $5.02 ad run in a Minneapolis 
daily that brought 84 replies. Many of 
them were from high class business men 

salesmen, merchants, manufacturers 
thrown out of their regular work by the 
war. Their ages ranged from 30 to 55; 
their incomes in their recent jobs from 
a few thousand a year to $16,000 a year. 

Out of these 84 men who replied, 
names were eliminated for one reason 
or another until there were 28 left who 
were regarded as suitable to take the 
a gr pond *s test and who did so. Out 

these 28, there were 16 the Minneap- 
me agency would like to sign up. 


Put On Demonstration 


Mr. Beckham and Paul Williams, Min- 
neapolis general agent, put on a demon- 
stration of an interview of one of 
these prospective agents with Mr. Wil- 
liams, Mr. Beckham acting the part of 
the recruit. 

Skeptical general agents wanted to 
know whether the advertisement men- 
tioned life insurance and whether sub- 
sequent telephone conversations with 
the recruit explained the nature of the 
business he was entering. Mr. Williams 
said the advertisement did not mention 
the business and if the prospective agent 
asked over the telephone what kind of 
business it was he was told it was “in- 
vesting.” But it was the opinion of Mr. 
Beckham and Mr. Williams as well as 
other general agents present that men- 
tioning the type of business would make 
no difference with many of the prospects. 


Get Replies From Women 


In addition to Minneapolis similar ad- 
vertisements were run at Cincinnati, 
Nashville and one or two other cities 
with correspondingly favorable results. 
Mr. Beckham also told of an advertise- 
ment run at Minneapolis to attract 
women dependent on social security for 
their main support. The advertisement 
suggested a way to add to their income 
and brought in several interesting letters, 
some of which were read. These letters 
from women were so good from a life 
insurance sales standpoint, as showing 
the tragic need of many women to add 
to their social security income that the 
general agents asked that they be pro- 
vided copies as sales material. 


Results with Women Agents 


Mr. Beckham said that every year 
there are 400,000 American women who 
are left with insufficient income. Lloyd 
Douglas, general agent at Detroit, told 
of results with women agents in his of- 
fice and George H. Hammerlein, Cin- 
cinnati, said he was heartily in favor 
of women agents but when he said they 
were more emotional than men and often 
more of a problem to handle he stepped 
on the toes of Mrs. Ralls of Texas who 
took vigorous exception. She said the 
women cost less money and are less 
trouble than the men agents and also are 
less emotional. 

In opening the conference, Vice-Presi- 
dent Harold J. Cummings outlined in 
detail a new contract to be offered the 
agents designed to simplify bookkeeping, 
encourage persistency and make the 
agency business more profitable. Presi- 
dent T. A. Phillips told of difficulties 


Schnell Heads Association 

of Penn Mutual Agents 
Frederick A. Schnell, general agent 

of Penn Mutual Life at Peoria, IIl., 

was elected president of the Penn Mu- 





FREDERICK A. SCHNELL 


Association at the annual 
Schnell is president of 
Life Under- 


tual Agency 
meeting. Mr. 
the Illinois Association of 
writers. 

Dorion Fleming, New Orleans, and 
Forrest J. Curry, San Francisco, were 
elected vice-presidents. Gaius W. Diggs 
of Richmond was elected secretary and 


E. L. Reiley of New York, assistant 
secretary. Ben Hyde of New York 


was elected treasurer. All officers are 
general agents of Penn Mutual. 


which have beset the life insurance busi- 
ness in recent years. 

Farmers are excellent life insurance 
prospects today; they have more money 
to spend than they have for many years; 
agents who neglect them are missing a 
bet. Such was the considered judgment 
of several general agents who partici- 
pated in a sort of a clinic on farmer sell- 
ing at the Tuesday session. 

“There never have been as many life 
insurance prospects as now; never a time 
when there was so much money in peo- 
ple’s pockets,” Vice-president Cummings 
said in opening the session. “I am 
amazed at the blackout in our thinking 
that there is no business today. You 
are now in the finest market you ever 
have experienced or ever will.” Then he 
quoted figures showing that farmers and 
working men this year will have $75,- 
000,000,000 net, or twice as much as 
they had a few days ago. 


North Dakota Man’s Method 


Charles Simpson and his son, Jay, 
who for many years have represented 
Minnesota Mutual in North Dakota, put 
on an actual demonstration of how they 
approach and sell farmers in that state. 
They were assisted by Mrs. G. A. Ralls 
of Texas, who acted the part of the 
farmer’s wife. 

“There are all kinds of farm business 
available if we go after it in the right 
way,” declared Charles Simpson. He 
said his practice is never to make a 
previous appointment; take a post-dated 
check rather than a note; make a con- 
nection with local bankers on a sliding 
percentage basis to furnish leads, assist 
in sales or do the entire selling. Farm- 
ers are sometimes hard to sell but once 
they are on the books the lapse ratio is 
lower than in many other groups, he 
said. 

Others who told of their experiences 
in selling farmers were Leo Book, Ama- 
rillo, Tex.; Will Bateman, Tarboro, 
N. C.; B. L. Weide, North Platte, Neb.; 
Frihoff Allen, Phoenix, Ariz.; George 
Nowotney, New Braunfels, Tex.; How- 
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ard DeVries and E. J. Owens of Minne- 
apolis. 

Earl Moore, Los Angeles general 
agent, whose business for the first eight 
months this year was 100 percent ahead 
of last year, led a discussion on selling 
the defense worker who, he said, is to- 
day providing 70 to 75 percent of his 
agency’s business. 

How, when and where to sell the de- 
fense worker are the three major ques- 
tions confronting the agent who goes 
after this business, Mr. Moore said. To 
get names, he suggested patient search- 
ing of the city directory; classify the 
names by occupation, then circularize 
them to pave the way for interviews. 
“Use the directory thoroughly and you 
will get all the names you need,” he 
promised. In the case of his own agen- 
cy, returns to circular letters range from 
8 to 15 percent; have gone as high as 
18 percent. 

Another major source of prospects is 
referred leads, which are used assidu- 
ously in the Moore agency. The iron- 
clad rule is to have all interviews in the 
home with the wife present and her 
importance in the picture played up. “If 
necessary, make the entire presenta- 
tion to the wife,’ he advised. Arousing 
the enthusiasm of the prospect and his 
wife over the purchase of life insurance 
as a patriotic move is proving excellent 


made soon. 





psychology, Mr. Moore said. Another 
thing is to make the prospect and his 
job important in the war effort. 

Should the prospect raise the ques- 
tion: “What if I am called into the 
service?” tell him there are three things 
he can do: Let the government take 
care of his premiums during his service 
and repay them later; the wife can take 
a job and carry the insurance, or pre- 
miums can be ‘stopped temporarily and 
the policy reinstated upon the prospect's 
return from the service. 

Mr. Moore gave some figures on the 
earnings of men in his agency and the 
average amount of business they are 
writing. Average monthly earnings, he 
said, are $256. 

At a dinner attended by visiting gen- 
eral agents and home office employes, 
President T. A. Phillips presented gold 
service pins to 175 men and women who 
have been with the company five years 
or more. 


Plaques Mailed to Women 


Plaques are now being mailed to all 
qualifying members of the Women’s 
Quarter Million Dollar Round Table, of 
which Martha Wasburn Allin, Minne- 
apolis, is chairman. Balloting also is 
in progress on the new chairman and 
announcement of the selection will be 


B.M.A. salesmen aren’t waiting for blue 





skies or the all-clear signal to carry 
on with the important job of protecting 
the Home Front. They cannot stop death 
or destruction but they can lighten the 
burden that falls upon those who are 
left behind. @ They can keep incomes 
going when sickness or accident make 
their inevitable calls and pay hospital 
bills in time of need. They can put chil- 
dren through school and bring the joy 
of financial independence to old folks. 
@ That's what B. M. A. salesmen can 
and are doing every hour of every day 
because they want to get this war over 
with as much as you and I. 
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Expect Sales Gains 
After Readjustments 


Production Experiences in 
Canada Related by 
Baker in San Francisco 


SAN FRANCISCO—If the experi- 
ence of life insurance in the United 
States continues to parallel that of Can- 
ada since it entered the war, life under- 
writers may look forword to outstanding 
increases in business, according to 
H. A. H. Baker, vice-president Great- 
West Life, speaking before the San 
Francisco General Agents & Managers 
Association. 

To enjoy these increases, however, 
there may have to be readjustments and 
changes in some agency methods and 
types of business sold, he said. The re- 
cent Canadian increases followed read- 
justment in economic life of the nation 
as well as in that of agency and selling 
methods. 

During the first 18 months of the war, 
at least 25 percent of the Great West 
Life’s agency organization was lost 
through the war effort, however, through 
strenuous recruiting efforts, it now ap- 
proximates the pre-war number. This, 
he pointed out, means that with the 
enormous increases in amount of busi- 
ness written with approximately the 
same number of agents, income of agents 
is today without doubt, higher than at 
any previous time. 

Recruiting Is Difficult 

When money is easy, as at present, re- 
cruiting is always more difficult, and 
when money is not easy, recruiting is 
less difficult. But, as Mr. Baker pointed 
out, it is the duty of general agents and 
managers to continue their recruiting 
efforts in the face of difficulties. These 
may be carried on, he said, among men 
in the higher age brackets, among those 
disabled through military service, former 
salesmen for commodities no longer ob- 
tainable. Citing specific instances of the 
success of such recruits, he said that in 
his company a number in these classifi- 
cations were writing a consistently high 
volume of good business. That the age 
bracket of agents will be higher was 
demonstrated by his figures showing that 
in 1939 the average age of agents was 30 
years; while during the first quarter of 

1942 it jumped to 37. For the year to 
date there has already been another jump 

in average age of agents to 39. 


Canadian Law a Hurdle 


One hurdle in Canada which does not 
face general agents and managers in 
United States, he pointed out, is the law 
that private individuals or organizations 
may not hire or even discuss hiring with 
men or women of any age until they re- 
ceive a permit from the government. 

The income tax exemption for life in- 
surance was one of the greatest boosts 
the business has ever had in Canada. It 
was found that many people did not have 
the maximum amount allowed under the 
deduction and resulted in the sale of a 
large volume of life insurance without 
any “fancy contracts” or by-products. 

As to gas rationing, Mr. Baker said it 
is a distinct blessing in disguise and that 
as a result agents are not running from 
one town to another in pursuit of real or 
fancied business, but rather are working 
their own immediate territory; using 
street cars and other types of transporta- 
tion where necessary. 

Women Situation Viewed 


As to recruiting among women, Mr. 
Baker said that while his company has 
not gone into this to any great extent, 
where it has been done, it has been found 
that women follow instructions and sug- 
gestions much more closely than the av- 
erage man agent. He feels that in the 
event women are employed as agents 
they should have a department segre- 
gated from that of the men. 

Another reason for the increased pro- 
duction in Canada is that dollars are no 


longer in the hands of the wealthy, but 
are now well spread. Former “white 
collar” agents are finding fertile fields 
among those employed in _ industrial 
plants, particularly among the higher 
class technical workers. These agents, 
he said, have adapted themselves to 
working in the industrial and factory 
sections to the point where, in some in- 
stances, companies have found the vol- 
ume or this business justified the estab- 
lishment of new branch offices. Mr. 
Baker warned, however, that it is not 
wise to attempt to make the sales in the 


factories or plants. Rather, he said, the 
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ingenious agent can figure other ways of 
making contacts with the workers. 

Mr. Baker, himself a badly wounded 
veteran of the last World War, who de- 
veloped a $10,000,000 agency in Minne- 
apolis before jointing Great West’s home 
office staff, said that some of his com- 
pany’s new agents are veterans of the 
present war, already discharged of dis- 
ability and he indicated that as such vet- 
erans of the United States armed forces 
are discharged for the same reason, it is 
possible that producing agencies may be 
strengthened from the ranks of these 
men, 


NATIONAL 
ADVERTISING 


featuring 


GLUYAS WitL i AMS 


New England Mutual has re- 
tained the outstanding cartoonist, 
Gluyas Williams, to depict in his 
inimitable way a series of “War- 
time Readjustments’ on the home 
front. 


Offering a welcome change of 
pace from the grimmer news of the 
day, the illustrations are already 
creating an unusual amount of 
reader attention and a favorable 
background for the messages, 
which are entirely serious. 


In brief, each “Wartime Read- 
justment” will point the way. to 
sacrifices which can indirectly fur- 
nish the finances for the purchase, 
of life insurance ... and each will 
develop certain features of the 
New England Mutual contract 
which provide the answer for the 
prospective buyer who hesitates 
to make a long-term commitment. 


The advertisements, the first of 
which is here reproduced, will 
appear at regular intervals in the 
Saturday Evening Post, Time, 
Newsweek, and in the alumni 
publications of two dozen promi- 
nent colleges and universities from 
coast to coast. In this latter group, 
the practice will be continued of 
listing names of agents in their 
own college magazines. 
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Alabama Agents Request 
Reappointment of Julian 


BIRMINGHAM, ALA. — Reappoint- 
ment of Frank N. Julian as superinten- 
dent of insurance of Alabama was asked 
this week in letters sent to Governor 
nominate Chauncey Sparks by the Ala- 
bama Association of Insurance Agents 
and the Birmingham Association of In- 
surance Agents. The new governor takes 
office in January and presumably will 
make his appointments soon thereafter. 
So far as is known, no one else has 
applied for Mr. Julian's post. 
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Bridgeport Association 

Welcomes Rutherford 

and Other Guests 
BRIDGEPORT, CONN.—James E. 


Rutherford, executive vice-president of 
the National Association of Life Under- 
writers, was the speaker at the opening 
meeting of the Bridgeport association. 
Mr. Rutherford said in part: “T he 
var and its ramifications has greatly in- 
reased the needs of life insurance, and 
¢2e insurance men of the nation who 
‘te engaged in selling war bonds as 
v ell as aiding numerous war efforts also 
hve the task of finding the requirement 
c: their clients who today have a need 
for the security of their business, their 
future estates and the welfare of their 
families.” He said that life insurance 
goes to war armed with the good old 
fashioned religion of life insurance as a 
protection to homes, wives and children. 
R. C. Gilmore, president of the 
3ridgeport association, presided at the 
meeting and introduced Wilbur Hart- 


shorn of Hartford, national trustee, and 
the latter introduced Mr. Rutherford. 
Guests included Robert Stockton, 


agency assistant of the Connecticut Mu- 
Life 


tual who was introduced by Mr. 
Gilmore as were the following: Herbert 
Behan, president Connecticut associa- 


tion; Frank Alberts, 
association; R. C. Mix, president of the 
New Haven association. 

The president introduced the first two 
women agents of the Bridgeport asso- 
ciation, Mrs. Elisabeth M. Van Cleve, 
Connecticut Mutual Life, and Mrs. 
Glenn S. Allison, Penn — Life. An 
entirely new division of the Bridgeport 
association was inaugurated and is now 
known as the women’s division, chair- 
man of which is Mrs. Van Cleve. 


Reliance’s Carolinas Appointment 


A. R. Roberts has been appointed 
manager of Reliance Life for the Caro- 
linas department with headquarters in 
Charlotte, N. C. He is 39 years of age 
and is a graduate of Indiana Central 
College of Indianapolis. He was en- 
gaged in Y.M.C.A. work for 11 years 
“the resigned as general secretary of the 
Charlotte Y.M.C.A. in 1936 to go into 
life insurance. More recently he has 
been city supervisor of Jefferson Stand- 
ard Life at Charlotte. “He wrote con- 
siderable personal business in conjunc- 
tion with other men. In six years this 
amounted to $1,788,000. i 


Browning to Springfield, II. 


C. A. Browning has been appointed 
district manager for New England Mu- 
tual Life at Springfield, Ill. He will 
have offices in the Myers building. 

Mr. Browning has been out of life in- 
surance for several years looking after 
farm interests in the Springfield district. 
He previously had 15 years of successful 
life insurance experience in Chicago with 
Phoenix Mutual, and led his office in 
production for several years. 


president Hartford 





Agency Officers, Bureau Meet 
The the Life 
Agency Officers and the 
Life Insurance Sales Research Bureau 
will be held at the Edgewater Beach 
Hotel, Chicago, Nov. 17-19. The meet- 
ing may be somewhat abridged or lim- 
ited. Some companies have been send- 
ing three or four men to this conven- 
tion and will probably cut down to two. 


annual meeting of 


Association 


Bankers Mutual Correction 


The Underwriters Hand-Book of IIli- 
nois recently published for 1942 and the 
reprint booklet “Record of Insurance in 
Illinois” by an unfortunate typograph- 
ical error give the incorrect figure of 
$2,284,028 as the amount of insurance 
in force for Bankers Mutual Life of 
Freeport, Ill. The correct figure is 
$12,284,028 which is a 10.3 percent in- 
crease of insurance in force at the end 
of 1941 as compared with the previous 
year. In 1941 Bankers Mutual wrote 
$1,271,000 in Illinois which was an in- 
Crease of 12.4 percent over 1940. 





Suter ee to 
Research & Review 





ROBERT W. OSLER 


Robert W. Osler has been appointed 
associate editor by the Insurance Re- 
search & Review Service, Indianapolis, 
where he will assist Paul Speicher, 
managing editor, in the preparation of 
various publications. 

This appointment means the return 
of Mr. Osler to an organization he left 
some years ago to become advertising 
manager for Acacia Mutual. 

Completing his undergraduate work 
at DePauw University, Mr. Osler was 
a salesman for two years before doing 
214 years graduate work at Butler Uni- 
versity and Indiana University, teach- 
ing in the latter school for two years 
before joining the Research & Review. 

Mr. Osler lately has been educational 
director for Central Life of Illinois, 
where he supervised the company’s ad- 
vertising and sales promotion and as- 
sisted Lester Johnson, agency vice- 
president, in certain phases of field 
work, particularly the training of new 
men. 


Midwest Life Has Catalogue 


Midwest Life of Lincoln, Neb., has 
brought out a 20-page illustrated life 
insurance catalogue, which is suitable 
for distribution to clients and prospects. 

The catalogue contains descriptive 
and illustrative matter pertaining to the 
more popular life, accident and health 
policies, and a question and answer sec- 
tion which offers timely suggestions 
to the salesman and to the buyer for 
the intelligent purchase and planning 
of a life insurance estate. 

The catalogue is intended to serve its 
sales force as a prospect finder through 
circularization offering a free copy of 
the catalogue; as pre-approach litera- 
ture, to build up the prospect’s interest 
in and understanding of life insurance, 
and as a visual sales help in the inter- 
view. 


Wis. Ruling Affects Company Tax 


MADISON, WIS. — Commissioner 
Duel has been advised by the attorney- 
general’s office that dividends on share 
certificates issued by federal savings 
and loan associations must be included 
in the gross income on which the li- 
cense fee of domestic insurance com- 
panies is computed. 

The partial exemption of federal sav- 
ings and loan associations from tax ex- 
tends only to the association itself and 
not to a holder of its certificates who 
realizes income from those certificates. 
The court points out that the theory 
that a tax on income is legally and eco- 
nomically a tax on its source is no 
longer tenable. 


Boston Actuaries Meet Oct. 7 


The Actuaries Club of Boston, with 
Jarvis Farley as chairman, will open its 
series of fall discussions Oct. 7. There 
will be discussions of current company 
experience; bases for the calculation of 
reserves by the Massachusetts depart- 


October 2, 1942 








ment adopted recently in lieu of the seri- 
atim method; experience with Hollerith 
or other machine methods of reporting 
reserve data under schedules A and B 
to the Massachusetts department; meth- 
ods used in determining the reserve tax 
for states in which reciprocal tax laws 
apply; estimated cost of such provision 
in excess taxes as compared with those 
payable under a premium tax law; report 
on developments in connection with new 
mortality table and nonforfeiture laws, 
and municipal and state pension sys- 
tems in Massachusetts, with special ref- 
erence to taxation for ‘payments and for 
reserves. 


Companies Contribute Typewriters 


NASHVILLE—National Life & Acci- 
dent and Life & Casualty have shipped 
107 typewriters to the War Production 
Board as a further evidence of their de- 
sire to support the war effort. 


Open Okla. Season Oct. 19 


The Oklahoma General Agents & 
Managers Club will open its season Oct. 
19. Membership is the largest in its his- 
tory, having increased one-third the past 
year. 


Illinois Bankers Launches 
Its 1942 Loyalty Campaign 


As in the past three years Illinois Life 
starts on Oct. 1 its annual loyalty cam- 
paign, through which the agents devote 
their efforts during October and No- 
vember to extra production efforts, with 
attractive extra compensation to all and 
prizes to the winners in both volume and 
number of applications, 

The campaign started with a two-day 
agency meeting at the home office where 
the top producers exchanged sales ideas 
under the guidance of Hugh D. Hart, 
vice-president and agency leader. 

The excellent liquid condition of IIli- 
nois Bankers was pointed out to the 
agents. Illinois Bankers as of Oct. 1 has 
$2,000,000 of cash and has $2,750,000 in 
goverament bonds. Thus between 20 
and 25 percent of the assets are repre- 
sented by cash and government bonds. 

More than 30 top producers attended 
the meeting and each presented at least 
one sales idea which had been found suc- 
cessful. 


Pacific Mutual Life has begun its an- 
nual six weeks inter-agency contest 
which will run through to Oct. 31. It 
is being conducted as an airplane flight. 





* You Can’t Overlook 13,000,000 
Working Women 


to offer them. 


policies. 





IF MORE sales are to be made to women, 
it follows that the most sales will be made 
by Agents who have the best policy forms 


THE Occidental Agent can offer such con- 
tracts as these (among others): 


> Monthly Income Disability—working wo- 
men need this particularly. 


> Accident and Sickness Insurance with ex- 
tended coverage for women’s diseases. 


> Term insurance (choice of 11 forms). 


> Regular forms of Life and Endowment 


FOR FURTHER INFORMATION, WRITE TO 
V. H. JENKINS, Vice-President 


OCCIDENTAL LIFE 








INSURANCE COMPANY OF CALIFORNIA 
LOS ANGELES 
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Shanghai General Agent 
Relates War Experiences 


LOS ANGELES—P. M. Anderson, 
Shanghai, China general agent for Oc- 
cidental Life of California, attended the 
company’s Conquistadores Club conven- 
tion in 1941. 

Before returning, when friends asked 
him what he would do if war broke out 
between Japan and the United States, 
he replied: “If worst comes, it will 
probably mean a long diet of fish and 
rice which I don’t like, or a tramp from 
Shanghai to the Burma Road, which is 
a long walk.” 

This week he arrived here at the home 
office, having experienced the diet of 
fish and rice for a short period, and 
after having been a prisoner in the infa- 
mous Bridge House along with J. B. 
Powell, American editor whose story 
has been widely publicized. 


Planned to Leave Shanghai 


In an interview covering his experi- 
ences, Mr. Anderson said that on Dec. 
6 he and some of his American intimates 
received word that hostilities probably 
would break out in five days. They 
made hurried plans to leave Shanghai on 
the day before the storm was to come, 
thus giving them time to get outside 
Japanese controlled territory and safely 
on the way to Chunking. But the action 
began at 4:30 a.m. the next morning 
when a Japanese cruiser began shelling 
U. S. and British gunboats. Patrols of 
Japanese navy, army and gendarme im- 
mediately took over the city amid great 
confusion. 

Liquidate All Organizations 

Almost immediately the Japanese 
clamped down and began “liquidation” 
of all large organizations, including the 
banks, insurance companies and petro- 
leum and shipping firms. During four 
months the Japanese went through the 
pompous motions of “liquidating,” not 
only the Asiatic branches, but also the 
entire corporate structure of such giants 
as Standard Oil, Asiatic Petroleum 
(Shell) as well as Occidental Life. 

The chief liquidator for insurance 
firms, a representative of the Toyoda 
Mutual Life of Tokio, was disconcerted 
to find that Occidental had little funds 
on hand which the Japanese could loot. 
Owing to foresight of Mr. Anderson and 
the home office only $1,500 was on 
hand. This liquidator, in his conversa- 
tion with Mr. Anderson, had this to say: 

“Mr. Anderson, your company is in- 
solvent. Why, you  haven’t enough 
money on hand to pay a small claim. 
Don’t you know that.” 

“Yes, I suppose we haven't. I hope 
we don’t have any claims,” replied Mr. 
Anderson. 

“But isn’t that stupid management,” 
was the next question. 

“Well, yes, for ordinary times,” An- 
derson replied. “But for us it didn’t 
turn out so bad in view of what hap- 
pened. After all, it was pretty smart 
management, don’t you think.” 

The liquidator admitted the fact. 


Headed American Association 


Mr. Anderson was called on to play 
a leading part in the negotiations be- 
tween the Americans and the occupation 
forces. He had been elected head of the 
American Association. When the out- 
break of war closed all diplomatic and 
consular channels, the brunt of caring 
for Americans in occupied China fell on 
him and the American Association, as 
well as the American Red Cross, in 
which he was very active as its local 
head. Thus he found himself in many 
instances the de facto representative of 
the United States, working through the 
Swiss consulate and the companion Brit- 
ish organization, 

A smooth functioning relief organiza- 
tion was set up and at one time was 
feeding 450 destitute Americans. The 
relief organization was able to purchase 
sufficient coal for cooking and cereals 
to feed the remaining American colony 
for two years should it become impos- 
sible to repatriate them. 


Numerous Americans turned up of 
whom the American authorities or the 
American colony had no records. 


No Real Atrocities 


There were no incidents of real atroci- 
ties in the Shanghai area against Eu- 
ropeans or Americans, although gen- 
darmes indulged in a great deal of bully- 
ing. Mr. Anderson was slapped once 
by a Japanese civilian—whose face he 
well remembers for future reference. 

At 3:30 a.m. March 4 Mr. Anderson 
was awakened and hustled off to the 


thrown into a filthy, unheated cell—19 
x 9 feet—which already contained 26 
other persons, two Americans, one Brit- 
isher, three Japanese (including an army 
captain who was perhaps a stool pigeon) 
a lone Russian who twice tried to com- 
mit suicide, and 19 Chinese, including 
one woman with a four- month old baby. 
This was the same cell occupied by 
Powell. 

Food consisted of rice soup for break- 
fast, a bowl of cold rice at noon and 
one at night, with sometimes a fish head 
or piece of cold pork fat. There was 
“tea” twice a day. Sanitary facilities 
consisted of a large bucket in a corner 
—emptied once a day. Inmates were 
forced to sit cross-legged in three lines 
without talking to one another—for 14 
hours a day. 

After five days of this, softened by the 
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a Chinese terrorist prisoner who picked 

ff and killed lice for a half bowl of rice, 
Mr. Anderson was releasel through the 
efforts of the International Red Cross. 

He said that the Chinese terrorist had 
succeeded in killing four Japanese offi- 
cers before the police could catch up 
with him. 

Following his release froin prison, Mr. 
Anderson spent the balance: of the time 
before sailing as head of the American 
Association. In selecting those to be 
repatriated from the Shanghai area four 
preferences were established: Diplomatic 
and consular officers, Red ‘Cross repre- 
sentatives; accredited newspaper corre- 
spondents; persons who were persona 
grata to the Japanese. He came home 
under the last classification, although he 
also qualified under the Red Cross 
classification. He sailed on the Comte 




















Bridge House by Japanese police. Fol- thoughtfulness of friends who managed Verdi, saw the wreckage in the Sundra 
lowing a short questioning he was to send in some food and the industry of (CONTINUED ON PAGE 12) 
*“SEE OUR OCTOBER NATIONAL AD, RALPH? 
STRAIGHT FROM THE SHOULDER, ISN‘T IT.” 
*RIGHT, JIM! IT SHOWS HOW OUR | 
EXPERIENCE AND TRAINING CAN | 
HELP EVERY FAMILY MAN... © 
“Jim, that kind of advertising builds up confidence in 
John Hancock agents — and makes our calls more pro- 
ductive. There's real power behind this campaign, too. 
Just think of the circulation this advertisement will have ~ 
over 18,000,000 people | That means more people think- - 
ing about life insurance and about John Hancock, too!” | 
LIFE INSURANCE COMPANY 
OF BosTON, MASSACHUSETTS 
GUY W. COX, President 
i | 
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J. B. ae Elected as 
New President of L.O.M.A. 


(CONTINUED FROM PAGE 3) 


which have arisen in administering the 
soldiers and sailors civil relief act, and 
the contacting of policyholders in the 
armed forces. 

Capt. Daniel J. Reidy of the adjutant 
general’s office, formerly of Guardian 
L ife, was the guest speaker at luncheon. 
He talked on premium allotments in 
connection with members of the armed 
forces. 

Women are replacing men in many 


jobs, which in turn has brought new 
problems in personnel training, Mr. 
Rowland said. In addition to meeting 


the 
done, 


problem of getting today’s work 
is the problem of training per- 


sonnel to carry on the management 
functions that make possible the con- 
tinuity of life insurance. While many 


of the people will return after the war, 
the companies must develop those now 
with them as well as plan for the ad- 
ditional training of those who have 
been away. 

The degree of efficiency attained by 
continued attention to personnel train- 
ing and development of economical op- 
erating systems is facilitating the transi- 











TOLEDO IS THE FIRST 

OF THE ASSOCIATION 
SCHOOLS to get underway. On 
Oct. 2, the president, Charles F. 
Sprague and the school chairmen, 
“Dinty” Moore and John A. Hill, 
will greet the more than 100 
agents who are expected to en- 
roll. An _ excellently-managed 
job! 

* * * 
M F. BURD and his chairman, 
“Cal” Fry, are next, the Erie 
School opening Oct. 31—Erie’s 
third consecutive school. 

> o . 


ROY RAY ROBERTS pointed 
out at the Chicago N.A.L.U. meet- 
ing that courage and vision will 
be required to go ahead with As- 
sociation Schools — but without 
courageous leadership, life insur- 
ance will have a hard time win- 
ning its battle on the production 
front. 

* * * 
JACK LAWRENCE is doing a 
fine public relations job, distribu- 
ting to the Salt Lake City trust 
companies, copies of the “Co-op- 
eration” article from last month’s 
Advance Underwriting Service. 

* - = 
BURT PRIDDLE of the Domin- 
ion Life contracts for the “Paul 
Speicher Selling Bee” column, 
the first Canadian company to do 
so. Thanks, Burt, and give our 
best wishes to that grand fellow, 
Steele Mackenzie. 


PAUL SPEICHER 
Managing Editor 
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tion of company offices from a normal 
peacetime basis to a war footing, with 
the least possible dislocation. 

The association year, he said, has 
been one of unusual activity for the 
staff office. It has been called upon to 
contribute to the solution of many and 

varied problems. The increasing pres- 
sure for lower operating costs to com- 
pensate for decreasing interest earnings 
and present and prospective increases 
in taxation, the impact of the many gov- 
ernment controls affecting operations, 
and the labor and supplies limitations, 
have created new demands. 

During the year the institute experi- 
enced some decline in student registra- 
tion paralleling the experience of similar 
educational institutions. However, a 
number of companies have already ex- 
pressed their intention to use these edu- 
cational facilities as a means of train- 
ing women employes. 

Fourteen reports have been prepared 
and released on such topics as econo- 
mies in war times, employe relations, 
wage and hour classifications, purchas- 
ing methods, and on other accounting 
and office management subjects. 

One of the most interesting activities 
of the L.O.M.A. is its information serv- 
ice. Many important and unusual types 
of operating information are sought by 
telephone, correspondence and through 
visits to the staff office. During the 
past year 332 inquiries for special rec- 
ords and information of this type were 
made. Considerable interest centered 
around the subjects of personnel ad- 
ministration, office machinery and 
equipment, forms and records. 

Particular attention has been given 
by the L.O.M.A. in conjunction with 
other life insurance organizations in 
cooperation with the office of the ad- 
jutant general in developing better 
ways of handling the allotment of 
wages of soldiers for policy premiums. 


Prudential Adopts 
New War Clause 


(CONTINUED FROM PAGE 3) 


mium policies and the war clause in 
weekly premium industrial policies will 
supplement the provision for an addi- 
tional benefit in the event of death by 
accidental means to make it clear that 
this additional benefit is not payable if 
the death of the insured occurs while 
he is in the military or naval forces of 
any country at war, whether death oc- 
curs inside or outside the home areas. 
3ecause of this limited coverage ordi- 
nary policies will not be issued with 
this benefit if the proposed insured is in 


military or naval service or expects 
soon to be in service. 
If an ordinary policy providing for 


this additional benefit is issued and the 
insured subsequently enters the military 
or naval forces, the policy, upon re- 
quest, will be amended to omit the pro- 
vision for the additional benefit and the 
premium will be reduced, but if this is 
done no promise can be made that the 
benefit will be restored after the insured 
is no longer in such forces. 

The new clauses in ordinary and in- 
termediate monthly premium policies 
will supplement the provision for bene- 
fits in event of total and permanent dis- 
ability to make it clear that such bene- 
fits will not be allowed if disability re- 
sults from disease originating or bodily 
injury occurring while the insured is 
in the military or naval forces of any 
country at war whether he is inside or 
outside the home areas, or results with- 
in five years from the date of issue of 
this policy from an act of war com- 
mitted outside the home areas, while 
the insured was not in the military or 
naval forces of any country at war, or 
results from operating, riding in, or de- 
scending from any kind of aircraft ex- 
cept as a passenger on a regularly 
scheduled passenger flight of a com- 
mercial aircraft. 

The war clause in weekly premium 
policies will supplement the provision 
for a benefit in event of the loss of eye- 


sight or limbs to make it clear that 
such benefit will not be allowed for any 
physical impairment sustained while the 
insured is in the military or naval forces 
of any country at war, nor for any im- 
pairment sustained as a result of an act 
of war committed outside the home 
areas while the insured was not in the 
military or naval forces of any country 
at war. 

Men who are already in service or 
who expect soon to be inducted into 
service should be informed regarding 
National Service Life Insurance made 
available to those in service by the gov- 
ernment. Any applications submitted 
on men who are in service that do not 
indicate that the applicant has already 
applied for National Service Service 
Life Insurance should be accompanied 
by a letter from the agent stating that 
National Service Life Insurance has been 
explained to the applicant and that he 
understands that his Prudential policy 
will contain the limitations. 

Because of the more complete aviation 
limitation in the new clause, the instruc- 
tions in connection with the aviation 
question on the ordinary application 
form should be read as applying only 
when the benefit in event of death by ac- 
cidental means is applied for and the 
amount of scheduled airline passenger 
travel exceeds 60 hours per annum. 

The company is not prepared to grant 


coverage for aviation hazards at an extra 
premium except to civilian pilots who 
are flying on the domestic scheduled air- 
lines and members of the crew of such 
planes. Full coverage for this type oi 
flying for not more than $10,000 will be 
made available under ordinary policies 
by amending the war and aviation clause 
to provide for the payment of an extra 
premium of $10 per thousand per an- 
num. 

For weekly premium industrial policies 
there is no aviation limitation contained 
in the new clause. Aviation risks will be 
acceptable in accordance with the pres- 
ent rules in the occupational guide of the 
rate book, 

Reinstatement Provisions 

In considering reinstatements, any war 
or aviation hazard has been ignored 
where the policy has been lapsed only a 
short time. There are instances, how- 
ever, where the policy cannot be rein- 
stated unless it is amended by the inser- 
tion of the current war and aviation limi- 
tation. Every effort should be made to 
keep in touch with policyholders and per- 
sons who can pay premiums so that 
lapses will be kept at a minimum. 

Changes of policies that involve an in- 
crease in risk will receive careful consid- 
eration. The company will not make 
changes involving a substantial increase 
in risk if the hazard due to military or 
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naval service or aviation or war is immi- 
nent. 

Individual ordinary term policies is- 
sued without war and aviation limitations 
will be converted without a war and avi- 
ation clause if the new policy is dated 
prior to Jan. 1, 1942, but a war and avia- 
tion clause will be "included if the new 
policy date is Jan. 1, 1942, or later. 

Since policies issued as group and 
wholesale conversions are all issued as 
of current date, they will contain the 
current war and aviation clause. 





Favorable Mortgage Tax 
Decision in Georgia 


ATLANTA, GA.—The tax status of 
mortgage investments of insurance com- 
panies in Georgia may be affected favor- 
ably by the decision handed down by the 
Georgia supreme court holding that 
mortgages owned by the National Mort- 
gage Corporation of Baltimore are not 
taxable. The court reversed a decision 
by Judge Moore of the Fulton county 
court, who had rejected an injunction 
sought by the mortgage corporation 
against the Fulton county tax collector 
to bar him from collecting an assess- 
ment of about $7,500. 

This ruling is apparently a reversal of 
the recent decision by the same court 
in a case involving Northwestern Mutual 
Life. In this case the court held Geor- 
gia mortgage notes held by outside cor- 
porations were not themselves taxable, 
but that credits resulting from these 
loans, the debts on which the mortgages 
were issued, were taxable. 

In the National Mortgage Corporation 
decision, while holding that the notes 
were not taxable, the question of the tax- 
ability of these credits was not consid- 
ered. It is understood that Fulton 
county plans to ask a rehearing on this 
point. The county has 60 similar suits 
pending. 





War Bond Salary Increase 
by State Farm Companies 


In order to assist employes to meet 
increased costs of living, in keeping with 
the “cost-of-living bonus” that has been 
in effect since Oct. 1, 1941, and to in- 
sure all employes investing at least 10 
percent of their income in war bonds, 
all home office and branch office per- 
sonnel of the State Farm companies will 
receive an additional 10 percent blanket 
increase on their cost-of-living bonus, 
payable in war bonds. 

The announcement was made at a 
mass meeting in the Irvin theater in 
Bloomington, IIl., preceded by the ap- 
pearance of several members of the 
comedy, “Good Night Ladies,’ who 
were in Bloomington for the Star- 
Victory luncheon, staged by R. P. 
Mecherle, president of State Farm Mu- 
tual Automobile, as chairman of Bloom- 
ington-Normal war bond committee. 

Mr. Mecherle emphasized that the 
company expects each employe to con- 
tinue his present investment in war 
bonds, which is being made _ largely 
through the State Farm Credit Union 
on the pay-roll deduction plan. This 
means that the company, as a whole, 
should show in excess of 15 percent of 
pay roll invested each month in war 
bonds, 





Service Cover Limited to $10,000 


With many men who served in the 
first world war rejoining the armed 
forces, the question arises whether a 
man who has a war risk insurance pol- 
icy still in force which he took out dur- 
ing the last war can apply for addi- 
tional National Service Life Insurance. 
The answer is that there is a $10,000 
limit and that if the man already has 
oo amount still in force he can’t ap- 
ply for any more, although he can apply 
for additional insurance to bring his 
total up to $10,000 if he has less than 
that amount in force. 





Subscribe for your own. personal copy of 
THE NATIONAL UNDERWRITER. Use the 
handy card in this issue. 


Insurance Service 
Plan Inaugurated 
in Boston 


BOSTON—A service program to ac- 
quaint men in the army and navy with 
the present status of their life insurance 
policy provisions and such adjustments 
and realignments as may be desired in 
view of government insurance, and 
changing conditions, will be inaugurated 
in Boston by voluntary workers from the 
Boston Life Underwriters Association 
under the authority and with the coop- 
eration of the United States Veterans 
Bureau. 

The program was mapped out at a 
meeting of those interested at which Col. 
William F. Blake of the Boston office of 
the United States Veterans Bureau, with 
the assistance of R. E. Morrison and G. 
B. Winslow, representing a committee 
of the Boston association, formulated 
and explained the proposed plan. 


Nearly 100 Volunteer 


One volunteer worker will be stationed 
at each of the three veterans service sta- 
tions in Boston and will be on duty from 

5:30 to 8 o'clock each evening, every day 
diana the month of October, prepared 
and ready to give free advice to all en- 
listed men as to their insurance prob- 
lems. Some 93 men have volunteered for 
the service and assigned to their respec- 
tive stations. 

No insurance will be solicited or writ- 
ten by any of the insurance men. Blanks 
will be available on which soldiers or sail- 
ors may indicate what information they 
desire and the blanks provide for all 
manner of contingencies such as change 
of address for premium notices; automa- 
tic premium loan feature; non-forfeiture 
options, extended and term or paid up 
insurance; disposition of accumulated 
premium dividends, change of mode of 
premium payment; changes in benefi- 
ciaries; power of attorney, etc. 

The inquirers will be given the advice 
free, with any and all options possible, 
and will be advised to consult with their 
own insurance agents wherever they may 
be located, to have such changes and ad- 
justments made as they themselves may 
decide to make. 





Aetna Life Donates Fence 


As its contribution to the scrap drive, 
the Aetna Life companies have thrown 
on the scrap heap the ornamental iron 
fence bordering the main Farmington 
avenue entrance to the Aetna Life build- 
ing. 
The Aetna Life companies have be- 
come one of the early members in 
Hartford of a new, and informal, “Ten 
Percent Club.” The qualification for 
membership was the donation of blood. 

By the time the mobile unit of the 
Red Cross blood bank wound up a two- 
day visit at the home office, Aetna’s offi- 
cers and employes had given more than 
300 pints of blood to the Red Cross. 
This figure includes previous visits of 
the mobile unit and donations given by 
Aetna employes at blood bank head- 
quarters and, on a quantity basis, is a 
record for Hartford business organiza- 
tions. 





Metropolitan Exceeds 10 Percent 


NEW YORK-—Slightly more than 10 
percent of the Metropolitan Life’s home 
office payroll is now being invested in 
war bonds and stamps, the highest point 
that has been reached for the company 
to date, it was found recently. 





Commissioner Berry of Michigan is 
celebrating the arrival of his third 
grandchild, a girl, born to the commis- 
sioner’s daughter, Mrs. Ed. Embach of 
Detroit. The baby’s father has not 
seen the child as he is in California 
participating in a convention examina- 
tion. 





Write Accident & Health Bulletins, 
420 E. Fourth St., Cincinnati, for plans 
for increasing sales. 














A JOB TO BE DONE 


Sure, you get restless when you read the headlines. 


You feel futile and helpless. You want to throw down 
your ratebook, tear up your application blanks, and DO 
SOMETHING to win the war. 


That's natural. There are many ways to help. And if 
you are eligible for active service, more power to you. 


But if not, did you ever stop to think that right now you 
are already doing a job that will help to win the war? 


First of all, your policyholders’ premium dollars enable 
your Company to invest directly in government bonds, 
railway equipment and other essential American indus- 
tries. It takes money as well as men to win a war. 


Second, life insurance dollars provide a cushion against 
inflation. And that’s tremendously important both in 
wartime and in peace. 


Third—and very important—the protection you arrange 
for countless American homes is an invaluable morale 
builder. In war as in peace, men still die, grow older, 
meet crises. 


Yes, right now—just where you are—you are doing a 
great job for America. Keep plugging at that job. Keep 
your chin up. See people. Tell them the message of life 
insurance. The sweat and toil of all of us are needed 
for victory. Your contribution will be in proportion to 
the amount of life insurance you sell. 
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Relates War Experiences 
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Sea of the Battle of Java; saw what 
could be seen at Singapore where the 
Japanese put on an air armada show. 
There they met the Americans repa- 
triated from Japan and Manchuria, and 
all were transshipped at Lourenco Mar- 
ques to the Gripsholm and brought to 
New York, 

Approximately 2,100 
main in occupied China. Italians and 
Germans, although treated somewhat 
better than Americans, British or Dutch, 
are pushed around far more than their 
status as Japanese allies seem to justify. 
This is because Japanese activities are 
essentially anti-foreign, regardless of 
nationality. 

Mr. Anderson, while reluctant to give 
Opinions on many subjects, nevertheless 
brought out these points: 

Accustomed to thinking of the Japa- 
nese as scarcely equal foes, Americans 
do not begin to realize how determined 
they are to defeat us and how convinced 
they are they will do so. This was il- 
lustrated by a Japanese intelligence offi- 
cer telling Mr. Anderson it was too bad 
his family was in California as the Japa- 
nese expected to be there shortly. 


Differences in Customs 

Hardships and mistreatment of Ameri- 
cans in Shanghai were, with isolated ex- 
ceptions, less the result of studied inten- 
tion on the part of Japanese than they 
are of the difference in customs and liv- 
ing standards. 

Chinese morale remains high despite 
our inability to provide them with needed 
aid and supplies. The same is true for 
American “face” among the Chinese. 

Japanese morale, while tough as Japa- 
nese physiques, will disintegrate when 
repeated defeats bring home that they 
are not, as hitherto they always have 
believed, invincible, 

There were a surprising number of 
American-born Japanese in evidence. 
Among gendarmes guarding Mr. Ander- 
son from time to time was a gendarme 
born and reared in Cincinnati, and one 
in Los Angeles. 

Japane se have little respect or trust 
for native or white Quislings who show 
willingness to aid their cause. 

The Japanese soldier is no braver than 
any other soldier. He can and will run, 
as evidenced by his running from poorly 
led and poorly equipped Chinese troops. 


Americans re- 





Marx Heads Atlanta Council 

The Life & Trust Council of Atlanta 
has elected the following officers: David 
Marx, Jr., Massachusetts Mutual, presi- 
dent; N. Baxter Maddox, First National 
Bank, vice-president; Bealy Smith, gen- 
eral agent Connecticut Mutual, treas- 
urer, and A. D. Boyston, Trust Com- 
pany of Georgia, secretary. Executive 
committeemen are: R. A. Denny, Citi- 
zens & Southern National Bank; A. N. 
Anderson, Mutual Life of New York, 
and Lynnwood Butterworth, New Eng- 
land Mutual. Mr. Butterworth and J. C. 
Shelor, Trust Company of Georgia, led 
a discussion of “Life Insurance and 
Trust New Business Under War Condi- 
tions.” 





Course in Newark University 

C.L.U, courses will start in the Uni- 
versity of Newark Oct. 5. In spite of 
the number of life men in service, a 
large enrollment is exnected. 


Competitor Stages Drive 
for Disabled Agency Head 





Mack Fish, Waterloo, Ia., general 
agent of Central Life of Iowa, recently 
underwent an _ operation. Hearing of 
his | illness, Charles Greeley, district 
agent in Waterloo for Aetna Life, de- 
cided to lend a helping hand so he 
went to Mrs. Burhite, Mr. Fish’s secre- 


tary, and proposed that they stage an 
eight-day production drive for Mr. 


Fish. 

Mr. Greeley wrote some clever pro- 
motion bulletins and Mr. Fish’s agents 
responded generously. Mrs. Burhite 
followed through with daily letters and 
telephone calls. At the end of the drive 
the two promoters and John Page, the 
leading producer, went to Mr. Fish’s 
home and presented him with a book- 
let captioned: “Mack Fish, Our General 
Agent—Bouquet of Applications.” Com- 
plete information* on each case written, 
personal notes from each agent obtain- 
ing business and copies of the promo- 
tional matter were included in the 
booklet. Mr. Fish was deeply im- 
pressed, especially since one of his 
competitors had sponsored the drive. 

Mr. Greeley is past president of both 
the Waterloo and Iowa Associations of 
Life Underwriters and has been active 
in community work. 


Launch War Bond Drive 


NASHVILLE—Nashville agents of 
five Negro life companies under direction 
of the Nashville Negro Insurance Coun- 
cil have launched a drive for the sale of 
war bonds and stamps. M. S. Stuart, 
vice-president Universal Life, Memphis, 
chairman of the Negro bond and stamp 
committee, will address a meeting here 
Oct. 18. Beside Universal Life, other 
companies in the group are Atlanta 
Life, Union Protective Assurance, Su- 
preme Liberty Life and North Carolina 
Mutual Life. 


Attends Canadian Meeting 


C. O. Fischer, vice-president of 
Massachusetts Mutual Life and a direc- 
tor of the U. S. Chamber of Commerce, 
this week attended the annual meeting 
of the Canadian chamber of commerce 
at Montebello, Que. 

Subjects discussed are closely related 
to the war period and post war days, 
regarding production, man power, 
finance and reconstruction. J. L. Ilsley, 
Canadian minister of finance, was a fea- 
tured speaker. 

Mr. Fischer and other representatives 
of the U. S. Chamber made the trip 
as an international good will gesture. 


Ia. Federation Meets Oct. 16 


The annual meeting of the Insurance 
Federation of Iowa at which officers 
will be elected will be held in Des 
Moines, Oct. 16. B. C. Hopkins of Des 
Moines is president. There will be a 
discussion of revision of the Iowa in- 
surance code. 











Tabulate Georgia Votes 


In the final tabulation of votes in the 
recent Georgia Democratic primaries, it 
is found that Homer C. Parker, comp- 
troller general and insurance commis- 
sioner, received 194,890 popular votes 
and 370 unit votes, whereas Dykes re- 
ceived 84,625 popular votes and 40 unit 
votes. 








WANTED 


We desire the service of a man who has a record of personal 
production and experience in securing and training agents, as 
well as to develop present agents and generally assist Superin- 
tendent of Agencies. Work to start with will be in one Middle 
Western State. direct out of Home Office. 


Address Q-61, The National Underwriter, 175 W. Jackson Blvd., 
Chicago, Illinois 








Micou Browne in Army; 
Armstrong on “Ad” Group 


Z. Starr Armstrong, director of educa- 
tion and public relations of Republic Na- 
tional Life, has been elected as a new 
member of the executive committee of 
the Life Advertisers Association. He 
will take the place vacated by the en- 
listment of Micou F. Browne, agency as- 
sistant of Occidental Life of Raleigh, 
N. C. Mr. Browne is a first lieutenant 
in the army. 





Prudential Luncheon Oct. 13 


NEWARK—Prudential will be host 
at a buffet luncheon Oct. 13 to leaders 
in the business, professional and reli- 
gious life of Northern New Jersey, the 
occasion being the company’s 67th an- 
niversary. These luncheons have be- 
come a welcomed annual event since 
the custom was inaugurated in 1925 on 
the 50th anniversary. 





Davies Succeeds Majeau 


George Davies has been made manager 
of the accident and health department of 
Columbus Mutual Life to succeed the 
late J. Harry Majeau. He formerly was 
with the Ohio department and has been 


an assistant in the accident and health 
department and a claim adjuster for 15 
years. 





Underwriters’ Reports Expands 


BOSTON — Underwriters’ Reports, 
Inc., of Boston, has taken over the 
business of the Beacon Reporting Com- 
pany, Albany, N. Y., which has been 
operating in northern and western New 
York state for many years under the 
direction of E. N. Crawford. 





Lasseter Named Supervisor 


William G. Lasseter has been ap- 
pointed supervisor in the Jacksonville, 
Fla., agency of Connecticut Mutual Life. 





State Farm Kansas Change 


Robert E. Romig has been appointed 
district manager of the State Farm 
companies of Bloomington, Ill, at To- 
peka. He has been an agent at Emporia, 
Kan. He is taking the place of Mark 
Ashley, who has been called to the home 
office. 





Ray W. Simpkins, assistant superin- 
tendent of agencies of Connecticut Mu- 
tual Life, is on a Pacific Coast trip. 
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State Mutual Head 
Visits Field 


(CONTINUED FROM PAGE 4) 





ing can contribute more to the ulti- 
mate morale of the people than the life 
insurance that the agents are able to 
give them. It is essential to provide 
continuity of institutions and services 
so as to preserve democracy and our 
way of life. It is necessary to give the 
soldiers something to fight for and it 


is important to carry life insurance 
through the war period. 
Why Must It Be Sold 

Mr. White said that life insurance, 
being so universally highly regarded 


the question arises why it is necessary 
to make an effort to sell it. He there- 
upon cited the experience of savings 
bank life insurance in Massachusetts. 
The system was organized there in 1907 
with the aid of state subsidy and it 
was “babied along as a social scheme.” 
At present about 200 banks in the state 
are selling life insurance and yet in its 
35 years: there is outstanding but $209,- 
000,000 of savings bank life insurance 
which is a mere drop in the bucket 
compared with the $3,500,000,000 of life 
insurance outstanding in Massachu- 
setts. 

If the banks had undertaken to have 

sold life insurance and serviced it as the 
regular companies do, then the insur- 
ance would have cost just as much and 
there would have been no point in the 
banks offering it. 
_Then there was the experience of the 
life insurance that was sold to men in 
uniform in the last war. This was also 
subsidized and considerable pressure 
was brought on the men to buy it. 
There was at one time $40,000,000,000 
of such insurance outstanding. It was 
cheap and there was every incentive for 
the soldiers to carry it after the war 
but there was no agent at hand to 
service this business and there is now 
but $2,500,000,000 outstanding. Remote 
dealings with an agency in Washington 
is not sufficient, he remarked. Mr. 
White said that he has kept his govern- 
ment insurance and about a month ago 
wrote to the Veterans Administration 
in Washington asking for forms to ac- 
complish a change in beneficiary. He 
subsequently wrote a followup letter 
but has not received a reply. He em- 
phasized that he was not criticising the 
Veterans Administration but was 
merely illustrating the operations of the 
system. Insurance must be sold and 
serviced to be retained, he declared. 


Why He Entered Insurance 


Mr. White said that when he was 
practicing law, he was successful at it and 
enjoyed it and then he was injected into 
the banking world and he enjoyed that 
work, and there was no reason for him 
to leave the banking field, but he ac- 
cepted his insurance company position 
because he believes in insurance and 
believes in the importance of it. There 
is no force short of religion that is 
greater than life insurance, he declared. 
The problems of families are either 
solved or not solved, depending upon 
whether there is insurance or whether 
there is not. It takes work, saving and 
sacrifice to acquire financial security. 

Mr. White predicted that there will 
be a growing use of life insurance to 
prevent dissolution of partnerships, to 
hold smaller corporations together and 
for other business purposes. He said 
that the selling of life insurance to sup- 
plement social security payments offers 
a great and continuous opportunity. 
The agent has a great field to show 
the need of families for something more 
than the mere social security payments. 

In order that life insurance payments 
may be made in an orderly and logical 
way there will be increasing use of de- 
ferred settlements, he predicted. To- 
day 41 percent of all the maturing in- 
surance of State Mutual is retained 
under deferred settlements, he said. 
The attitude of the agent must be pro- 


fessional. He should learn to work 


with the assured’s attorney and whe 
should be specific in recommending 
programs. 


The enormous groups of funds that 
represent the common purpose and goal 
of the policyholder are sacred trusts to 
be administered prudently, soundly and 
profitably, President White declared. 
Life insurance has made errors, but 
they have been insignificant in relation 
to the great record of the industry. The 
life insurance people, he declared, may 
have to fight for their future. Groups 
of funds always attract envious glances 
of those in politics who would like to 
get those funds under their control. The 
withering hand of political domination 
and bureaucratic control must be re- 
sisted to the utmost. To accept such 
inroads, he said, would be lying down 
on the people who have entrusted their 
savings to the life insurance companies 
to be administered honestly, cour- 
ageously and in fear of God. 





Amendments to 
Soldiers Relief Act 


(CONTINUED FROM PAGE 1) 
tions, during the time that the policy is 
guaranteed under terms of the law ex- 
cept with the consent of the administra- 
tor. Dividends and other benefits so ac- 
cruing are to be added to the value of 
the policy as a credit when final settle- 
ment is made with the insured person. 
The right to change a beneficiary, how- 
ever, is not affected. 

In the event of the maturity of a pol- 
icy due to death claim, or otherwise 
before the expiration of the period of 
protection, the government will make a 
deduction from the principal of the 
amount of premium payments that have 
been guaranteed to keep the policy in 
force, together with interest at the rate 
fixed in the policy for policy loans. 

If a rate of interest is not specifically 
fixed then the rate is governed by the 
interest charge customary in relation to 
other policies issued by the same com- 
pany. 

The wording of the act is that the 
“payment of premiums and interest * * * 
is guaranteed by the United States, and 
if the amount so guaranteed is not paid 
prior to the expiration of the period of 
insurance protection under this article, 
the amount then due shall be treated by 
the insurer as a policy loan on such pol- 
icy, but if at the expiration of said period 
the cash surrender value is less than the 
amount due, the policy shall then cease 
and terminate and the United States 
shall pay the insurer the difference be- 
tween such amount and the cash sur- 
render value.” 

Such amounts paid out become debts 
due to the government by the insured, 
and may be collected from amounts due 
the insured by the government or other- 
wise. 

If the insured person does not within 
two years after the end of his service 
pay to the insuring company all past 
due premiums covered by the guarantee 
with interest, the policy shall immedi- 
ately lapse, and the company is liable for 
the cash surrender value, provided that 
if the man is still in the military service 
when the law terminates, the lapse and 
surrender take place one year after the 
law ceases to be in effect. 

The law provides that where a life in- 
surance policy has been assigned prior to 
a person entering the armed service to 
secure the payment of obligations, the 
assignee cannot, except with the written 
consent of the insured, or upon his death, 
exercise any right or option under the 
assignment except by leave of a court. 
The court is governed by the ability of 
the policy holder to comply with the 
terms of the obligation as not materi- 
ally affected by his military service. 
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There Were Two Young Fathers 


Next-door neighbors, each was proud of his home 
and its occupants. 


Their children were playmates and a friendly 
rivalry marked the meticulous care of the houses, 
lawns and gardens. 


On one important phase of life, however, these 
fathers differed—one believed in life insurance 
the other did not. 


Both are gone now, stricken down by a cruel 
epidemic at an untimely age. The widow of the 
insured man still has her home and her children 
The other widow and her son and 
Their old 


are with her. 
daughter are living with relatives. 
home is only a haunting memory. 


Urge your prospect to provide against this 
tragedy. 
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didacy. The other candidate is Dwight 
L. Clarke, executive vice-president of 
the Occidental Life of Los Angeles, 
who is being supported by some of the 


CLARKE 


DWIGHT L, 


influential members. Mr. Clarke at- 
tends the conventions with two of his 
associates, V. H. Jenkins, vice-president 
in charge of production, and Secretary 
Howard J. Brace from the head office. 
Then in addition there is the hard hit- 
ting, fast running Vice-president Lee 
J. Dougherty of Davenport. Mr. 
Dougherty is spending a number of 
days at Washington, D. C., getting his 
teeth sharpened and _ his political for- 
mulae revised. He is in charge of Mr. 
Clarke's campaign. 


Theme of the Convention 


Life insurance’s part in winning the 
present war of survival will be the domi- 
nant theme of the meeting. It is antici- 
pated that many of the outstanding life 
company executives of the United States 
and Canada and others interested in vari- 
ous phases of the business will attend 
the session of the main body of the con- 
vention and the annual meetings of the 
Legal, Financial, Industrial and Agency 
Sections earlier in the week 

The general session will open at 2 
p.m., Oct. 7 with the president’s address 
by A. J. McAndless, president Lincoln 
National Life. 

At that session S. E. Smith, pres- 
ident, University of Manitoba, Winnipeg, 
Manitoba, Canada, will speak on, 
“Neighbors Over the Back Fence” and 
Reinhard A. Hohaus, associate actuary, 
Metropolitan Life, on “Social Insurance 
Ina Democracy.” The session will end 
with the report of C. B. Robbins, mana- 
ger and general counsel. 

The executive session, at which offi- 
cers and members of the executive com- 
mittee will be elected, and other business 


of the convention transacted, will be 
held the evening of Oct. 7 
Thursday’s Program 

At the opening of the session the 


morning of Oct. 8th, the meeting will 
receive fraternal greetings from delega- 
tions representing the National Associa- 
tion of Insurance Commissioners, Asso- 
ciation of Life Insurance Presidents, Ca- 
nadian Life Insurance Officers Associa- 
tion, National Association of Life Un- 
derwriters, Institute of Life Insurance, 
ae Chamber of Commerce, and Na- 
ee Fraternal Congress. 

The first speaker will be F. Edward 
Huston, secretary and actuary American 
Life Convention, who will talk on “Ac- 
tuarial Developments of 1942.” 

An address by Lewis W. Douglas, 
deputy administrator, War Shipping Ad- 
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ministration, and president Mutual Life 
of New York, will conclude this session. 

At a luncheon for distinguished guests 
Col. Dalter R. Jeffrey, executive di- 
rector, Sixth Service Command, will be 
the speaker. 

The concluding session the afternoon 
of Oct. 8th will open with an address 
on “War Time Labor Policies,” by Dr. 
Wayne L. Morse, public representative, 
National War Labor Board, Washing- 
ton, D. C., and dean, School of Law, 
University of Oregon, Eugene, Ore. 

Then will follow a life insurance panel, 
to be presided over by Claris Adams, 
president, Ohio State Life. 

The panel will get under way with a 
discussion on the general subject of 
“Life Insurance Companies and the War 
Financing” by George L. Harrison, pres- 
ident New York Life, and chairman of 
the cooperative committee on life in- 
surance, while G. S. Nollen, president 
Bankers Life, Des Moines, and chairman 
of the Institute ef Life Insurance, will 
handle “Special Issues of Bonds for Life 
insurance Companies” under the same 
general subject. 


Current Tax Legislation 


The next general subject to come be- 
fore the panel will be: “Current Tax 
Legislation.” E. E. Rhodes, vice presi- 
dent Mutual Benefit Life, will discuss 
ee of Federal Tax Legislation” 
and C, Taylor, Jr., vice president Met- 
asi Life and W. O. Menge, asso- 
ciate actuary Lincoln National Life, will 
discuss “The Current Billi.” 

The final general subject on the panel 


will be: “The New Table of Mortality 
and Its Effect on Non-Forfeiture Val- 
ues.” “The Committee’s Viewpoint” will 


be presented by A. N. Guertin, actuary 
New Jersey department; “The Public 
Viewpoint” by T. A. Phillips, president 
Minnesota Mutual Life; “The Actuarial 
Viewpoint” by C. O. Shepherd, associate 


actuary, Travelers; “The Executive 
Viewpoint” by J. A. Fulton, president 
Home Life of New York, and “The 
Industrial Viewpoint” by W. H. Mc- 


Bride, vice-president and actuary Na- 
tional Life & Accident. 

There will be a distinguished speaker 
at each of the Financial Section lunch- 
eons. On Monday John K. Langum, as- 
sistant vice-president and director of re- 
search of the Federal Reserve Bank of 
Chicago, will speak. At the Tuesday 
luncheon the speaker will be W. M. 
Jennings, incentive division undersec- 
retary of mnavy’s office in Chicago. 
Aside from his talk he will show the 
film, “The Navy and Its Plans.” 


Gas Rationing in 
Its General Effect 


(CONTINUED FROM PAGE 4) 


down to 5,000 miles a year. Since there 
are thousands upon thousands of com- 
mercial cars entitled to far more than 
5,000 miles a year, not counting those 
directly connected with war work, it 
becomes clear that most automobile 
owners must count upon driving less 
than 5,000 miles a year. Under the 
eastern gas-rationing plan, the insur- 
ance man is permitted on the basis of 
15 miles per gallon to drive 6,720 miles 
a year. He is, therefcre, placed in the 
privileged driver class measured by the 
5,000-mile average. 


News Letter to Men in Uniform 


Franklin Life has inaugurated a letter 
called “Log of the Franklin Fighters” 
which carries Franklin news and gossip 
to former home office employes who are 
in service. Originated and written by 
Miss Margaret Clapper of the claim de- 
partment, the letter is breezy and infor- 
mal, and tells everything from who won 
a promotion in the army or navy to the 
latest bowling scores. Franklin home 
office men in service also receive a gift 
of candy, cigarettes or war stamps once 
a month from their former associates. 


ACCIDENT. 





W. Lee Baldwin A. & H. 
Headliner at Salt Lake 


W. Lee Baldwin, president of Security 
Life & Accident of Denver, addressed 
the Salt Lake City Accident & Health 
Association at a luncheon meeting. 

Mr. Baldwin was introduced by Carl 
Marcusen, president of Pacific National 
Life. Other guests were Virgil Smith, 


secretary of Beneficial Life, and Ray 
Petersen, vice-president of Pacific Na- 
tional. 


Discusses Inflationary Trends 


Mr. Baldwin spoke on inflation. In 
discussing inflationary trends and what 
eovernmental action could do to prevent 
disastrous inflation, he said: ‘The con- 
tinuance of an orderly marketing of 
government bonds to the public is defla- 
tionary and good.” Ceiling prices on 
commodities will not be enough, accord- 
ing to Mr. Baldwin, and they will really 
be effective only if the price ceiling is 
applied to wages as well as to com- 
modities. 

D. C. Stephens, manager of Security 
Life & Accident and president of the 









MONEY 


money in these times. 


under our plan. 


THE NEW INSURANCE 


issued by the 


ILLINOIS BANKERS LIFE ASSURANCE 
COMPANY 


THE INCOME BUILDER 


We have a NEW PLAN to enable you to make more 


2. ONE-TENTH THE SALES, through large first commis- 
sions and large renewal commissions will return you 
TEN TIMES the earnings of the same volume of life 
insurance alone under our plan. 


3. IN ONE YEAR, you build as large a renewal income as 
you would in ten years writing the life insurance alone 


4. This Insurance Pays All Ways: 


If you live too long. 

If you do not live long enough. 

If you are disabled. 

If you have an emergency need for cash. 


ALL AT EXCEEDINGLY LOW COST. 


HUGH D. HART 


Vice President and Director of Agencies 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 
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Salt Lake City Accident & Health 
Association, presided. Officers elected 


in June were installed. 





Hobbs Bars Special Titles 
for Life, A. & H. Policies 


Commissioner Hobbs of Kansas has 
issued an order effective Dec. 1, under 
which the use of special titles for life 
or accident and health policies, such as 
“victory,” “leaders,” “acme,” “peerless,” 
“oovernment employes,” etc., will be 
barred in that state. He says that the 
insuring public generally has been con- 
fused and misled by these titles and that 
they have no bearing on the description 
of the coverage on the face and back of 
such contracts. 

Enforcement of this ruling would mean 
an especial hardship for the accident and 
health companies, practically all of 
whose policies are put out with such 
special designations, as it would mean 
the printing of an entirely different set 
of policies for that state. 

While no definite steps have been 
taken by those companies to secure 
a hearing on the new ruling, they ex- 
pect to take the matter up with the de- 
partment at some time prior to the 
effective date of the ruling, in an ef- 
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fort to secure its suspension or modi- 
fication. 


Cc. W. McNeill Union Mutual 


Life Second Vice-president 


Clifton W. McNeill has been ap- 
pointed second vice-president of Union 
Mutual Life. For the past two years 
he has served as superintendent of agen- 
cies in its accident and health depart- 
ment. 

A former official of Massachusetts As- 
cident of Boston, Mr. McNeill joined the 
accident and health staff of the Union 
Mutual in 1940 when it reinsured the 
business of the Boston company. He 
will serve as operating head of the ac- 
cident and health department. 


Active in H. & A. Conference 


He is the son of Chester W. McNeill, 
former president of Massachusetts and 
now a vice-president of Union Mutual. 
20th father and son have been engaged 
since 1940 in the organization and ex- 
pansion of Union Mutual’s accident and 
health department. 

The past year, Clifton McNeill has 
been active in the work of the Health 
& Accident Underwriters Conference, 
serving as a member of the agency 
management committee. 


POLICIES 


Non-Medical 
Limits Increased 
by Mutual, N. Y. 


Prompted by increasing difficulties in 
securing medical examinations because 
of war demands on the medical profes- 
sion and by the desire to maintain and 
enlarge its wartime service, Mutual Life 
of New York has increased from $2,500 
to $5,000 the amount of insurance it will 
write without medical examination. This 
will, the company believes, be of benefit 
by saving the rubber and gasoline used 
in transporting applicants to doctors’ of- 
fices for medical examination. 








Includes Ages 6 to 40 


Persons aged 6 to 40, inclusive, who 
are U. S. citizeng are eligible for the ex- 
tended non- -medical insurance under all 
of the company’s plans except preferred 
risk modified life, term, double protec- 
tion, and survivorship annuity. Both 
double indemnity and waiver of premium 
benefits are available under the plan. 
Also, non-medical insurance will be con- 
sidered on persons in hazardous occupa- 
tions if the occupation does not call for 
an extra premium in excess of $3.50 per 
$1,000. The $5,000 maximum is to in- 
clude any amount previously issued on 
this plan. Otherwise it is limited only in 
the case of married women, where the 
maximum is $2,500, and in the case of 
applicants in the few states which do not 
permit non-medical insurance for as 
much as $5,000. 


For Cities of Less Than 25,000 


Under ordinary circumstances non- 
medical insurance will be available where 
neither the applicant’s residence or busi- 
ness location is in a town of more than 
25,000 population which also is not part 
of a larger metropolitan area. However, 
the company may extend the non- -medi- 
cal privilege in exceptional instances 
where the population exceeds this figure 
and where it is convinced the difficulty 
of obtaining medical examinations justi- 
fies such an extension. In cities of less 
than 25,000 which are part of a larger 
metropolitan area and where conditions 
are such that satisfactory non-medical 
experience could not be expected, the 
privilege may be withdrawn. 

In all cases the company reserves the 
right to call for a medical examination if 
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circumstances indicate the desirability of 
doing so. 


Columbus Mutual Makes 
Investment Form Changes 


Columbus Mutual Life has discon- 
tinued the issuing of single premium 
contracts for less than a 20 year period. 
At the same time, the company increased 
the rate on single premium life and 20 
year endowment contracts. The new 
rates are as ee: 








20 Yr. 
Age Life ariite End. 
10...$372.55 04.29 
11... 376.49 05.49 
12... 380.55 06.83 
13... 384.7 708.33 
14... 389.09 6 9 ; 710.01 
15... 393.55 694. OF 41. 711.87 
16... 398.17 694.26 42. 713.95 
17... 402.95 694.47 43. 95.23 716.27 
18... 407.87 694.70 44. 5.83 718.87 
19... 412.96 694.94 45. 67 721.74 
20... 418.22 695.19 46... 627.77 724.91 
21... 423.63 695.47 47... 9.12 728.43 
22... 429.22 695.77 48... 650.71 732.30 
23... 484.98 696.09 49... 51 736.54 
24... 440.94 696.43 50... 674.54 741.17 
25... 447.06 696.80 51... 686.73 746.19 
26... 453.389 97.21 $2... 9.10 751.65 
27... 459.92 697.66 53... 62 757.52 
28... 466.65 698.14 54... 724.27 763.85 
29... 473.59 698.66 55... 737.05 770.64 
30 480.73 699.25 56 9.92 777.89 
31 488.10 699.89 57 52.87 785.57 
32 490.69 700.58 58 75.87 793.70 
33 503.52 701.37 59... 8.91 802.26 
34 511. 58 702.24 60 801.97 811.25 
35 519.86 703.20 


Atlantic Life Raises 
Service Officer Limits 


Atlantic Life has increased the limits 
it will accept on commissioned army 
and navy officers to $10,000 on life and 
endowment plans, excluding flying and 
submarine personnel. 

The company’s Syren on enlisted per- 
sonnel remains $2, Standard in- 
surance will be Bsc vad on first, mas- 
ter and technical sergeants and chief 
petty officers and warrant officers. Line 
sergeants and below in the army, and 
petty officers and below in the navy 
will require extra premiums. 

The company is recommending the 
purchase of national service life insur- 
ance, but many officers and enlisted 
men want insurance payable in a lump 
sum, rather than on the installment ba- 
sis as government insurance provides. 
This is especially true of those without 
dependents. Many wish to buy regu- 
lar coverage now while insurable so 
they will have it after the war. 

Recent pay increases and allowances 
to dependents enable many soldiers to 
buy insurance who have been unable to 
do so heretofore. Many soldiers are 
earning more money than they did in 
civilian life, especially in the technical 
classifications. 

The company has a war clause ex- 
cluding death outside of the continental 
United States, District of Columbia and 
Canada. Millions of those in service 
will be continued in the United States, 
the company points out, where they 
have full protection under the com- 
pany’s contracts. Even when sent out 
of the country, there is the opportunity 
to save by purchasing insurance at 
younger ages. 


Country Life Increases 
Non-Medical Amounts 


As a result of the loss of a large 
number of medical examiners and the 
difficulty now prevailing in securing med- 
ical examinations of insurance applica- 
tions, Country Life has revised its max- 
imum limits of non-medical coverage. 

Heretofore the company has accepted 
non-medical applications not exceeding 
an aggregate amount of $3,000 on any 
one life up to and including age 44. Now 
the company will apply the following 
non-medical limits, reserving, of course, 
the right to require a medical examina- 
tion in any case where it appears advis- 
able: Ages 0-19, $3,000 maximum in any 
12-month period and $3,000 aggregate; 
ages 20-39, $5,000 in any 12 months, 
$10,000 aggregate, and ages 40-44, $5,- 
000 and $5,000. 








Move Over, 
Billionaires 


At the close of the first 
half of 1942, we were 
within sixty million dol- 
lars of having a billion 
dollars of Life Insurance 
in force. 


Thus it will not be long 
before we join that select 
group of Companies in 
the billion dollar class. It 
could happen during the 
last half of 1942, certainly 
by early 1943. 


The thought about it 
that gives us the greatest 
satisfaction is the security 
that Life Insurance means 
to the people who own it. 


AND ACCIDENT 
nsuranceCompanylnc 


- R. CLEMENTS, Reosidand| 
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Adequate Gasoline for Agents 


WirH gasoline rationing ordered for 
the entire country, the question of ade- 
quate gasoline for necessary driving by 
insurance agents becomes an important 
national problem of the business rather 
than jyst a regional one. The situation 
has been bad enough in the east, 
where, Xecause of the greater density of 
popw ation, transportation facilities make 
it possihle to dispense with much of the 
driving that would otherwise be done, 
while even with curtailed gasoline con- 
sumption automobiles can still be used 
to a considerable extent. In the less 
populous sections, where agents are ac- 
customed {0 driving their cars long dis- 
tances and there is no adequate alterna- 
tive miethcd of getting around, the 
situaticn is going to be an extremely 
serious ome. 

There is little point in talking about 
the financial hardship to the agent. The 
OPA’s attitude is to ask, in effect, about 
the salesman’s product, “Does it fly, 
float or shoot?” If the answer indicates 
no direct connection with the war effort 
the amount of gasoline that is granted 
for occupational driving is severely re- 
stricted. 

3ut there is a great deal more in- 
volved in this question of gas rationing 
than just the agent’s personal financial 
tough luck. As far as the agent is con- 
cerned, he can find work in the war in- 
dustries if he can’t sell insurance. If 
life agents are drastically curtailed in 
their sales and service work it will not 
be the agents so much as the public that 
will suffer. 

Not the public as a whole, perhaps, 
but the widow whose husband meant to 
buy adequate insurance but like most 
men needed the motivation of a good 
agent to bring him into the fold, the 
children, deprived of their mother’s care 
because the insurance her husband left 
was not enough to supplement her fed- 
eral social security benefits. There will 
be a needlessly large number of cases 
where insurance programs, admirably 
adapted to conditions at the time, became 
obsolete without the insureds realizing it, 
while lapses and surrenders are sure to 
be higher than they would be if the 
agents could get around to making the 
conservation calls that they ordinarily 
would. 

If the discomfort, hardship and suf- 
fering that will inevitably result through 
drastic and needless curtailment of the 
sales and service work of life agents 
could be visualized the OPA would cer- 
tainly take a different view of the essen- 
tial place of the life insurance agent. In 


the survivorship benefits provided under 
social security the federal government 
has shown its appreciation of the vital 
necessity of providing for the dependents 
of men who are taken by death. Life 
agents are doing the same sort of work, 
supplementing the social security act 
and for the millions of workers, espe- 
cially those on farms, who are not cov- 
ered by the act, are providing the only 
type of death protection which they can 
get. Then, in addition to the humani- 
tarian angle, it must be remembered that 
when death cuts off a breadwinner’s 
earning power the economy of the com- 
munity in which he lived is thereby af- 
fected. 

Though it has been said so often that 
it hardly needs to be dwelt on, the role 
of life insurance in preventing inflation 
is of the greatest importance in wartime. 
What most other salesmen sell adds to 
the inflationary spiral by increasing the 
amount of money in circulation. What 
the life agent sells withdraws money 
from circulation and enables the com- 
panies to put more money into govern- 
ment bonds. In this connection the 
agent’s conservation work cannot be 
overstressed. As a brake on inflation, 
a policy that is prevented from being 
lapsed or surrendered is just as impor- 
tant as the sale of a policy involving the 
same premium. In fact, it is even more 
important for the acquisition expense on 
the renewing policy has been largely or 
completely taken care of, leaving that 
much larger a percentage of the pre- 
mium to be invested in government 
securities. 

One of the most unfortunate effects 
of a gasoline rationing policy which puts 
life agents on the same footing with 
other salesmen is that farmers and 
dwellers in small towns will be espe- 
cially hard hit by the lack of the agent’s 
sales and service work. Agents who call 
on farmers must do a great deal of driv- 
ing in the course of a week. There is 
no practical alternative in the method 
of getting to these clients and prospects. 

Naturally, agents will have to cooper- 
ate intelligently with the OPA’s aims if 
they are given the consideration which 
they deserve. Experience in Canada has 
shown that agents can cut down their 
driving mileage by greater use of the 
telephone and the mails plus the most 
careful routing of calls. By bunching 
calls according to locality it was found 
that not only was less driving required 
but that the agent in many cases worked 
more efficiently. 

It is all very well to say that if a man 


wants to buy life insurance he will have 
no trouble finding someone to accept 
his application even though no agent 
solicited him. But the history of life 
insurance shows that only a minute frac- 
tion of the total sold is bought without 
some agent doing a job of selling. It is 
as idle to say that men will buy life in- 
surance without being sold as it is to 
believe that they will drastically reduce 
the consumption of gasoline without 
some sort of rationing program. 

With so many agents serving in the 
armed forces the burden of service work 
as well as sales is going to be thrown 
much more heavily on those who re- 


main. Gasoline must be conserved but 
certainly in the interest of tomorrow’s 
widows and orphans and as a means of 
staving off inflation every consideration 
should be given to making the life agent 
more efficient in his work and not ham- 
pering him except to the minimum ex- 
tent actually essential to the conduct of 
the war. 

The National Association of Life 
Underwriters has been aware of the 
problem from the beginning and has 
been working at it intensively. There is 
every reason—humanitarian and _ eco- 
nomic—why its efforts should succeed. 

Let us hope for the best. 








PERSONAL SIDE OF THE BUSINESS 





Beryl R. Johnson of the Topeka law 
firm of Stone & Johnson, who represent 
numerous insurance interests, was 
elected commander of the Kansas de- 
partment of the American Legion. He 
succeeds Scott Berridge, Holton local 
agent. 


Lee Wandling, agency manager of 
Equitable Society in Omaha, formerly 
of Wichita and president of the Kansas 
Life Underwriters Association, has re- 
covered from a prolonged illness and is 
back in the harness again. 


Hiram O. Hegna, supervisor of Na- 
tional Guardian Life, Milwaukee, has 
been elected commander of the Milwau- 
kee chapter of the Military Order of 
the Purple Heart. 


Fred T. Jordan, manager of the home 
office agency of Union Mutual Life of 
Portland, Me., has been appointed 
chairman of the industrial division of 
the Portland War Chest. 


W.A.Gamble, San Antonio manager, 
California-Western States Life, who 
has been seriously ill for several weeks, 
is reported as showing some improve- 
ment. In his absence from his office, 
3ruce Parker is in charge of the agency. 


DEATHS 


Leo M. Gillette, 50, one of the two 
Penn Mutual Life general agents in De- 
troit, died suddenly. He was stricken 
while bowling with a group of friends. 
Many Detroit general agents, managers 
and agents attended the funeral. Burial 
was at Wellington, O. Mr. Gillette had 
headed the agency about 20 years. He 
had served as secretary-treasurer of the 
Michigan Association of Life Under- 
writers and as a director of the Asso- 
ciated Life General Agents & Managers 
and the Detroit Life Underwriters As- 
sociation, 

Mr. Gillette entered the life insurance 
business at Youngstown in 1914, when 
he was 21 years old, and his entire busi- 
ress career was with the same company. 








John W. Drayton, vice-president of 
the Insurance Company of North 
America, who died the other day, was 
a director of Fidelity Mutual Life. 


Albert V. Zabriskie, 43, Salt Lake 
City, district agent of American Na- 


tional, died from cerebral thrombosis 
following three weeks’ illness. He was 
a graduate of the finance school of the 
University of Pennsylvania, and entered 
life insurance about 20 years ago, first 
with Metropolitan Life in Ogden and 
Salt Lake City, and later with Ohio 
National Life as general agent at Og- 
den. He had been with American Na- 
tional seven years. 





Ohio National Life 
Vice-president Is Dead 














ROBERT B. STURTEVANT 


CINCINNATI—Robert B. Sturtevant, 
vice-president Ohio National Life, died 
Monday following an illness of three 
months duration. He had been confined 
in Christ Hospital since Sept. 1. He 
had been in charge of reinsurance for 
Ohio National since 1937. He had previ- 
ously held a similar position with Ameri- 
can United Life of Indianapolis. 

Upon graduation from the University 
of Michigan, where he had majored in 
actuarial science and received his A.B. 
degree, Mr. Sturtevant joined American 
Central Life as secretary, later advanc- 
ing to vice-president in 1930. Upon mer- 
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ger of American Central and United Mu- 
tual Life to form American United Life 
he continued as vice-president in charge 
of the reinsurance department. He had 
been in life insurance since 1920. 

Mr. Sturtevant was an associate of the 
American Institute of Actuaries and was 
active in life underwriters affairs. “His 
home was at 643 Kroger Lane, Hyde 
Park, Cincinnati. Funeral services were 
held Thursday. 

Mr. Sturtevant’s first insurance expe- 
rience was with the New World Life 
from 1914 to 1916 as assistant actuary. 
He became secretary and actuary of the 
Rockford Life and remained there until 
1919. He was born in Ironwood, Mich., 
March 13, 1893. 

Pvt. Robert L. Nevitt, formerly in the 
security division of State Mutual Life 
at the home office, died at Fort Devens, 
Mass. Funeral services were at Alex- 
andria, Va. He was a member of the 
military police at Maynard ordnance 
depot. 


IN U. S. WAR SERVICE 


Milton Warren, Aetna Life agent in 
Denver, has received a commission as a 
lieutenant in the air corps and has been 
ordered to report for duty at Miami 
Beach. 

John S. Masterson, manager of the life 
and disability claim division of General 
American Life, has been commissioned 
as a lieutenant in the navy, assigned to 
the amphibian section. He has gone to 
Norfolk, Va., for training. 








Be “eile and George D. 


Ross. 
Murphy, investigators on the San Fran- 
cisco staff of the California department, 


have entered the service. Patrick J. 
Cronin, investigator at Sacramento, also 
has joined the army. He is succeeded 
by John F. Merrill, transferred from San 
Francisco. Previously Philip Steiner, 
investigator in San Francisco, entered 
the army as a lieutenant and two ac- 
countants from the statement analysis 
bureau at San Francisco, John P. Hor- 
gan and Robert M. Kehoe, entered the 
navy as ensigns. 

W. A. Hand, registrar of the agency 
department of Confederation Life, To- 
ronto, has received a commission as 
second lieutenant, Royal Canadian Ar- 
tillery, and has been posted to the 6th 
Canadian Anti-tank Regiment. 

John E. Bailey, Nashville, general 
agent of Connecticut Mutual since 1940, 
has joined the army air force as first 
lieutenant. Before leaving for Miami, 
Fla., he was tendered a farewell luncheon 
by his office associates. James Irvin Jr., 
Chattanooga agent, is scheduled to go 
to Nashville to replace Mr. Bailey. 

Dr. Frederick Fink, formerly medical 
director of Franklin Life, left Sept. 24 
for Washington, to report at the office 
of the surgeon general for assignment 
to active service. 

Paul Fellay, assistant secretary of 
Franklin, was inducted into the army at 
Peoria, Ill., the same day. 

Capt. Ward H. Porter, army air corps, 
formerly with the Payton general agency 
of New England Mutual Life in Los 
Angeles, is now taking a basic course 
at Miami Beach, Fla. 

Ernest F,. Smith of the home office 
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BUILDING FOR VICTORY 


The Yanks of the 2nd A. E. F. are on the way— 
great transports of battle ships, aircraft car- 
riers, destroyers, mosquito boats, the lowly 
freighter, and the guardian of the deep, the 
U. S. submarine; tanks, crushing, lumbering 
masses of steel; planes, graceful, beautiful, 
swift as the flight of the wind; trucks, sturdy 
and reliant, on down the line to the lowliest 
of the jeeps—the parade goes on. 


The Yanks at home, too, are on the way. Their 
part, the magic of motion. They furnish the 
units of the parade—products of unending days 
and nights of labor. For the Yanks are build- 
ing for victory. To accomplish this Uncle Sam 
is not asking us to scuttle our plans for future 
protection. Rather to carry on, building up 
insurance estates and other savings. We are 
to do our bit in the American way—sacrifice 
not destroy. 


If your part toward victory is that of the Life 
Underwriter, you will find it pays to be friendly 
with— 
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general agency of Occidental Life in 
Angeles has been commissioned 
second lieutenant in the army air corps, 
and has gone to Miami Beach, Fla., for 
special training. He was formerly an 
“All American” football player at Uni- 
ersity of Southern California. 

Dr. T. M. Ebers, associate medical di- 


rector of Pacific Mutual Life, has been 


Los 





M. EBERS 


DR. T. 
commissioned a lieutenant in the navy 
and is stationed at Washington, D. C. 

Lieut. Dick Marsh Wheat, actuary 
and attorney for the Kentucky depart- 
ment for the past three years, leaves 


Oct. 1 for Princeton University, for an 
eight weeks’ course of instruction. 
Lieut. Wheat is slated for active deck 


duty. He received his commission from 
the navy several weeks ago but has 
remained at his desk since to work with 
his successor, Ed Wade, of Paducah, 
who assumes the title of actuary. Mr. 
Wade resigned his position as _assist- 
ant cashier of the Citizens Savings 
Bank at Paducah to accept the posi- 
tion. 


Pvt. Charles Connors, formerly gen- 
eral agent in Peoria for Alliance Life, 
has been assigned to the army air force 
basic training center No. 7 at Atlantic 
City, with the headquarters flight of 612 
squadron. 


Osborn, assistant superin- 
tendent of bonds, Northwestern Mutual 
Life, has been commissioned a lieuten- 
ant in the naval reserve and is at the 
naval air station at Quonset Point, R. 
I., attending the indoctrination school 
for naval administration officers. Fred 
Price, Jr., an assistant counsel, entered 
army service this week. 

J. Arthur Smith, Jr., district manager 
at Alexandria, La., for Mutual Life, has 
enlisted for officer training leading to a 
commission in the coast artillery. Mr. 
Smith, just prior to reporting completed 
10 years consecutive weekly production 
and has qualified several times for the 
Mutual Life National Field Club, being 
a early qualifier for the 1941-42 Club. 


J. G. Richardson, home office repre- 
sentative of Aetna Life in Portland, Ore., 
has been called to active service as an 
ensign in the navy. He expects to be 
assigned to a gun crew in the merchant 
marine. 

Manly D. Ballard, 
sonal producer in the 
agency of Amicable Life and a 
nephew of Hollis D. Manly, Abilene 
manager, has completed his training at 
Miami, and is now serving as a lieu- 
tenant in the air corps. 

Albert Enderle, field 
Travelers, San Antonio, 
marines and will report to S 

Leonard W. Moody, general agent of 
General American Life at Marianna, 
\rk., has been commissioned a captain 
in the army air corps. Joe Stevenson, 


Chandler 


formerly a_per- 
Abilene, Tex., 


assistant of 
has joined the 
san Diego. 
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group representative at Tulsa, Okla., is 
an ensign in the naval reserves. Frank 
Thompson, former group department 
representative in Pittsburgh, is in the 
army at Camp Pickett, Va. Walter J. 
Leonard, Manhattan, Kan., agent, and 
president of the Kansas State Associa- 
tion of Life Underwriters, is at Camp 
Wolters, Tex. 

Robert S. Ayers, assistant manager 
of Mutual Benefit Life in Toledo, has 
been commissioned a first lieutenant in 
the intelligence section of the army air 
corps. 

L. L. Miller, actuary of the Kansas 
insurance department, has been com- 
missioned a first lieutenant in the army 
and will saint to Miami. 


~ COMPANIES 


N orthwestern Nat'l 
Makes Changes 


To further improve quality of service 
to policyholders and agents, Northwest- 
ern National Life has broadened the 
scope of its home office policyholders’ 
service, bringing together into a unified 
division several functions heretofore per- 
formed in separate departments. 

R. F. Preston, formerly assistant ac- 
tuary, becomes manager and actuary in 
charge as the division of policyholders’ 
service. A. H. McAulay, assistant actu- 
ary who ie been engaged in making 
special actuarial studies, assumes direct 
and immediate charge of the company’s 
actuarial staff with which his own unit 
is now consolidated. 

Besides handling policy changes, pro- 
ceeds agreements, policy loans, etc., the 
new division will offer policyholders and 
agents the opportunity to consult with 
experts, competent to deal with special- 
ized insurance and estate problems be- 
yond the scope of the usual policyhold- 
ers’ service department. Queries handled 
by correspondence will be dealt with in 
a highly personalized manner and will 
help the policyholder, and prospective 
policyholder as well, to fit together ad- 

vantageously all parts of his financial 
program in so far as they are affected 
by his life insurance. While the com- 
pany has heretofore offered actuarial, 
legal, or tax information when called 
upon to do so, these special services are 
now coordinated in one division and the 
company will now take the initiative in 
offering them. However, individuals will 
be asked to use their own life insurance 
man, lawyer, and tax-accountant for ad- 
vice and for consummating their plans. 

Mr. Preston has served Northwestern 
National Life as assistant actuary for a 
number of years. ‘Prior to this he was 


New Southland Life Head 
Is Experienced Executive 











elected 
has 


McCord, the 
Southland 


W. C. 
president of the 
made a rapid rise 
in southern life in- 
surance circles. A 
native of Arkansas, 
he took time out 
after high school 
to work four years 
for American Life 
Reinsurance of 
Dallas, then went 
to the University of 


newly 


Life, 





Michigan from 

which he grad- 

uated in 1930 in 

actuarial mathe- 

matics. Success- W. C. MeCord 
ively he was an 

actuary for Atlas Life at Tulsa, actu- 
ary and secretary of Gulf States Se- 
curity Life of Dallas, secretary and 
treasurer of Southland Life. He has 


served as executive vice-president and 
treasurer of the Southland Life since 
last March. 


an actuarial examiner for the Iowa de- 
partment. Trained at the University of 
iowa, he is an associate of the American 
Institute of Actuaries and has success- 
fully completed all the examinations 
leading to the certificate of proficiency 
awarded by the American College. As- 
sociated with Mr. Preston will be Walter 
J. Wheeler of the law department, who 
has had close contact with agents in 
working up arrangements for corpora- 
tion and partnership insurance and estate 
planning problems of various kinds. Mr. 
Wheeler is co-author of the book, “Safe- 
guarding Life Insurance Proceeds.” 

Edward M. Heum remains in_ his 
capacity of supervisor of policyholders’ 
service. Clifford G. Graff has been ap- 
ee assistant supervisor. 

J. F. Adams, office manager, has en- 
listed in the navy. Irvin W. Kimmerle, 
assistant office manager, becomes acting 
manager to serve during Mr. Adams’ 
absence. Mr. Adams is attached to the 
amphibian force of the Atlantic fleet, 
with the rank of lieutenant. 


Sterling Ceases Radio Work 


Sterling of Chicago has discontinued 
all radio advertising and other promo- 
tion for the sale of the family group life 
insurance policy. The company is now 
confining itself to the writing of health 
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and accident insurance and life insur- 
ance on individual lives. The company 
has entered into a program of expan- 
sion on agency organization. 

Sterling has just been admitted to 
Utah. Applications to other states are 
pending. 


Los Angeles Company 
in New Home Office 


LOS ANGELES—Unity Mutual Life 
& Accident of Los Angeles opened its 
new home office 
building to the pub- 
lic with a reception. 
It is a four story 
brick and concrete 
building at 721 So. 
Flower street, and 
has been purchased 
and remodeled to 
suit the needs of 
the company. 

The first floor of 
the building houses : = 
the lobby for the , ae 
public and the dis- 2 te 
trict managers of- 
fices and the rooms 
for the agents. The second floor is 
given over to the actuarial department. 
The third floor is the policy department, 





Ralph W. Smith 
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and the top floor is for the executive of- 


fices. vy 
The company operates only in_ its 
home state. It issued its first policy Jan. 


15, 1930, and for the present year will 
have an income of approximately $1,000,- 
000. Its assets total $1,000,000, the policy 
reserves total $800,000 and it has 75,000 
policyholders. It is the only California 
company writing weekly premium life 
and disability insurance. President is 
Ralph W. Smith. The company was one 
of the two Chapter 9 companies given 
a clear slate when Commissioner Cami- 
netti took over 13 other such companies 
in 1940. 





Thos. F. Bourke Resigns 
American Standard Post 


Thomas F. Bourke has resigned as 
vice-president and agency director of 
American Standard of Washington, 
D. C. Mr. Bourke is well known in the 
business. From 1933 to 1940 he was su- 
perintendent of agencies and later agency 
vice-president of Volunteer State Life. 
Prior to that for several years he was 
vice-president and superintendent of 
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agencies of Northwestern Life of Omaha 
and earlier was Nebraska state manager 
for International Life of St. Louis. His 
first experience was with Equitable So- 
ciety, first as a producer in Omaha and 
later as manager for New Mexico. 





Would Enjoin Reinsurance 


Suit has been filed 
here by a group of policyholders against 
Oklahoma Benefit Life, protesting its 
reinsurance with Oklahoma Life and 
asking that consummation of the con- 
tract be enjoined. 





Ware Heads Ordinary Department 


Robin C. Ware, for 36 years a dis- 
trict insurance manager in Kentucky, 
has become manager of the ordinary 
department of Kentucky Central Life & 
Accident for the duration of the war. 

The company is observing its 40th 
anniversary this month. 





H. E. Pennywitt, cashier of Reliance 
Life at Charleston, W. Va., has been 
transferred to the home office to assist 
in branch office auditing. A. L. Shy, 
assistant cashier at Cincinnati, succeeds 
him at Charleston. 
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Barker St. Louis 
Head of Home 


Jerome M. Barker has been appointed 
manager of the St. Louis agency of 
Home Life of New 
York, and the com- 
pany has opened 
new offices in the 
Boatman’s Bank 
building. 

Mr. Barker 1s a 
native of St. Louis 
and began his busi- 
ness career there in 
1920 with the United 
Drug Company in 
the cost accounting 
department. In 1926 
he entered life in- 
surance as a per- 
sonal producer for 
Connecticut Mutual. His average paid- 
for annual production has never been 
less than $250,000, and he was produc- 
tion leader for his agency for the past 
six years. He earned the C. L. U. desig- 
nation in 1934 and is a past president of 
the St. Louis Chapter of C. L 

Mr. Barker assumed his new duties 
upon his return from New York where 
he has just completed the first of a series 
of conferences on training in agency 
management. 





J. M. Barker 





Grant Is Head of Grannis 
Penn Mutual Agency 


Will P. Grant, who recently was ap- 
pointed manager of the J. Douglas 
Grannis, Jr., agency of Penn Mutual 
Life at Cincinnati, takes the place of 
Clarence Cooper, who has been commis- 
sioned in the navy. 

Mr. Grant joined Penn Mutual in 
1935 as an agent in the J. Elliott Hall 
agency in New York, and was a super- 
visor in the Osborne Bethea agency after 
training in company’s managerial school. 
Last year, after several months of study 
at the home office, he acted as manager 
at Oakland, Cal. 

He is a member of a well known life 
insurance family. His father, the late 
Joseph F. Grant, was long Penn Mu- 
tual’s general agent at Seattle, and his 
grandfather, Col. Frederick A. Grant, 
was Penn Mutual’s general agent in 
Utah. Col. Grant had been an army of- 
ficer, seeing service in the Spanish- 
American war and in the Philippines, 
where he served under Gen. Arthur Mac- 
\rthur, whose son, Gen. Douglas Mac- 
Arthur, was at one time a lieutenant un- 
der Col. Grant. 


Appointments Made 
by the Mutual Life 


Norman K. Durham of Louisville, for 
the past nine years manager in Ken- 
tucky of Guardian Life, has been ap- 
pointed agency organizer in the Louis- 
ville agency of Mutual Life of New 
York. He succeeds Floyd C. Baldwin, 
recently appointed manager of the 
Toledo agency. 

Mr. Durham entered life insurance in 
1929 with Equitable Society as an agent. 
He later became unit manager and 
agency instructor for the Equitable, re- 
signing in 1933 to accept Kentucky man- 
agement of Guardian Life. 

He attended Wabash College in In- 
diana, Centre College in Kentucky, and 
graduated in 1927 with the A.B. degree 
from Miami University in Ohio. Before 
entering life insurance he was a teacher 
in Muncie, Ind. 


O. F. Edwards and E. K. Hollman 


O. F. Edwards has been appointed 
agency organizer in Mutual Life’s 
Scranton agency to succeed R. H. Lang- 
ford, who became manager of the AI- 
bany agency in July. He has been with 
Mutual Life since 1920 and since 1929 


has been’ service representative in 
Scranton, 
E. K. Hollman has been appointed 


cashier in the Taylor agency of Mutual 
Life in New York City. He joined the 
company in 1925 and since 1935 has 
been assistant cashier in the Cunning- 
ham agency, New York City. Mr. Holl- 
man is president of the Life Cashiers 
Association. 


Robert C. Mason 


Robert C. Mason, who was appointed 
supervising assistant in the Des Moines 
agency of the Mutual Life last March, 
has been promoted to agency organizer 
in the South Bend, Ind., agency. He 
replaces S. E. Lambert, resigned to en- 
ter the navy. 

Mr. Mason entered life insurance 
with Mutual Life as a part- -time repre- 
sentative in Columbus, O., in 1922 
while a graduate and assistant instructor 
at Ohio State University. He was grad- 
uated from Ohio State in 1921 with the 
degree of B.S.C. and continued at the 
university to do graduate work in the 
field of law, specializing in estate law. 
He became a full-time agent in 1924. 
He had been with the Des Moines 
agency since 1940. 

Harold H. Bycott has been appointed 
agency organizer in the Charleston, W. 
Va., agency. He joined the company in 
its Charleston agency in 1937 and since 


1939 has served the agency as district 
manager and supervising assistant. He 
entered life insurance in 1930 with 
Northwestern Mutual and later served 
Massachusetts Mutual as agency super- 
visor. In the field of personal produc- 
tion, Mr. Bycott has consistently won 
Field Club honors, and has qualified for 
Mutual Life’s lists of both monthly and 
yearly leaders in insurance placed. 

Harold F. Mowry has been appointed 
supervising assistant in the Spokane 
agency. He joined the agency in 1936, 
serving since 1940 as district manager. 
He received his education at Idaho 
Norman School and was engaged in 
teaching before entering insurance. In 
1941 Mr. Mowry ranked among Mutual 
Life’s 50 nationwide leaders in number 
of lives insured. 


B. M. A. Enters Massachusetts 


Business Men’s Assurance has been 
licensed in Massachuetts, and Charles H. 
Watkins, Boston general agent, who is 





associated with OBrion, Russell & Co., 
has been appointed to handle the com- 
pany’s business in the state. 

Business Men’s Assurance is now 
operating in 32 states and the District of 
Columbia. 


John Hancock 
W. Va. Change 


The Charleston and Huntington, W. 
Va., agencies of John Hancock Mutual 
have been merged and Howard H. Cam- 
mack and Charles W. Cammack, Jr., 
become general agents for the state with 
the exception of the counties of Brok, 
Hancock, Marshall and Ohio. The head- 
quarters of the agency will be in 
Charleston, but the same sales office 
and the same personnel will be con- 
tinued in Huntington. Heretofore How- 
ard Cammack has been the general 
agent at Charleston and Charles W. 
Cammack, Sr., has been general agent 
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at Huntington, for southern West Vir- 
ginia and eastern Kentucky. Mr. Cam- 
mack, Sr., has been associated with John 
Hancock for 50 years and he will con- 
tinue to represent the company in a per- 
sonal capacity. The members of the new 


general agency teem are his sons. The 
Cammacks have played an important 
P art in life insurance work in West Vir- 


ginia for many yeafs. 


Bankers of Neb. Names 
Skrinar to Omaha Post 


Nebraska has ap- 
Skrinar as general 


Bankers Life of 
pointed Joseph F. 
agent in Omaha. 
Before entering life 
insurance, Mr. 
Skrinar was con- 
nected with the Jo- 
liet National Bank 
at Joliet, Ill. In 
1918 he became 
district manager 
for Peoria Life. In 
1933 he became as- 
sociated with Mu- 
tual Life of New 
York. In 1939 he 
joined the Paul 
W. Cook Chicago 
agency of Mutual 
Benefit Life, and continued with that 
company until he receutly joined Bank- 
ers Life of Nebraska. 





J. F. Skrinar 





Named General Agent 
in Grand Rapids, Mich. 


Pacific Mutual Life has appointed 
Robert C. Reed general agent at Grand 





ROBERT C. REED 


Rapids, Mich. He has been active in 
life insurance work there for some time. 


Reisa Supervising Assistant 

G. A. Sattem, Los Angeles manager 
of Mutual Life, has appointed Henry 
Reisa, formerly of Oakland, Cal., as su- 
pervising assistant. Mr. Reisa has been 
with the company since 1918, has quali- 
fied for the field clubs, did agency or- 
ganization work, and also inspection 
work in Illinois. 


Bycott Is Advanced 


Harold H. Bycott of Wheeling, W. 
Va., supervising assistant in the Charles- 
ton agency of Mutual Life, has been pro- 
moted to organizer. 

Mr. Bycott has made a strong record 
with Mutual Life, having qualified for 
the field club convention every year since 
he joined the company five years ago. 





Swanson Named in Minneapolis 

Lloyd O. Swanson has been ap- 
pointed general agent in Minneapolis by 
National Life of Vermont. 





J. Wilfrid Simmie, who joined tke 
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company but one year ago, has been ap- 
pointed district manager in Winnipeg 
by the Great-West Life. 

C. B. Hensley, former San Francisco 
manager of Equitable Life of Iowa, has 
entered the local agency business at 
Baron Park, near Palo Alto, Cal. 


SALES MEETS 


War Role Stressed 
at Regional Parley 


SAN ANTONIO, TEX.—The vital 
part life insurance men have in the war 
effort in teaching thrift and promoting 
war bond sales was considered at the 
regional conference here of California- 
Western States Life conducted by Ray 
Cox, vice-president, assisted by E. L. 
Guttersen, inspector of agencies; Balie 
T. Cantrell, Texas supervisor, and R. M. 
3urns, group supervisor for Texas. 

It was announced that California- 
Western States Life has invested $4.25 
for each dollar received in premium pay- 
ments during the first eight months of 
1942. 

Mr. Guttersen dramatized the pay- 
check sales presentation as well as a 
plan for fitting life insurance into the 
social security income so that the widow 
might accept the benefits, which without 
life insurance as a supplement are una- 
vailable unless she is in an “uncovered” 
position. 


Telephone More Important 


Mr. Cantrell presented an effective 
method of using the telephone in secur- 
ing appointments. The agent should 
develop a plan to his own personality. 
He stressed the importance of giving the 
call the tone of person to person rather 
than station to station. The importance 
of the use of the telephone has increased 
with curtailed transportation problems, 
Mr. Cantrell indicated. The best time 
for making telephone calls is from 10:00 
a. m. to 11:45 and from 2:00 to 3:45 in 
the afternoon. 

Mr. Cox urged agents to begin with 
questions which interest the prospect 
and which call for his agreement. A 
question which he suggested was, “Do 
you want to be a success?” This he 
would follow up with more questions 
which are constantly emphasizing the 
thought of success. 

Mr. Cox emphasized the importance 
of women in the control and wealth of 
the country, along with the increase of 
the number employed and_ receiving 
wages which enable them to do things 
which they have heretofore been unable 
to do. He pointed out the fact that 
women prefer the types of policies which 
they may pay out in a few years and 
that they are looking ahead to a home 
of their own. 

Mr. Cox urged agents to develop skill 
in arousing emotions which cause a man 
to do the finer things in life, emphasiz- 
ing the responsibility of the life man in 
helping people find the way to do the 
things which they should do. 














Ohio Agency of Great 
Northern Holds Meeting 


The Cleveland agency of Great North- 
ern Life under Ethel Smith, regional 
manager, held a one-day agency meeting 
in Cleveland. E. P. Oertel, assistant 
vice-president, was the guest speaker, 
and discussed “We Can Supply What 
the Insuring Public Wants to Buy.” 

The Cleveland agency now has be- 
come the largest producing unit of the 
company, and expects to pay for $1,000,- 
000 of new business in 1942. Plans 
were formulated at the meeting for a 
production campaign the remainder of 
the year. 

Th: meeting was well attended. D. D. 
Reynolds, West Farmington, O., dis- 
cusset! “Why We Are Here”; Harry C. 
Pitz, :\kron, O., “Giving Service to Our 








Bye, Byo! Buy Bonds! 


Phil Baker, who masterfully acts as master 
of ceremonies for one of radio's most highly 
popular programs—''Take it or leave it'— 
sponsored by the Eversharp Pencil a 
to our chef uses the most effective slogan 
we have heard for the promotion of the sale 
of war stamps and war bonds. Baker closes 
his every program with these words: 


"Bye, Bye! BUY BONDS!" 

It seems to your editor that you—every em- 
ployee and every agent and field representa- 
tive of the Company, and every other Life 
Insurance Company in America—could fur- 
ther add to the part you are so loyally playing 
in the war effort by making up your mind to 
end your every conversation, your eve 
solicitation, and your every telephone call 
with those words. 

Still further, we urge you to do so because, 
somewhat selfishly, your editor will then feel 
that he has added to the sum total of his 
efforts in what must be our all-out struggle 
for victory, freedom, and the preservation of 
the American way of life. 

With that explanation, we say to you: 

"Bye, Byel BUY BONDS!" 


—Southland Life Agency News, July 

P. S. And don't forget to tell them that 

when they buy life insurance, they also Buy 
Bonds. 
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Everyone Likes "Insurance That Is Different" 


Policy holders enjoy the advantages of ‘Perfect Protection"'"—Occidental's exclusive 

€ feature that pays disability from the first day, irrespective of cause. Needless to 
say, —™ field men have an added feature to offer prospects. Thus, every- 
one is happy. 
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RALEIGH, NORTH CAROLINA 
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Policyholders in the Armed Services’; 
Bryan T. McCullough, Columbus, “A 
Combination Insurance and War Bond 
Program,” and Gaetano Manno, Char- 
don, O., “Business Is Good.” There 
were short talks by agents on their ex- 
perience in the field. 





Penn Mutual General 
Agents Gather in N. Y. 


President John A. Stevenson of Penn 
Mutual, with officers of the agency and 
underwriting departments, last Friday 
and Saturday held a New York meeting 
of general agents from the northeast 
section of the country. Penn Mutual 
has had no general conference of agents 
this year, because of the difficulties of 
transportation. This more intimate 
gathering of some of the officers with 
general agents was for the purpose of 
discussing highlights of operation plan- 
ued for the year ahead. 

Themes of the meeting included the 
present problems in recruiting and train- 
ing men in life insurance at the present 
time. Sales promotion plans for the 
year were presented, and new selling 
tools and procedures were discussed. 

A novel feature of the program was a 
contest among general agents giving 
impromptu interview demonstrations, 
with contestants and judges chosen by 
lot. Similar regional meetings of general 
agents are to be held in Chicago, Mem- 
phis, and San Francisco. 





Washington National Parley 


About 17 district managers of Wash- 
ington National attended a semi-annual 
conference with home office executives 
at the Edgewater Beach Hotel in Chi- 
cego. They were from the central states 
and northern divisions. 


~ CHICAGO 


Cc. L. U. REVIEW IS STARTED 











The C.L.U. preparatory course of the 
school of commerce, Northwestern Uni- 
versity, will start Oct. 16 at the cam- 
pus at Lake Shore Drive and Chicago 
avenue. This is the annual course in 
preparation for the C.L.U. examina- 
tions which will be conducted next 
June. George L. Grimm, production 
manager of the Swanson agency of 
New England Mutual Life, is super- 
visor of the course. He is treasurer 
and co-chairman of the educational 
committee of the Chicago Association 
of Life Underwriters. 

The section on taxes and business in- 
surance will be conducted from Oct. 16 
to Dec. 11; commercial and insurance 
law, Jan. 8 to Feb. 26; general educa- 
tion, March 2 to April 20; finance 
March 5 to April 23. The first section 
on life insurance fundamentals is al- 
ready under way and will wind up 
Jan. 26. 

Admission is limited to college grad- 
uates, or applicants who have com- 
pleted substantially all the subjects cov- 
ered by the examination, or others who 
demonstrate they have had equivalent 
preparation, and all applicants must 
meet the entrance requirements of the 
school of commerce and American Col- 
lege of Life Underwriters. The tuition 
tee 1s $25 for the section on life insur- 
ance fundamentals and $12.50 each for 
the other sections, not including text 
books or application and examination 
FEES, 

WAILING WALL OPENS SEASON 

_ Eugene Lysen, Monroe branch, New 
York Life, Chicago, is chairman of the 
Wailing Wall, Chicago’s popular foot- 
ball luncheon club for the 1942 season. 
Mr. Lysen, a Minnesota alumnus, has 
been active in this organization since its 
inception. The club meets every Mon- 
day noon at Hotel Sherman and features 
a full length motion picture of one of 
the outstanding games played the pre- 
ceding Saturday, a running account of 
the game being furnished by one of the 
coaches. Next Monday’s programs in- 


cludes pictures of the game between the 
Iowa Preflight School and Minnesota 
to be played this Saturday. These lunch- 
eons are open to all men interested in 
college football. 





W. N. STAFFORD FORGES AHEAD 


Although he has been with Columbus 
Mutual Life only since March 19, W. N. 
Stafford of Chicago, ranks second in 
paid business for the company’s agency 
year which commenced April 1. In No. 
1 position is John C. Dexter of Ohio. 
In July Mr. Stafford led the entire field 
in personal submitted business and in 
June Mr. Stafford’s agency led the field 
in personal submitted. He is building 
several agencies in the middle west. 





HUNKEN EXPANDS STAFF 


The addition of three new full-time 
agents to the office organization is an- 
nounced by Henry C. Hunken, general 
agent for the Zimmerman agency in Chi- 
cago for Connecticut Mutual Life. They 
are Miss Vara Hunt, formerly a physical 
education teacher in the Batavia High 
School, Ben Wydoff, fomerly a general 
broker in Chicago, and Thomas L. Arm- 
strong, formerly owner and president of 
the Armstrong Steel & Wire Material 
Clearing House. 

Lester L. Gould of the agency’s full- 
time staff, is the eighth member of the 
organization to enter the service. He is 
reporting to Chanute Field Oct. 1 as a 
student instructor in the air force. 





ILLINOIS CHAMBER CANDIDATES 


George R. Kendall, president of Wash- 
ington National, Evanston, will undoubt- 
edly go back on the board of the Illinois 
Chamber of Commerce when it holds its 
annual meeting Oct. 9 in Chicago. Mr. 
Kendall has served several terms as a 
board member, first from the Chicago 
and then from the Evanston district, but 
was off last year. 

Another insurance man, L. D. Cava- 
naugh, president of Federal Life of Chi- 
cago, is likely to be named to the cham- 
ber’s directorate at the same time. 

Shirley E. Moisant, local agent at Kan- 
kakee and long prominent in the affairs 
of the Illinois Association of Insurance 
Agents, is the only downstate insurance 
man on the board. He has served a num- 
ber of terms, probably longer than any- 
one else. He will probably be elected. 





H. C. LYTTON CEREMONY 


There will be a delightful little cere- 
mony next Monday morning in the Chi- 
cago office of Henry C. Lytton, presi- 
dent of Henry C. Lytton & Sons cloth- 
ing store, familiarly known as “The 
Hub.” Representatives of the Equitable 
Society, Mutual Life of New York and 
Northwestern Mutual Life will meet 
there, the occasion being that in each 
of these companies Mr. Lytton carried 
insurance. He is 96 years of age and 
hence his policies matured as endow- 
ments. He will be honored on the occa- 
sion, one which comes to but few. 


NEW YORK 


OTT AGENCY CONFERENCE 

The A. V. Ott agency of Equitable 
Society, New York City, held its fall 
educational conference at Spring Lake, 
N. J., following a highly successful 
qualifying campaign. Speakers included 
Mr. Ott, E. C. Somers, a leading life- 
a-week member; E. D. Milbank, the 
agency’s leading producer; assistant 
managers Julius Feligson and J. F. 
Hayes; L. J. Seymour, leading life-a- 
week member; C. J. Ward of the home 
office, who discussed staff insurance. 

There were two open forums, one on 
wills and life insurance, the other on 
the purchase of life insurance as an 
anti-inflationary step. 


WOMEN’S LEAGUE 








TO MEET 


The League of Life Insurance Women 
will hold its first fall meeting at 3 p. m., 
Oct. 6, at the Wanamaker Club, Wana- 
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Being close to our agents benefits us in many ways that 


the field men. 





“QUICK! WHAT’S 
HIS NAME?” 


Sometimes that’s what goes on 
behind the scenes when an agent 
comes in for a visit; but at Cen- 
tral Life, we're too close to our 
agents for it to occur. 


help 


For example— 


Triple Protection originated in the field 
back in the Spring of 1940, and Central 
Life men pioneered with this timely plan. 


We are pleased to note that many other 
companies are now offering this needed 
insurance service to the public. 


We invite investigation of Central Life, its friendly agency 
policy, and its saleable line. Write to— 


CENTRAL LIFE 


Insurance Company of Illinois 
211 W. Wacker Dr.—Chicago 


ALFRED MacArTHUuR, PRESIDENT 
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HE #tna Life Corps of Regionnaires held its inaugural meetings in _ Regior 
1929. Major reason for the organization of this honor society was the has bee 
opinion, strongly held by Home Office and General Agents, that the 

Company’s top salesmen should have more emphatic and appropriate recognition, T 


There is a special reason, now that the 15th anniversary of The Corps is coming 





up in 1943, to comment upon the extraordinary success of the Regionnaire men at 
movement. On a sf 


The most significant basis for judging that we can think of is the fact that, 
with an average annual membership running towards three hundred, actual 
attendance at Regionals has been 100% or a mere point or two short. Family N 
plans have been eagerly adjusted, business matters have been specially scheduled rarily. 
to prevent any interference with that annual, important Regional trip. Even an toa m 
occasional broken arm, temporary crutches, or another misfortune, have not conver 
been considered sufficient grounds for absence. Comps 
howev: 

Warm and lasting friendships among Regionnaires, from all points in the of Reg 
United States and Canada, have sprung from these happy gatherings. Close the W 
personal relationships have grown up between salesmen and Home Office Officials 
via informal Regional contacts and chats. Improved salesmanship and a broad- B 
ened view of our activities—Home Office and Field—have been stimulated by — meant 
those daily business sessions. Salesmen have worked heroically to preserve un- made t 
broken attendance records, to join the Quick Qualifiers Club, to double or triple — Reunic 
qualifications. General Agents have worked through the twelve months of the — they k 
qualifying year to inspire new prospective members and to increase their previous | Region 
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10 FEGION NATRES 


sin Regional delegations. So, for many salesmen over many years, the Regional 
the has been the event of the year. 


The Corps of Regionnaires holds distinguished records. It is rich in atmos- 
phere and personality and tradition. You find pride and esprit de corps in those 
men and women whose names appear on its roster. Its enblem—armored knight 
on a spirited steed—is called appropriately The Seal of The Select. 


i 


Now, the long series of Regional Meetings has been interrupted tempo- 
rarily. Regionnaires and General Agents have subscribed with typical good grace 
toa movement, sponsored by a great section of American business, cancelling big 
conventions for the duration. Not wanting to disappoint Regionnaires, the 
Company was reluctant to cancel the Regionals. Capitulation was complete, 
however, when the Home Office heard frequent testimony to the willingness 

the —_ of Regionnaires to forego the convention as one more means of contributing to 
ose = the War Effort. 


ad- Back of this fine exhibition of sportsmanship is the fact that this decision 
by | meant genuine sacrifice for Regionnaires. They had won their spurs in The Corps, 
in- ‘made their plans for the convention, and looked forward joyfully to the 1942 
ple Reunion. Now, they look upon this change merely as an intermission. Presently, 
the they know, we shall see the return of peace, of better days, and of greater 
ous. Regional conventions. 
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maker’s store, New York City. Speak- 
ers will be Mrs. Lillian Joseph and Miss 
Elsie Matthews. 


~ INDUSTRIAL 


Status of Life Agents 


SUMTER, S. C.—A test of whether or 
not the National Labor Relations Board 
has jurisdiction over the employment of 
life insurance agents is scheduled for 
hearing here Oct. 15 as a result of a 
complaint filed with the Atlanta regional 
office of the board by George L. Russ, 
an organizer for the American Federa- 
tion of Industrial & Ordinary Insurance 
Agents Union No. 23156. Howard Leb- 
aron, regional director, ordered the hear- 
ing. 

The order for hearing is based on the 
allegation that Industrial Life & Health 
of Atlanta discharged H. D. Green and 

T. Green from its Spartanburg and 
Sumter branch offices because of mem- 
bership in the union. It is further al- 
leged that the Industrial Life & Health 
management has informed its employes 
that it “is opposed to the union,” and 
that “employes would be discharged if 
they joined or continued membership in 
the union.” 

It is understood that Industrial Life 
& Health will assert at the hearing that 
the two agents, whom it has refused to 
reinstate, were discharged for altogether 
different reasons, which had their begin- 
ning before the union appeared on the 
scene. 


Union Wins Mich. Election 


Agents of Prudential in Michigan 
have voted 320 to 188 for the United 
Office Professional Workers of Amer- 
ica, CIO, in a statewide NLRB elec- 
tion, according to the union’s national 
office. 

Of the 556 Prudential agents in 
Michigan 508 cast their votes in the 
election, the union states. This is the 
second state-wide election of Pruden- 
tial agents won by the UOPWA. The 
first was in New York last spring. New 
Jersey agents are to vote in a labor 
board election Oct. 22, and petitions 
for two more state elections have been 
filed in Massachusetts and Washington. 

The first part of the union contract 
covering Prudential agents in New 
York state was signed July 3, and ne- 
gotiations on compensation are now 
drawing to a close. 


AGENCY NEWS 


Shoemaker Brought Agency 
from 32nd to 13th Place 


George P. Shoemaker this week com- 
pleted five years as general agent of 
Provident Mutual Life in New York 
City. The agency has gone from 32nd 
place for 1937 to 18th for the year 1941. 
Paid business was $1,701,456 for 1941 as 
against $945,652 for 1937. Though five 
of the 16 agents have gone into the 
army and two are in war industries the 
agency should finish 1942 with a pro- 
duction of about $1,500,000. There were 
only four full-time agents when Mr. 
Shoemaker took over in 1937. At that 
time there was slightly more than $7,- 
000,000 insurance in force in the agency 
but by June 30, 1942, this had been in- 
creased to $11,785,000. 

Though the agency takes business 
from certain brokers who give it all 
their life business, 90 percent of the pro- 
duction comes from full-time agents. 
For the 12 months ended June 30, 1938, 
the agency won the company plaque for 
the lowest first and second year lapse 
rate of any Provident Mutual agency in 
New York City. The Shoemaker agency 
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has the distinction of having produced 
a general agent for the Provident. 
Supervisor W. Henry Blohm was last 
year appointed general agent in partner- 
ship with S. P. Ellis at Cincinnati. The 
present agency supervisor is John T. 
Wilver. 

Mr. Shoemaker is public relations vice- 
president of the New York City Life 
Underwriters Association, executive vice- 
president of the New York City C. L. U. 
chapter and a director of the New York 
City Life Managers Association. 





Dinner to F. A. Williams 


The Newark agency of Mutual Life, 
of which Herbert Manthe is manager, 
tendered a dinner to Frank A. Williams, 
who joined the John E. Clayton agency 
of Massachusetts Mutual in Newark. He 
was presented a traveling bag. 


a ae 


Hays & Bradstreet Celebrate 


The 10th anniversary of the Hays & 
Bradstreet agency of New England Mu- 
tual Life in Los Angeles was celebrated 
with an appropriate program including 
a golf contest and a dinner. 

W. E. Hays, director of agencies of 
the company and a former member of 
the agency, was present and brought 
greetings of the home office. 

G. Nolen Bearden was presented the 
agency’s highest award, as its “most 
valuable associate.” 





Gastil Agency Fall Outing 


The W. G. Gastil agency of Connecti- 
cut General Life in Los Angeles held its 
fall outing, followed by an agency meet- 
ing. A. A. Drieu, assistant superintend- 
ent of agencies from the home office, 
and Phil T. Aubin of the Chicago agen- 
cy, were guests. 


MANAGERS 


Problem of Transportation 
Los Angeles Managers’ Topic 


LOS ANGELES—With a city 40 by 
30 miles to cover, the Life Insurance 
Managers Association of Los Angeles, 
in view of the gas and tire rationing 
programs, conducted a panel discussion 
of “The Transportation Problem and Its 
Solution,” as it affects the life under- 
writer. 

A. A. Dewar, Equitable Society; Rus- 

sel L. Hoghe, Equitable of Iowa; Leon 
A. Soper, Phoenix Mutual Life, and 
John R. Mage, Northwestern Mutual 
Life, were the discussants. 
_ Mr. Dewar said that in his first year 
in the business he wrote 51 cases and in 
the second year 50 cases, and had no 
automobile to move around in. He urged 
that the agent confine his activities to 
a smaller territory; better geographic 
arrangement of making contacts and 
calls; greatly improved and much 
shorter interviews; an additional hour 
spent in soliciting in the rearranged 
territory and greater and more intelli- 
gent use of the telephone. He said com- 
paratively few agents comply with these 
four points. 


Auto Not Necessity: Hoghe 


Mr. Hoghe said that some agents think 
a new and shiny car is necessary to build 
prestige, but he doesn’t think so. He 
declared that 11 percent of income goes 
to upkeep of automobiles and 4 percent 
to life insurance. He declared that $15 
spent for transportation on street cars 
and busses in a certain period is an ex- 
ceedingly low cost compared with the 
upkeep and operation of an automobile. 
He displayed the official route map of 
the street railway lines and showed how 
it could be consulted in getting to any 
part of the city. He said some cold can- 
vassing should be done on these trips. 
He cited one man in his agency who 
started in March and to date has made 
836 contacts, and 238 interviews, made 











48 sales for a total of $118,000, and did 
all the work on street cars and buses. 

Mr. Soper said the managers first 
must adjust their own personal morale 
to meet the shock of changing trans- 
portation and other conditions. He 
cited a questionnaire sent by his com- 
pany to all its agencies to ascertain how 
the producer is operating today and the 
ability to get around in a car. The an- 
swers, he said, showed 40 percent of the 
agency force would be running on rims 
in six months unless they change their 
ways. The survey showed that 80 per- 
cent of the men are using their cars to 
do 50 percent of the field work. He 
advocated assigning orphan polices to 
agents in a restricted territory and the 
delivery and servicing of polices in the 
agency offices. 

Mr. Mage urged that each agency 
hold a meeting and have the agents tell 
their ways and means of meeting the 
travel problem. He pointed out that 
neighbors are good prospects, ones that 
can be reached without much travel. He 
urged securing names of executives of 
industrial plants before making a call, 
and thus obviate having to make two 
trips; also making more appointments 
by letter or ‘phone, instead of driving 
to the prospect’s office or place of busi- 
ness. 


Servicing Men in Armed 
Forces Is Considered 
SAN ANTONIO, TEX.—Problems 


involved in servicing policyholders now 
in armed forces were considered by the 
San Antonio Association of Agency 
Cashiers in a round table discussion. Ed 
Boyce, Aetna Life, stated inquires are 
being received daily concerning the 
status of policies. Answers require great 
care as records on each policy must be 
studied and letters written which do not 
promise something that is not in accord 
with the terms of the policy concerned. 

In regard to policyowners reported as 
missing, the consensus was that the com- 
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panies have adopted a policy of waiting, 
asking that the premiums continue to be 
paid until such time as the exact status 
of the policy may be determined. 

Miss Louise Baker, Connecticut Gen- 
eral Life, stated that in the problem 
of the addresses, she had found the ad- 
jutant general’s department and the bu- 
reau of navigation at Washington most 
cooperative. Other methods are to have 
the policyholder furnish the name of 
someone who will always be in touch 
with him, addressing inquiries to former 
places of residence with special notations 
as to the parent, and making inquiries 
of friends and relatives. 

Miss R. F. Dougal, Connecticut Mu- 
tual Life, stated that her company pro- 
vides each policyholder with a power of 
attorney which covers specific points in 
case of need. All agreed that the power 
of attorney is needed, but it appeared 
that uniformity of practice in this mat- 
ter is lacking. 





Utah Managers Open Season 


The Utah Life Managers held their 
first meeting of the season in Salt Lake 
City, preceded by a dinner. The new 
president, F. E. Herb, presided. J. W. 
Lawrence, program committee chair- 
man, gave an interesting talk on “Why 
Recruit?” He also outlined the pro- 
gram for the next nine months. C. 
Gale Baker, general agent of Pacific 
National Life, Burley, Ida. was a 
guest. 





Adams Speaks in Columbus 


Claris Adams, president Ohio State 
Life, spoke Tuesday evening at the first 
fall meeting of the Life Managers & 
General Agents Association of Colum- 
bus on “Sixty-five Million People.” 


Managers to Aid War Chest 


The San Francisco General Agents & 
Managers Association has voted to take 
charge of the “small establishment” divi- 
sion of the San Francisco War Chest for 
the duration of the war. Forrest J. 
Curry, Penn Mutual, is chairman. 


FRATERNALS 











Fidelity Life Goes on 3% 
Legal Reserve Basis 


_Fidelity Life of Fulton, Ill., which pre- 
viously was on a 3% percent reserve 
basis, has gone on a 3 percent basis, ef- 
fective Oct. 1. This change was neces- 
sitated by declining interest rates and 
the desire to invest in government bonds. 


Goes on 3!/,%, Basis 

The Methodist Benevolent Association 
of Nashville will go on a 3% percent 
reserve basis Jan. 1, using the American 





Experience table of mortality, Dr. E. P. 
Anderson, general secretary, has an- 
nounced. 


_It has operated for 39 years on the Na- 
tional Fraternal Congress table of mor- 
tality, with an assumed interest earning 
of 4 percent. This will mean a slightly 
higher premium cost, but more modern 
contracts, with higher cash and loan 
value. 





Woodmen Circle Action 


Directors of the Woodmen Circle 
have adopted a resolution pledging it to 
“unqualified and wholehearted support” 
of the nation in the war effort, and fur- 
ther directed the officers and field work- 
ers to encourage the membership to 
Participate in war activities. 

The resolution was submitted by 
Mrs. Jeanie Willard, vice-president, and 
Was inspired by the report to the board 
by Mrs. Dora Alexander Talley, na- 
tional president. 





Carter H. Bryant, in charge of re- 
cruiting and induction work for Pacific 
Mutual Life, is in San Francisco work- 
ing with H. K. Cassidy, general agent. 
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Pa. Association Holds 
Meeting with Erie Group 


ERIE, PA.—The Pennsylvania State 
Association of Life Underwriters held 
a joint meeting here Oct. 1 with the 
Erie association. The afternoon was 
devoted to a panel discussion of mat- 
ters of interest to officers of local asso- 
ciations, and this session was attended 
by the new officers of the Erie, Mc- 
Kean county, and Oil City associations, 
and officers from the Meadville, War- 
ren and Corry branches of the Erie as- 
sociation. 

Leaders in the discussions were 
Frank Wigginton, manager Bankers 
Life of Iowa at Pittsburgh and past 
president of the Pennsylvania associa- 
tion; Calvin J. Frey, manager Mutual 
Life of New York, Erie, and secretary- 
treasurer of the state association; Ed- 
ward M. Aiken, agency supervisor 
Steacy Webster agency of Provident 
Mutual Life at Pittsburgh, and John H. 
Bream, executive secretary Pennsyl- 
vania association. 

In the evening the Erie association 
held its opening meeting of the fall sea- 
son. Mr. Wigginton gave the address, 
“A Bundle of Life.” 

Similar regional training conferences 
for local association officers are planned 
for other points in Pennsylvania. One 
has been tentatively set for Wilkes- 
Barre Oct. 14, and for Harrisburg Oct. 
16. Each will be held in conjunction 
with the opening meeting of the local 
association. Tentative arrangements 
have been made to have James E. 
Rutherford, executive vice-president of 
the National association, at Wilkes- 
Barre, and Chester Fischer, vice-presi- 
dent Massachusetts Mutual, at Harris- 
burg. 





Chicago Association 
Honors 94 Service Men 


The Chicago Association of Life Un- 
derwriters at its first fall meeting dedi- 
cated its 94-star service flag with an 
impressive ceremony at which Preston 
Bradley, pastor of the People’s Church, 
Chicago, spoke. Representatives of 
the army, navy and marines partici- 
pated, contributing to the color of the 
affair. 

“The man who sold me my life in- 
surance did me the greatest service 
which was ever performed for me,” Dr. 
Bradley declared. By eliminating the 
possibility of his wife not having to go 
out pitifully and make a living, his life 
insurance gives him great peace of 
mind, he said. Owning life insurance 
gives a man a sense of morale. Dr. 
Bradley appealed for unity in the war 
effort, recognizing that there is room 
for differences of opinion but not to the 
extent of aiding the cause of the enemy. 

James H. Brennan, Fidelity Mutual, 
president Chicago association presided. 
Gifford T. Vermillion, Mutual Life of 
New York, program committee chair- 
man introduced the speaker. 

Special recognition was given nine 
agents who have done an outstanding 
job in less than three years in the busi- 


ness: T. W. Murphy, Zimmerman 
agency, Connecticut Mutual Life; 
Charles Beith, Morgan agency, John 


Hancock Mutual; R. G. Evans, Great- 
West Life; Ralph Klemperer, Stumes & 
Loeb, Penn Mutual Life; M. J. Sneider, 
Mones agency, Metropolitan Life; M. 
A. Hecht, Travelers; Edward Percival, 
Thurman agency, New ‘England Mutual; 
George H. Schuermann, Union Cen- 


tral, and William Greenberg, Ford 
agency, Prudential. 





Pueblo President Resigns 


Ray E. Morgan, president of the 
Pueblo (Colo.) Association of Life Un- 
derwriters, has been called into defense 
work in a shipbuilding yard in Cali- 
fornia, and has resigned. John H. 


Sackman, West Coast Life, vice-presi- 
dent, becomes president. 





James Lee Loomis Hartford 
Speaker Oct. 8 


James Lee Loomis, president of Con- 
necticut Mutual Life, will be the speaker 
at the luncheon meeting of the Hartford 
Life Underwriters Association Oct. 8 
on “War-Time Adjustments.” This will 
be the association’s first meeting of the 
year. Frank Alberts, president of the 
association, reports that guests from 
Springfield and Bridgeport have signified 
their intention to attend this meeting. 





Detroit Names Miss Lewis 
Executive Secretary 


DETROIT—Miss Bernice Lewis, who 
has been in charge of the payroll deduc- 
tion war savings bond office of the 
Qualified Life Underwriters since its 
opening two months ago, has been pro- 
moted to executive secretary of the as- 
sociation, President Clyde Manion, 
Equitable Society, announced following 
a directors meeting. 

Miss Lewis succeeds Miss Ann Bryan, 
who resigned to become assistant secre- 
tary of the Michigan Association of Cer- 
tified Public Accountants. Miss Lewis 
was previously associated with the 
Chrysler Corporation. 

At the directors’ meeting, President 
Manion pointed out that it is vital to 
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continue the educational work of the as- 
sociation during these difficult times so 
that the many underwriters who have 
entered or will soon enter military serv- 
ice may be assured that those who re- 
main behind are holding the standards 
of the profession to a high level. If un- 
derwriters in the armed forces know that 
the business is forging ahead while they 
are gone, they will be anxious to reenter 
life insurance when they return to civil- 
ian life, he declared. 





Present C.L.U. Certificates 
in Los Angeles; Hays Speaks 


LOS ANGELES—Eight members of 
the Life Underwriters Association of 
Los Angeles, who had passed their 
C.L.U. examination, one who _ had 
passed his examinations for a certificate 
of proficiency and still another who had 
passed the agency management exam- 
ination, received their designations at a 
breakfast attended by 220 members. 

President A. C. Duckett, presented a 
reporting 702 paid up members, and 
also the result of the war bond sales 
drive. 

W. E. Hays, director of agencies of 
New England Mutual Life, spoke on 
“The Challenge of Today’s Market.” 
He said that never has the question of 
social security meant so much to so 
many people as today. The men in the 
service are thinking along this line. 
They are fighting for it. They do not 
want economic chaos to confront them 
at the close of the conflict. The job of 
helping provide security for the family 





Wa ter A. ScHworm and 


L. U. designation. We are 


LIFE INSURA 








THE MUTUAL BENEFIT PRESENTS 


Our Newest C.L.U?s 
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at the end of the struggle is one to 
which the life underwriters can make a 
most important contribution. Never 
has there been a time when the agent can 
do « good job of prospecting and of 
service as now. 

He did not advise the agents contact- 
ing the business man or the defense 
worker to shift their work. He urged 
each to keep on. The salesman must 
know more about people. He cannot 
go out blindly and create business. 

He divided the market of today into 
three categories—the semi-skilled and 
skilled worker, the  semi-executive 
group in industries, which group he fa- 
vored as the most productive, and pro- 
prietors of small industries, who are 
prospects for key man insurance. 





Reading Group Attracts Attention 


The Reading (Pa.) Association of 
Life Underwriters attracted attention 
and favorable newspaper publicity with 
its exhibit at the Reading Fair held 
there recently. In cooperation with 
Berks County health and social agen- 
cies the association sponsored daily 
health lectures and showed four movies 
daily, including “Yours Truly, Ed_ Gra- 
ham,” “American Portrait,” “The Proof 
of the Pudding,’ “Sand in the Gears,” 
and “Another to Conquer.” 

The association accommodated more 
than 3,000 persons at the booth during 
the week and sold $400 worth of war 
stamps in addition to promoting bond 
purchases on the payroll deduction plan. 
The association distributed more than 
9,000 brochures on the health crusade 
which were supplied by the Institute of 
Life Insurance. Clayton F. J. Smeck, 
president of the Reading association, in- 
troduced the lecturers, one of whom 
was John H. Bream, executive secre- 
tary Pennsylvania State Association of 
Life Underwriters, on “Life Insurance 
Leads the Way.” 





Joint Meeting at New Haven 


Three Hartford men and one 
New Haven were presented C. L. 
certificates at a joint meeting of the 
Hartford, New Haven and Bridgeport, 
Conn., Associations at New Haven. 

On behalf of the American College, 
John M. Holcombe, Jr., manager Sales 
Research Bureau, made the presenta- 
tions to W. W. Hartshorn, R. B. Green 
and John K. Luther of Hartford and 
Howard V. Krick of New Haven. Rob- 
ert Mix, president of the New Haven as- 
sociation, presided. Large delegations 
from the Hartford and Bridgeport as- 
sociations, headed by their respective 
presidents, Frank B. Alberts and Rob- 
ert Gilmore, attended. 


from 


Indiana Govemor Featured 


INDIANAPOLIS — Governor 
Schricker of Indiana commended and 
encouraged the efforts of 18,000 mem- 
bers of the National Association of Life 
Underwriters in selling $1,500,000,000 of 
war bonds thus far in 1942 under the 
payroll savings plan, in an address at a 
luncheon meeting of the Indianapolis 
Association of Life Underwriters. Gov- 
ernor Schricker also commended the 
“Keep Well Crusade.” George K. Jones, 
Connecticut Mutual, Indianapolis chair- 
man, reported on the progress of the 
crusade, 

Clyde Raub, Indianapolis Life, was 
awarded the C.L.U. designation on be- 
half of the American College in a cere- 
mony. Robert I. Blakeman, Jr., presi- 
dent of the Indianapolis Chapter gave 
the charge to the new graduate. 

Edward A. Krueger, State Life, In- 
dianapolis, and Joseph York, Equitable 
Society, were elected as directors of the 
association to fill vacancies. 

C. Fred. Davis presided and introduced 
Governor Schricker, Commissioner Vieh- 
mann and Deputy Commissioner John 
D. Cramer. 





Chicago Women to Present Ideas 

Prominent women agents will present 
effective sales ideas and methods at a 
meeting of the women’s division of the 
Chicago Association of Life Underwrit- 


ers Oct. 16. Speakers will be Alice 
Reichel, Sun Life of Canada; Elizabeth 
A. Johnson, Rockwood Company, and 
Fay P. Kreer, Fidelity Mutual Life. 

Lou Behr, chairman of the advisory 
council of the Chicago association has 
called a meeting of agency heads at the 
La Salle Hotel on Oct. 13. Plans for 
the year are to be outlined. 


Promotes “Keep Well” Program 

The Jacksonville (Ill.) Association of 
Life Underwriters has launched a local 
“Keep Well” campaign there along lines 
of the Institute of Life Insurance pro- 
gram. The health program is being pre- 
sented in schools and homes, and a full 
page advertisement in the local paper 
was purchased by various local business 
firms to promote the idea. 

R, L. Dumas, Prudential, is chairman, 
and H. A. Rust, State Farm Mutual, and 
W. E. Queen, Aetna Life, are members 
of the committee in charge. 


Nashville —- Although life sales may 
drop as low as 85 percent of 1941, Phil- 
lip B. Hobbs, Equitable Society man- 
ager, Chicago, expressed confidence that 
there will be a comeback even above 
Canada’s 123 percent. He urged agents 
to “make up your minds that as agents 


you have neither gone to the war or 
gone on a vacation.” 
Joe Gibson, state chairman of war 


bond sales, presented the Nashville as- 
sociation with a citation from the Treas- 
ury Department for its successful drive. 
Powell Stamper, National Life & Acci- 
dent, outlined plans for renewed efforts 
by Nashville underwriters to sell war 
bonds. Ralph Ruch, Mutual Life of New 
York, was presented with a C. L. U. cer- 
tificate. 

Chattanooga, Tenn.—E. Tom Proctor, 
state agent Northwestern Mutual, Nash- 
ville, spoke. 

San Francisco — Frank H. Beckmann, 
president and general manager of Beck- 
mann, Hollister & Co., San Francisco, 
will speak at the opening meeting Oct. 
8. Mr. Beckmann, a business analyst, 
will discuss ‘The Common Denominator 
of Success.” 

Award will be made of the O. O. Orr 
trophy, won earlier in the year by J. 
Wayland Barnette, Northwestern Mutual 
Life, for membership effort. 

The women’s division held its monthly 
luncheon meeting Oct. 1. Speakers were: 
Miss Florence Calderwood, Massachu- 
setts Mutual, “Basic Concept of Profes- 
sional Underwriting’; Miss Mathilde 
Kahn, Travelers, “Strength Through Ef- 
fort,” and Mrs. Nell Taylor, Equitable 
Society, “Latest Down-to-Earth Facts 
on Keeping Fit Mentally and Physi- 
cally.” Miss Constance Schwanz, Mu- 
tual Life, chairman of the women’s com- 
mittee of the association, presided. 

Lincoln, Neb.— W. L. Ambrose of 
Nashville, field supervisor of Equitable 
Society, spoke at the first fall meeting, 


with the new president, Merle Loder, 
Mutual Life, in charge. Mr. Ambrose 
said few people realize the important 


function life insurance plays in the eco- 
nomic stability of the nation, as 87 per- 
cent of all estates at death come from 
life insurance and only 13 percent from 
property. 

Chester Dobbs, national committee- 
man, reported on the national associa- 
tion meeting in Chicago. A novel fea- 
ture of the program was the reproduc- 
tion by the use of phonograph records 
of sales talks by Mr. Loder, Lloyd Hum- 


mel, of Farmers & Bankers Life; Max 
Zellen, John Hancock, and Earl Wal- 


ton, Security Mutual of Nebraska. 

Oklahoma City—At the opening meet- 
ing Oct. 9, Ricks Strong, Dallas, gen- 
eral agent of John Hancock Mutual, will 
speak, 

Pittsburg, Kan.—Herbert Hallman, as- 
sistant cashier of the First State Bank, 
spoke on “The Banker’s Viewpoint on 
Life Insurance.” 

Louisville—Glenn W. 
manager Reliance Life 


Isgrig, assistant 
in Cincinnati, 


spoke at the initial meeting on ‘Let’s 

Put on a Good Show.” 
Minneapolis — ‘Fear of failure keeps 

us in a state of failure,” Graham A. 


Walter, Toronto manager of Canada 
Life, stated. “Everyone can do a better 
job if he thinks he can. Think and talk 
success and do not be afraid to try.” 

Mr. Walter listed three essentials to 
success in any business: Have a definite 
objective; desire for accomplishment; a 
determination to success that will not 
bow to failure. 

President Ellis Sherman lauded the 
legislative work of the National associa- 
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W. S. Leighton, who is a past pres- 
ident, has been elected national commit- 
teeman to succeed Paul Dunnavan, re- 
cently elected a trustee of the National 
association. 

Wichita—W. C. 


tion, 
the 


Norton, assistant pro- 
bate judge, spoke on “The New Probate 
Code with Particular Reference to the 
Laws of Descent and Distribution in the 
State of Kansas.” Earl H. Watson, Mu- 
tual Life, former president, was pre- 
sented as the new secretary, succeeding 
Leo R. Porter, Lincoln National, who is 
on leave of absence for the duration to 
serve as deputy state administrator of 
the war savings staff. Miss I. A. Friz- 
zell, Lincoln National, continues as ex- 
ecutive secretary. 

An “Askit Basket” program on 
ent Day Objections to Life Sales 
scheduled for October, with four experts. 

Davenport, fa,— Lester ©. Schriver, 
general agent of Aetna Life at Peoria, 
Ill., and former president of the National 


“Pres- 
Y 


association, will speak Oct. 16 on “This 
je 5t.” 
Fort Wayne, Ind.—Howard Ik. Nyhart, 


Connecticut General, Indianapolis, presi- 
dent of the Indiana association, dis- 
cussed “Selling in Today’s Market.” He 
emphasized how life insurance sales or- 
ganizations are a tremendous influence 
in syphoning off excess purchasing 
power by diverting a portion of this in- 
ereasing national income into the chan- 
nel of savings put into life insurance 
premiums. 

Peoria—William B. Buckley, Pruden- 
tial manager at Mt. Vernon, IIl., dis- 
cussed “Cooperation and Prospecting” at 
the first fall meeting. He emphasized 
that the agent, in order to keep up pro- 
duction, must go out and call on pros- 
pects. Only one man ever called on Mr. 
Buckley to be insured, he said, and he 
had been rejected some 15 times. 

He stressed the importance of en- 
couraging men in the service to keep up 
their insurance programs after the war 
is over. Many men after the first world 
war let their policies lapse, much to 
their subsequent disadvantage. Mr. 
Buckley is vice-president of the Illinois 
association. 

Des Moines—The first fall meeting was 
an evening dinner, at which the wives 
were guests. Tom Collins, well-known 
Kansas City, humorist and economist, 
was the speaker. W. E. Watson, the 
newly elected president, presided. 

Cleveland — Paul F. Clark, executive 
vice-president of John Hancock Mutual 
Life, will speak Oct. 8. Members of the 
Youngstown, Akron and Canton associa- 


tions have been invited to join in this 
meeting. 

Northern New Jersey—H. C. Lawrence, 
Lincoln National Life, has been ap- 


pointed national committeeman, succeed- 
ing J. B. MacWhinney. 

Mobile, Ala—John L. Watters, New 
Orleans, spoke on “The Simple Facts of 
Life Insurance.” 


Boost N. Y. Federation 


NEW YORK—A campaign by the In- 
surance Federation of New York to en- 
list every person in the insurance 
business in the federation cause is under 
way, it was announced by W. J. Thomp- 
son, manager of the New York City 
office of Globe Indemnity and member- 
ship chairman. 

Insurance company officers and em- 
ployes, agency and brokerage officers 
and employes, both male and female, 
are being sought as members. Life, fire, 
casualty, surety, marine are all in- 
cluded. “All insurance finds common 
ground in the purpose of the Insurance 
Federation,” said Mr. Thompson, “which 
is to protect the job of every one en- 
gaged or employed in insurance. The 
Federation opposes any movement which 
tends toward the entry of state or fed- 
eral government into the insurance busi- 
ness, or, in fact, any private business.” 

The membership campaign will con- 
tinue until Oct. 16, which is the date 
of the annual meeting here. 

In a letter to agents, brokers, and 
companies, Mr. Thompson asks that in 
-ach organization someone be appointed 
to present to every employe the impor- 
tance of supporting the federation by 
becoming a member. There are four 
types of memberships: Sustaining, $10; 
special, $5; regular, $2, and associate, $1. 
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Some Companies Are 
Cutting Down on Writing 
Pension Trust Business 


Some companies have cut off pension 
trust business entirely. Others are 
drastically curtailing it. The Union Cen- 
tral Life, for example, is no longer writ- 
ing pension trusts solely on account of 
the investment factor. H. A. Zischke, 
Chicago general agent, is one of the ex- 
perts on pension trusts in the country 
and wrote a number of cases through 


his organization. When it comes to 
piling up money to invest, some com- 
panies feel that it adds unnecessary 


strain on their machinery. However, 
some companies are still pushing pen- 
sion trust business and writing it in 
goodly quantities. Most pension trusts 
involve some high priced insurance. 


_—— Unitep Lire is show- 
ing the way with progressive 
up-to-the-minute plans that are 
geared for next year and the years 
after the war... as well as for the 
present. Agents have a complete 
line of participating and non-par- 
ticipating plans to fit any condi- 
tion—and they, too, enjoy large 
renewal commissions during the 
early years of each contract. 


Cor VICTORY Buy u.s. war) 
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GET YOUR SHARE 





OF THE CREAM 


Hundreds of live wire agents will 
be out selling accident insurance 
on Hoodoo Day, Friday, Nov. 13th. 
That is one day which you should 
devote to accident insurance sales 
for every prospect is interested in 
making Hoodoo Day his lucky day. 
Order a Kat Killing Kit of promo- 
tional material from your company 
or write The Accident & Health 


Review, 175 W. Jackson Blvd., 
Chicago, Ill., for Hoodoo Day 
samples. 
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Sales Ideas and Suggestions 


Use Invested Capital to 
Purchase High Premium Forms 


Even the moderately well-to-do pros- 
pect finds so large a percentage of his 
investment income taken by taxes that 
he is usually better off to take some part 
of his invested capital or currently un- 
invested income from the present un- 
profitable tax bracket and through the 
purchase of high premium life insurance 
shift it to the lower brackets of a later 
period, according to H. C. Rose of the 
McMillen Agency of Northwestern Mu- 
tual in New York City. 

Mr. Rose advises his prospects to 
“freeze” this invested capital and per- 
mit it to thaw out only when economic 
and legislative conditions and perhaps 
the prospect’s personal considerations 
make its use of greater value to him. 
Furthermore, all plans which are com- 
mitted to an annual deposit plan of life 
insurance represent a gradual transfer 
from an account which now yields less 
income to the owner than ever before to 
an investment that will average up bet- 
ter in the jong run. Also these plans 
contain guarantees which the life com- 
pany must fulfill and the rates are not 
callable as other installment investment 
plans are known to have been. 


Buyer Has Additional Advantage 


The buyer has the additional advan- 
tage of not being burdened with the re- 
investment problem. For these reasons 
Mr. Rose tells his prospects to ration 
out to themselves only that income 
which is essential and to defer the bal- 
ance to a time when the compounded 
results and the miscellaneous benefits 
will mean more to them. 

Mr. Rose said that his present system 
is to exhaust all the possibilities among 
all clients and secondly, to exhaust all 
the possibilities of what he has to sell 
among old and new clients. Recalling 
his first year in the business, which be- 
gan in 1931, Mr. Rose said that he had 
a fairly fat volume in that year only be- 
cause he worked a lot harder than he 
has worked since. 

Today times are critical but not as 
fraught with economic depression as was 
the case a decade ago, he pointed out. 
He suggested that agents go through 
every single policyholder and prospect 
card and look for any of the following: 
more insurance because of estate tax in- 
creases; more insurance of an invest- 
ment type because the client’s holdings 
needed to be shifted on account of de- 
creasing yields; adjustment of his insur- 
ance arrangements because the present 
setup may have become taxable because 
of new decisions and regulations; insur- 
ance on the wife for taxes or other rea- 
sons; for substantial policyholders, pos- 
sibilities of gift transfers being made to 
children through some high-premium in- 
surance; wife’s ability to purchase tax 
free insurance on the policyholder’s life 
as well as possibly on her own life. 


Helps Chances of Sale 


“We must remember that by exhaust- 
ing all sales possibilities with each old 
and new prospect, we automatically mul- 
tiply the possible sales we can make,” 
Mr. Rose said. “For example, if 10 
prospects were approached for only one 
or two types of insurance and you find 
only four interested, you might have 
found seven interested if you had tried 
all the other tricks in the bag. In addi- 
tion to the applications I described, I 
would be ever on the alert for two other 
types, key-man insurance and salary de- 
duction plans.” 

Mr. Rose has successfully used the 
following letter to pave the way when 


calling on cold leads: 

“Some time during the coming week, 
if agreeable to you, I would like to have 
the pleasure of meeting you personally. 
I think I might be able to leave with 
you some worthwhile ideas concerning 
up-to-the-minute plans about your in- 
comes and estate. 


Makes Constructive Suggestions 


“In these days of high income taxes, 
I have been able to make some very 
constructive suggestions to people like 
yourself; and the ideas are conservative 
and very sound. They can result in the 
lifting of this tax burden to yourself 
and the preservation of greater value for 
those nearest to you. 

“Trusting you will extend to me the 
courtesy of hearing what I have to say, 
I remain, cordially yours.” 

A couple of days after sending this 
letter Mr. Rose calls on the prospect. 
It is better not to telephone in advance, 
he finds. The letter breaks down the 
barrier and offers a remedy that all pros- 
pects want today. 


Increase Sales 100% 
Through Defense 


Worker Program 


ST. PAUL—Methods by which his 
agency has increased sales 100 percent 
over 1941, which was 50 percent over 
1940, by selling defense workers were 
outlined by Earl Moore, Los Angeles 
general agents of Minnesota Mutual 
Life, in a talk before the St. Paul Life 
Underwriters Association. 

The problem of writing the defense 
worker in California is no different from 
that in Minnesota or other states, Mr. 
Moore pointed out in presenting the fol- 
lowing formula for getting the business: 

“Find out from the local chamber of 
commerce what plants in the community 
have defense contracts and grade them 
as to size. 

“Contact some firm that prepares lists 
of occupational workers, buy their lists 
and make fast use of them. 

“Use direct mail advertising to reach 
these workers. 

“Try to get payroll deduction contracts 
covering employes of a plant. 

“Get all the referred leads possible and 
follow them up.” 


All Interviews at Homes 


Having thus laid the groundwork for a 
sale, Mr. Moore said it is the practice of 
his agency to arrange all interviews at 
the home of the prospect, never at the 
plant. 

“Time your call as nearly as possible 
to coincide with the arrival home of the 
prospect,” he advised. “If he is a mar- 
ried man see to it that his wife sits in on 
the interview. She plays no small part 
in the decision. We find that the more 
the wife is brought into the case the 
more success we have. In fact, we do 
not make a presentation unless both hus- 
band and wife are present.” 

Mr. Moore also suggested that more 
attention be paid to women in defense in- 
dustries. “They are to play an impor- 
tant role in the future,” he said. “This 
field has been neglected too long. It 
should not be much longer.” 

He stressed the importance of en- 
thusiasm in the sales presentation to the 
defense worker. “Don’t talk down to 
the prospect; bring him up to your level. 
Make him feel important.” 

Mr. Moore said he was a great believer 


in an organized sales presentation. He 
suggested some one idea as a spring- 
board, such as a retirement income con- 
tract. The entire approach, he admitted, 
must be different from that most agents 
have followed on other types of pros- 
pects such as business and professional 
men. Because of this a new agent, with 
no hard and fast technique, has an ad- 
vantage over the experienced agent. 

In introducing Mr. Moore, President 
T. A. Phillips of Minnesota Mutual pre- 
dicted that after “this in between period” 
life insurance volume is to be much big- 
ger. 

Melville N. Meyer, president St. Paul 
association, reported that more than 500 
life agents in the St. Paul area have en- 
tered the war effort in some way. Her- 
man Rampmeier’s report as_ national 
committeeman was presented. 





Sales Upswing Predicted 
by Sun Life State Agent 


BIRMINGHAM, ALA. — Life sales 
after a slight decline at the beginning of 
the war are now showing an increase in 
England and Canada and such will be 
the case in the United States, A. LeRoy 
Johnson, Jacksonville, Florida state 
agent of Sun Life of Canada, predicted 
before the Birmingham Association of 
Life Underwriters. 

Some of the reasons why more life in- 
surance will be sold were enumerated 
by Mr. Johnson as follows: Elimination 
of competition from the sale of other 
commodities; people are making more 
money; rationing is saving people 
money; “uncertainties have become 
certainties”; savings have become more 
popular and spending unpopular; and 
in times of stress family ties are 
strengthened and a man’s thoughts turn 
from the golf links to his backyard, and 
that spells more life insurance. 

Mr. Johnson added that times change 
but fundamentals do not and that life in- 
surance deals in fundamentals. While in- 
flation is more or less a theory, death is 
a fact, he said. 





Woman Agent Gives Tips on 
Selling Women Prospects 


COLUMBUS, O.—“Today as never 
before there is a great demand for both 
trained and untrained women em- 
ployes,” Miss Esther Sullivan of the 
home office agency of Ohio State Life 
told the Columbus Life Underwriters 
Association. Women are urged to keep 
pace with the wartime program by pre- 
paring themselves for more responsible 
positions in replacing men who are 
called to the service. This means that 
women are better prospects for life in- 
surance than ever. 

Miss Sullivan said a large percentage 
of her policyholders are women and she 
gave some points for dealing with them: 

“Women buy more carefully than 
men. Consequently, they want more 
details about the company, the service 
and the agent. 

“Women are investment conscious 
and want definite proof that they will 
receive a good return for their money. 

“When women buy, they will make 
almost any sacrifice to keep their in- 
surance in force. 

“It is essential to emphasize in_talk- 
ing to women that life insurance is the 
one institution that will guarantee an 
income for life, as women are concerned 
about future income and want assurance 
of financial security. 

“Of course,. it has long been consid- 
ered a woman’s prerogative to change 
her mind, and I admit that many 
women indulge in this privilege. Since 
a woman is never sold until she actu- 
ally makes a deposit, it is essential to 
get cash with the applications. 

“Women, I believe, are very discrim- 
inating in their selection of agents. The 





Musi Study 
Potentialities of 
Market Today 


Life insurance prospects are multiply- 
ing rapidly these days but many of them 
are of a type not previously cultivated 
by agents and it is important for the pro- 
ducer to study the potentialities of the 
day, according to T. P. Beasley, presi- 
dent of Republic National Life, who ad- 
dressed his company’s agency convention 
recently. 

Mr. Beasley mentioned particularly the 
possibilities of juvenile insurance. There 
are some 29,000,000 children under the 
age of 15 years. The Research Bureau, 
he pointed out, in a recent survey found 
that the persistency of juvenile business 
was higher than the average for all other 
classes combined. The average policy 
is smaller but there is a large proportion 
of annual premium payments. More- 
over juvenile business provides an ex- 
cellent means of prospecting in the fam- 
ily. Then there are the great number of 
persons, not in the armed services, who 
have obtained new and better jobs. 
Hundreds of thousands of persons are 
making monev faster than they have 
made it in many a day and few of them 
realize the need of saving in proportion 
to their increased earnings. 

The civilian payroll of the government 
has increased enormously and these em- 
ployes are found in various cities 
throughout the country as well as in 
Washington. Moreover women will 
make up much of the insurance market. 
There are more than 50,000,00 women 
over age 14 and more than 12,000,000 of 
these are working. The government pre- 
dicts that there will be a total of 20,- 
000,000 women on the job before the 
war is over. Many of these women will 
continue in post war industries and so if 
the agent starts to cultivate this market 
now he will be building in a permanent 
way. 


Manhattan Life Muster 


A regional meeting for its midwest- 
ern and western representatives will be 
held by the Manhattan Life Oct. 9-10 
at Moraine on the Lake, Highland 
Park, Ill. It is expected that J. P. For- 
dyce, president; V. W. Edmondson, as- 
sistant to the president, and E. A. Por- 
ter, secretary-actuary, will be present 
from the home office. 

Production, recruiting and meeting 
today’s needs will be major topics for 





discussion. Representatives will be 
present from _ Cleveland, Cincinnati, 
Denver, San Francisco and Chicago. 


The company’s improved “ideal protec- 
tion” policy will be explained. 


Christmas Club for Soldiers 


Midland Mutual Life has organized a 
Christmas Club for members of the com- 
pany’s staff who are now in the service. 
The company has 25 representatives in 
the armed forces, all being in this coun- 
try except one. ‘Razor blades and toilet 
soaps will be sent them. 











agent must transmit the idea that he 
has the greatest respect for her finan- 
cial judgment and that her program 
merits his best professional skill. 

“The agent must be firm and not per- 
mit the discussion to digress from the 
main subject, which is the solution of 
the prospect’s financial problem so that 
she may have peace of mind about her 
future. 

“In selling women it is very impor- 
tant to appeal to the ego, as women 
often feel inferior to men in their abil- 
ity to manage money. They will not 
give information or ask questions until 
you have gained their confidence.” 
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Fraternal Work 
More Complex 
Than Ever 


Impact of War Is Under- 

lying Theme of General 

Sessions, Section Meetings 
By DALE R. SCHILLING 


First consideration must be given by 
all other mat- 
ters, to helping to win the war, it was 
the grim conviction of National Fra- 
ternal Congress members who took part 
in the annual meeting at Chicago. If 
the be lost by the Allied 
Nations, there would be an end to fra- 


fraternal leaders, above 


war should 


ternalism. 

this patriotic attitude 
which was everywhere manifested at the 
gathering and which saturated most of 
the addresses, was the equally strong be- 
lief that the fraternal institution is be- 
ing offered its greatest opportunity to 
do a first-class, nation-wide job of sell- 
ing its special advantages to the people 
of the country. For in fraternalism the 
benefit members as well as social mem- 
bers work and take part in activities. 
The institution is cohesive, much more 
closely unified than any other similar 
organization. 


Tied in with 


Great Opportunity Presented 

Local lodges are active in war bond 
selling, Red Cross, first aid, steel scrap, 
rubber and other collection drives, but 
there is much more that they can do to 
give service in the war effort, it was 
commented. The thought is that this 
volunteer service exerted through mil- 
lions of members will make a lasting im- 
pression on the minds of the American 
public who may be prospects for life 
insurance protection. 

Stimulation of greater patriotic activ- 
ities in local lodges, it was commented 
by Norton J. Williams, the new N.F.C. 
president, may help to solve the prob- 
lem presented by a threat to lodge meet- 
ing attendance due to the tire and gaso- 
line rationing. This in turn will result 
in better persistency of memberships and 
business, which will be reflected in main- 
taining the insurance in force. 

A major problem is the acquiring of 
increased new quality business. Many 
fraternals for years were gradually slip- 
ping in business production, which 
caused loss of insurance in force. In 
the last year or so better records were 
made and many societies increased in- 
surance in force. 


Must Earn Their Guarantee 


Equally vital is the maintenance of a 
sound investment portfolio, with net re- 
turn which will provide at least the in- 
terest guarantees in certificates. This 
must be done in recognition of the fact 
that interest has been steadily sliding 
down and it will become increasingly 
more necessary for societies to invest 
greater and greater amounts in govern- 
ment bonds to help finance the war. 

Due to competition with old line life 
companies, in recent years many so- 
cieties have adopted more modern meth- 
ods, gone in for larger size certificates, 
etc. There was a strong feeling at this 
convention that fraternalism should 
make its stand for public favor more 
on its original ground of modest 
amounts of protection linked with lodge 
activities which are designed to take a 
vital place in community affairs. Thus 
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Williams Pledges 
Best Effort in 
Accepting Post 


Great responsibility rests on the new 
administration of the National Fraternal 
Congress in this time of world strife and 
sweeping economic and __ sociological 
changes, Norton J. Williams, head of 
Eqitable Reserve, president- elect, de- 
clared in his address of acceptance. 

“It is qa distinct honor to be selected 
as the executive officer of an organiza- 
tion made up of one’s peers,” he said. 
“I express my appreciation to the Na- 
tional Fraternal Congress for the confi- 
dence reposed in me by selecting me as 
president for the ensuing year. 

“For 22 years I have observed the 
high caliber of the men and women who 
have been selected as president of the 
National Fraternal Congress. With that 
knowledge and a full realization of what 
is expected of me I assume the robe of 
office with more or less hesitancy. I 
pledge to the congress my most care- 
ful thought and consideration for every 
issue that may come before the organ- 
ization during my term of office. 


To Carry Story to Public 


“It will be my constant endeavor to 
promote vigorously every issue in the 
interest of our societies, and to acquaint 
the public with the true values con- 
tained in the policies, certificates or 
benefit contracts issued by the fraternal 
benefit societies. 

“This new administration is born 
during a period of great strife and strug- 
gle. The civilized world is fighting and 
men are dying to preserve freedom, op- 
portunity and a free, constitutional form 
of government for ourselves and those 
people who are now denied the free- 
doms and opportunities they cherish. 

“IT pledge to the President of the 
United States of America and to my 
country all my energy and ability in 
helping to bring this terrible world con- 
flict to a victorious end in favor of the 
United Nations. I ask every officer and 


every member of our fraternal benefit 
societies to join with me in that en- 
deavor. 


Great Opportunity Is Open 


“We should all be motivated by the 
thought that through united action we 
can not only win the war but also win 
the public to a full understanding of the 
true value of life protection provided by 
the fraternal benefit system, as well as 
the benevolent and philanthropical work 
carried on by our societies. 

“The time has come when the officers 
of our fraternal benefit societies may not 
only stand on the balcony and receive 
the applause of the membership, but 
must walk and talk with the members 
and the public, in a campaign to inform 
everyone as to the true benefits we have 
to offer. 

“The National Fraternal Congress was 
born in 1886. It happened I was born 
the same year and so we celebrate our 
anniversaries together. It was 18 years 
previous, in 1868, that John Jordan Up- 
church founded the first fraternal so- 
ciety on the North American continent. 

“The year 1943 will therefore be the 
75th anniversary of the fraternal benefit 
system in the United States and Canada. 
I recommend that every fraternal so- 
ciety affiliated with the National Fra- 
ternal Congress contribute a small 
amount to purchase and place a suitable 
plaque at Meadville, Pa., to recognize 
the place of birth of fraternal life in- 
surance. 

“T express to President Thomas R. 
Heaney my personal appreciation for 
his able leadership during his administra- 
tion. Much of the progress made during 
the past year has been inspired by his 
executive ability.” 
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J. WILLIAMS 


NORTON 


Norton J. Williams, the new presi- 
dent elected on Thursday and to be in- 
stalled in the final session Friday morn- 
ing is president of Equitable Reserve, 
Neenah, Wis., one of the most progres- 
sive of the younger fraternal chief ex- 
ecutives. 

He was and is-one of the prime mov- 
ers in the fraternal field managers as- 
sociation, the idea for whose organiza- 
tion at the Pittsburgh N.F.C. conven- 
tion in 1935 he originated. Mr. Wil- 
liams was elected the first president. 
This group has brought into the fra- 
ternal business the technique of free, 
open discussion of sales methods in an 
effort to make them thoroughly ade- 
quate to meet modern conditions and 
already has been of incalculable benefit 
to the association. 


With Society for 37 Years 
While Mr. Williams is only 56 years of 


age, he has been actively connected 
with Equitable Reserve for 37 years 


since he became a local secretary. He 
was elected president of the society’s 
local assembly at Madison, went on the 
board in 1921 and became Equitable 
Reserve’s field manager in 1925. Then 
in 1926 he was named vice-president 
and he was elevated to president in 
1938. 

Mr. Williams was born at Middleton, 
Wis., March 6, 1886. He took a com- 
mercial course at Madison College, 
Madison, Wis., then after graduation 
for some years was in charge of the 
sales promotion department of the 
Gisholt Machine Co., Madison, and 
later sales manager of the Democrat 
Printing Co. there. For 11 years he has 
been president of the Neenah board of 
education. 





Ten Societies Join N. F. C. 
in Last 12 Months 


Ten fraternal benefit societies 
became members of the National 
Fraternal Congress in the last 
year, T. R. Heaney, retiring presi- 
dent, reported in his annual 
address. These were: 

American Sick Benefit & Life, 
A.O.U.W. of Washington, Croa- 
tian Catholic Union, Independent 
Order of Svithiod, Order of Rail- 
road Telegraphers, Railway Mail 
Association, Railway Men’s Relief 
Association, Scandinavian-Ameri- 
can Fraternity, Southern Mutual 
Benefit and Western Catholic 
Union. 
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Wisconsin Leader 
Takes Over Helm 
in Trying Times 


Mrs. Grace McCurdy Is 
Next in Line as 
Vice-president 


Norton J. Williams, president of 
Equitable Reserve, Neenah, Wis., was 
elected president of the National Fra- 
ternal Congress Thursday in the an- 
nual meeting at Chicago. He has been 
vice-president. Grace W. McCurdy, head 
of Royal Neighbors, Rock Island, IIl., 
was the choice for vice-president. Both 
have been unusually energetic and for- 
ward looking in N. F. C. work for a num- 
ber of years. They represent the most 
alert and progressive elements in frater- 
nalism and their election assures an ad- 
ministration of the highest order to meet 
the serious problems of the next year. 

There was standing room only when 
T. R. Heaney, president, convened the 
congress. . Royal League girls presented 
the flag and led in the oath of allegiance. 
The Rev. A. R. Kretzmann, St. Luke’s 
Evangelical Lutheran church, gave the 
invocation. 


Favor Non-Negotiable U. S. Bonds 


The N.F.C. adopted a resolution fa- 
voring the issuance by the government 
solely for investment purposes of 3 per- 
cent bonds which would be non-nego- 
tiable except as between insurance com- 
panies, charity trust funds, and the like, 
and would not in any event come on the 
general market. These bonds would give 
the insurers a slightly higher yield than 
the war bonds in which they are now 
being asked to invest, enough to help 
meet their reserve requirements. Like 
the English consols, they might have no 
maturity date. 

A committee composed of De E. Brad- 
shaw, Woodmen of the World, Omaha; 
.. A. Knight, Royal Neighbors, and N. 
J. Williams, Equitable Reserve, was 
named to visit Washington and do all 
in its power to secure favorable action 
on the proposal. 

It is understood that the American 
Life Convention will take up a similar 
proposal at its meeting in Chicago next 
week. 


Governor Green Speaks 


Governor Green of Illinois led a staff 
of distinguished greeters. He flew from 
Springfield to attend and returned the 
same way. He commented on the spirit 
of “patriotic solemnity” which marked 
the congress. In fraternalism, he said, 
one sees the American way of life really 
at work, and all America could well set 
its standard by the unity and spirit of 
self-sacrifice and true democracy which 
characterizes the institution. 

Desire for fraternalism has been man- 
ifested since the dawn of history by men 
banding together for mutual aid, he said. 
The determination to live in friendship 
with neighbors crystallized in founding 
of the fraternal institution by John Jor- 
dan Upchurch in Pennsylvania with the 
first A. O. U. W. The legal reserve so- 
cieties, the governor said, are well man- 
aged, soundly financed, and represent the 
best elements of Illinois. 

Director Paul F. Jones said fraternal- 
ism’s devotion to the democratic form 
of government never has wavered 
through the years. The institution’s poli- 
cies are determined in the open by popu- 
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Review of Fraternalism from 
Inception, by Mrs. Miller 





The beginnings of fraternalism in this 
country and of the National Fraternal 
Congress, with historical sidelights on 
their progression down to the present 
were given by Bina West Miller, head 
of Woman’s Benefit, Port Huron, Mich., 
in an engrossing paper on “Develop- 
ment and Progress of the Fraternal 
Benefit System,” delivered in the morn- 
ing general session Wednesday. 

This paper was the product of much 
research. It was based on a study of 
all the reports of the N.F.C. beginning 
with its organization meeting Nov. 16, 
1886, which are in the possession of 
Woman’s Benefit, and on a book by M. 
W. Sackett, former secretary of 
A.O.U.W., which was published in 1914. 


Tells of A.O.U.W. Founding 


Mrs. 
ization Oct. 
No. 1 of 
Workmen 


Miller went back to the organ- 
27, 1868, of Jefferson Lodge 
Ancient Order of United 
at Meadville, Pa., by John 
Jordan Upchurch, the first fraternal 
formed in this country and the first 
lodge of A.O.U.W. The expressed pur- 
pose was to adjust differences between 
capital and labor, with emphasis on fra- 
ternal fellowship. The first grand meet- 
ing of A.O.U.W. was held Oct. 6, 
1869, when provision was made to adopt 
an insurance fund. It was not until 
early in 1872 that the first insurance cer- 
tificate was issued. Members then did 
not trouble about the actuarial science 
of life insurance, Mrs. Miller com- 
mented but were willing and anxious to 
pay the small assessment for benefits. 

The ritual now common in fraternal 
societies arose from the fact that Father 
Upchurch was a mason. 


Her Society Started in 1873 


Degree of Honor was conceived later 
and had its first supreme lodge meeting 
in 1873. It was auxiliary to A.O.U.W. 
A beneficiary feature was adopted in 
1882 and also by-laws. The first few 
lodges were in Pittsburgh and Alle- 
gheny, Pa. There was no financial con- 
nection between the two societies and 
in 1910 the supervision control was 
drawn and they became separate and 
distinct. 

Mrs. Miller said A.O.U.W. for some 
time had the field to itself and by 1870 
had seven subordinate lodges in Penn- 
sylvania and one in Ohio. The year 
1873 was notably prosperous for it, with 
about 64 subordinate lodges in Penn- 
sylvania, Ohio, Kentucky, Iowa and In- 
diana, and grand lodges in Indiana, 
Iowa and New York. In that year 
Father Upchurch was elected president 
and M. W. Sackett, secretary. Father 
Upchurch died at Steelville, Pa., Jan. 18, 
1887, at the age of 66. 

Artisans Order of Mutual Protection 
was organized in 1873 by Dr. J. M. 
Bunn who had organized many 
A.O.U.W. local lodges in Pennsylvania; 
Knights of Honor, June 30, 1873, at 
Louisville by Dr. Darius Wilson; Inde- 
pendent Order of Foresters June 1, 
1874, by Dr. Oronhyethkha; Order of 
the Golden Cross July 4, 1876, in Knox- 
ville, Tenn., by W. R. Cooper; the 
Catholic Mutual Benefit Association, 
October, 1876, the president being John 

Hynes, and Royal Arcanum in 1877 
by Dr. Wilson. 


N.F.C. Initiated at Washington 
Leroy Andrus of A.O.U.W. 


Organization session at Washington, 
D, C., Nov. 16, 1886, at which the Na- 
tional Fraternal Congress came into be- 
ing. Sixteen societies were represented 
with a total membership of 544,000 and 
Insurance in force over a billion. The 
second meeting was at New York city 
in November, 1888, at which the present 
committee on statistics and good of the 
order was constituted. 

One of the principal reasons for or- 
ganization of the N.F.C. was the diffi- 
culty that existed for a number of so- 


called an 


cieties in operating in the various states. 
In 1891 a resolution was submitted to 
employ an attorney to prepare a uni- 
form law governing fraternal societies 
to be submitted to state legislatures. 
Ever since, a chief function of the 
N.F.C. has been its legislative work. 
Mrs. Miller attended her first N.F.C. 
meeting at Buffalo, N. Y., in 1894. She 
also recalls a meeting of about 1898 at 
which an address was delivered by 
Adam Warnock of the American Legion 
of Honor warning of conditions that 
might arise as a society became older 
if its rates were inadequate. Years later 
this situation arose in most societies. 


Other Organizations in Field 


Associated Fraternities of America 
was organized in 1901 to oppose the uni- 
form or so called “force” bill and was 
consolidated with the N.F.C. in 1913. 
Federated Fraternities was organized in 
1909 to oppose valuation requirements 
of the famous Mobile bill and held its 
last meeting in 1916. The American 
Fraternal Congress was organized in 
1919, and the Canadian Fraternal Con- 
gress in 1891. 

Mrs. Miller commented on the _ in- 
adequate way in which benefits were 
granted and assessments collected in 
those early days, compared with the 
methods of the societies today with their 
actuarially correct basis for computing 
adequate rates and reserves. Actuarial 
science was in a stage of development 
when the old line and fraternal life in- 
surance institutions were formed, and 
experience statistics were practically nil. 
Both the systems made mis-steps due to 
inexperience, she said. The fraternals 
tried to give too much for too little 
while the old line companies gave to 
little for too much. Both systems have 
corrected their difficulties, 


System on Sound Foundation 


Today, she noted, the fraternal bene- 
fit system stands on an economically 
sound basis and justifies the confidence 
that the public reposes in it. It was true 


the founders of fraternalism adopted 
very informal and unscientific means, 
but their objective was very worthy. 


It was solution of the economic prob- 
lem of the family arising from death 


of the bread winner. The founders of 
fraternalism were well meaning, ideal- 
istic men. 

Mrs. Miller gave some space to the 
lodge system and ritualism. It is 
through the lodges that the societies 


seek to attain their fraternal objectives. 
The ideal of mutual help was common to 


Front row—J. D. Reeder, actuary; Paul J. Leyhe, St. Louis; E. 


waukee; Fred C. Bammel, West Bend, Wis.; 


Presides 











THOMAS R. HEANEY 


Thomas R. Heaney, high secretary of 
Catholic Order of Foresters, Chicago, 
wound up a fine stewardship and a 
most active year’s work by presiding at 
the Chicago general sessions. 

Mr. Heaney gave an account of the 
activities, which showed that he had at- 
tended a great many meetings of state 
congresses and_ individual societies 
throughout the country during the year, 
making addresses and tightening the 
bond of cooperation between them and 
the N.F.C. He was given an ovation 
and special thanks of the congress for 
the fine work he has done. 





all the societies, she said, and there was 
no specific objective of any society that 
was not constructive. There have been 
changes but the ideal of mutual help 
has remained constant throughout the 
years. Lodges also have contributed in- 
valuable service in breaking down arbi- 
trary social barriers. 


Helped to Bring Tolerance 


They have contributed much in creat- 
ing a greater degree of tolerance be- 
tween races and creeds in this country. 
For instance, it is only of comparatively 
recent date that any significant recogni- 
tion has been given to women, she said, 
whereas in years past a woman could 
not do much in the lodges unless she 
asked her husband. The women’s so- 
cieties were a powerful factor in the en- 
franchisement of women. 

Lodges have had a beneficial 
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effect 


tion; R. A. Latta, actuary associated with Mr. Green. 


Special Committee 
to Draft War Aid 
Plan Proposed 


Appointment of a special committee 
by the incoming president and execu- 
tive committee for the purpose of 
drafting a comprehensive program of 
war activity to be supported by all 
member societies and local lodges, was 
recommended in the report of the com- 
mittee on lodge activities. It was pro- 
posed the committee preferably be of 
five or seven members. Biggs 
recorder Maccabees, the chairman, read 
the report. He is a past president of 
the N.F.C. 

N.F.C. societies and their lodges al- 
most without exception are taking an 
active, sincere part in the war effort, 
it is shown by answers to a question- 
naire sent out by the committee. The 
societies have the responsibility of en- 
rolling every member in a program of 
war aid, he said. There are 277 socie- 
ties affiliated with N.F.C. and the Ca- 
nadian Fraternal Association, having 
more than 100,000 lodges and combined 
membership of about 8,000,000. There 
are over 165,000 lodges of purely fra- 
ternal, patriotic and social societies 
which undoubtedly would be willing 
and ready to join the N.F.C. societies’ 
lodges in this work. Thus some 32,- 
000,000 fraternal members could be 
mustered who would represent a uni- 
fied movement of great potentialties in 
defending the democracies. 


Urges Taking Leading Part 


“The fraternal system would be 
derelict in its responsibilities to the 
people of our united nations if it failed 
to take the lead,’ Chairman Biggs said. 
“We must cast aside all thoughts of 
normal activities. We cannot rest on 
our cherished laurels earned from hav- 
ing proved ourselves in the past to be 
patriotic, aggressive institutions. We 
must again demonstrate our patriotism 
and aggressiveness by acting and by 
acting now, in unison in a planned pro- 
gram of war assistance. 

“The complete unified cooperation of 
an aroused and enthusiastic populace 
is essential. The part of the fraternal 
societies and their lodges in this war 
effort lies in fostering that spirit. In 
the opinion of your committee, the fra- 
ternal system is admirably suited for 
this purpose.” 

He outlined what fraternalists could 
do in the war effort. Outstanding is 
fortification of civilian morale, which 
means imbuing in the minds of the peo- 
ple a spirit of willing sacrifice, of fore- 
going material comfort in order that 
the war machine may roll unhampered, 

(CONTINUED ON PAGE 33) 





E. Bertram, Milwaukee, all of Aid Association for Lutherans; 
Walter Green, Chicago, consulting actuary; Earl Nicholson, New York, Joseph Froggatt & Co.; back row—Walter M. Emig, Mil- 


John P. Stack, Maccabees, Chicago; John Pekrul, Milwaukee, all of Aid Associa- 
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Society 
Mrs. McCurdy Is 


New President 
of Section 


Forum on Current Prob- 
lems Is Valuable Feature 
of Annual Meeting 

Mrs. Grace W. 


Roval Neighbors, 


McCurdy, 
Rock Island, IIl., was 
first 

Presidents 


head of 


elevated trom vice-president to 


president of the Section at 
the annual meeting Tuesday. She suc- 


ceeds Francis Taptich, president United 


Societies of Greek Catholic Religion. 


Norton J. Williams, who Thursday 


was named N.F.C. president, has been 
second vice-president of the section and 
was advanced to first vice-president. 


Mrs. Minnie Hiner, head of Neighbors 
of Woodcraft, was named second vice- 
president. She has been secretary-treas- 
urer. The latter post was given to S. A. 
Oscar of National Mutual Benefit, Madi- 
son, Wis. 

The new officers were installed by Hill 
Montague, Mutual Life of Richmond, Va. 


Three Outside Speakers 


Three speakers from outside the 
N.F.C. provided an exceptional pro- 
gram. Harold W. Breining, assistant 


administrator, read a paper prepared by 
Gen. Frank T. Hines, administrator Vet- 
erans Administration, Washington, who 
unable to 


was attend due to a cold. 


ott, 
te. 





MRS. GRACE W. McCURDY 


Other speakers were L. H. Sloane, vice- 
president Standard & Poore Corp., New 
York, and Dr. I. K. Gardner, associate 
medical director Reliance Life. 
Greetings were extended by T. R. 
Heaney, N.F.C. president, and W. C. 
Below, president Illinois Fraternal Con- 
gress. Mr. Heaney emphasized the 
presidents carry the load and must de- 
pend upon subordinates, who must be 
efficient, able and loyal. Fraternals will 
find they will be doing things of neces- 
sity that they never before have done, 
he said. Mr. Below said there is more 
fraternal life insurance in force in IIli- 
nois and more assets than those of old 
line companies, according to the Illinois 
department report. E. F. Barnes, fra- 
ternal supervisor Illinois department, 
welcomed the section. The greatest op- 
portunity for fraternals exists today, he 


Presidents Take Up Issues 





Vaughn V. Moore, Chicago, agency manager North Star Life; Jacob Fafara, Chicago, chief organizer Polish National Alli- 


ance. 


Henry R. Freitag, Modern Woodmen, president Press Section; J. C. Phillips, Modern Woodmen, president-elect Fraternal 


Field Managers Association, and John E. Little, Maccabees, retiring president Field Managers. 





said. Grace W. McCurdy, head of Royal 
Neighbors, responded. 

Insurance activities of the veterans 
administration were explained by Mr 
3reining. 

General Hines’ paper expressed opin- 
ion no boy suffering from line of duty 
disability should be discharged from 
service without being informed of his 
rights under the law. This matter has 
been taken up with authorities and it is 
anticipated a solution will be worked 
out. He called for faith in the leaders, 
for full support of the President's war 
mandates. 

Judge T. L. McCullough, Praetorians, 
asked what constitutes proof of service 
death. Mr. Breining said a_ difficult 
question is “missing in action” cases. 
To meet this, Congress passed an act 
to permit continuing a man’s pay allot- 
ments for six months, then another six 
months. Within that period it is felt 
there could be determination of whether 
the man was killed. 

Many changes in the investment pic- 
ture and effects of the war were told by 
Mr. Sloane. The position of govern- 
ments remains unchanged despite the vast 
financing ahead. Fraternals invest heav- 
ily in municipals. He said income from 
future issues of state and municipal bonds 
is to be taxed by the new revenue 
bill. The plan may not remain in the 
bill this vear, but it is slated to be en- 
forced before long. If existing munici 
pals should be obliged to surrender their 
tax exemption, there would be a drastic 
effect on their prices, he said. It steadily 
becomes more obvious all institutions 
will be obliged to absorb large quanti- 
ties of governments. The fraternals are 
quickening their pace of such purchases, 


with 58 percent increase in the first half 
of 1942. 

An interesting forum on current fra- 
ternal problems made up the afternoon 
program. S. H. Hadley, president Pro- 
tected Home Circle, N.F.C. past presi- 
dent, said he had revised his ideas on 
lodge activities in the last year. He 
always has been an ardent supporter of 
the lodge system, but since Dec. 7 con- 
ditions have changed vastly. Society 
leaders will meet problems such as rub- 
ber and gasoline curtailment. Less people 
will be willing to use their cars to at- 
tend lodge. He would not do away with 
adult meetings, but once or twice a year 
would hold a roundup, and he would 
especially emphasize junior meetings. 
Young people will attend if meetings are 
interesting. 


Question of Writing Group 


President Taptich brought up the 
question of fraternals writing group in- 
surance. Bradley C. Marks, A. O. U. W. 
of North Dakota said he long had 
thought on this proposal and sees no 
reason why it should not be successful. 
E. W. Thompson, Maccabees’ chief, sees 
nothing wrong with the principle. <A 
difficulty would be imposing some re- 
quirements called for by law which do 
not affect old line companies. Macca- 
bees has tried it out successfully among 
West Virginia miners, and Georgia mill 
men. 

Holgar J. Johnson, who in the morn- 
ing addressed the Medical Section, sat in 
as an observer at the Presidents Sec- 
tion, was introduced and commented that 
old line and fraternal companies have 
common objectives. 

Dr. J. K. Gardner, associate medical 
director Reliance Life, Pittsburgh, spoke 





Paul N. Mantz, Lincoln National Life; Lendon A. Knight, general attorney Royal 
Neighbors. chairman N.F.C. law committee. and T. A. Torkelson, Lincoln, Neb. 


on the effect on life insurance of the 
health trend resulting from the war 
effort. The newer concept of all-out war 
affecting civilians as well as men in serv- 
ice is bound to have a strong impact on 
health trends, he said. 


Civilian Health Slighted 


There have been great medical accom- 
plishments in treatment of wounded sol- 
diers, regarding infections, shock, etc., 
and the knowledge of epidemiology has 
advanced far. Vigorous action is taken 
against venereal diseases. However, a 
survey of civilians shows not quite 70 
percent live in localities adequately cared 
for by public health officials, and many 
localities which have such service are 
deficient in nursing care and laboratory 
facilities. Draft figures disclose 43 per- 
cent of rejects for physical disabilities, 
based on standards existing before Pearl 
Harbor, which since have been reduced. 

Dr. Gardner »redicted soon there 
would be a plan for relocation of phy- 
sicians to man necessary areas; exten- 
sion of public health facilities and med- 
ical care, either through the American 
Medical Association or federal govern- 
ment, and a great public health educa- 
ttional campaign. 


Problem of Personnel 


Mrs. Dora Alexander Talley, head of 
Woodmen Circle, said there should be 
better war work organization in societies 
and lodges. It is difficult, if not impossi- 
ble, to keep the office force up to past 
standards because of inducements of 
high wages elsewhere. It may be neces- 
sary to employ older people and those 
who are disabled. 

Mrs. Minnie Hiner, head of Neighbors 
of Woodcraft, proposed that 10 cents per 
member per year could change the situa- 
tion by providing an advertising fund, 
of $600,000, enough to finance a_half- 
hour national hookup radio program for 
the fraternal institution for 52 weeks a 
year. This could be made a powerful 
means of popularizing fraternalism, she 
said. 

The nominating committee chairman 
was Bradley C. Marks, auditing chair- 
man, Mrs. McCurdy, and credentials 
chairman, T. W. Midkiff, W. O. W., 


Denver. 


An unusual arrangement of meeting 
rooms for the section gatherings Tues- 
day made it possible to keep in contact 
with all but the Law Section by remain- 
ing on one floor. This proved very con- 
venient and those attending expressed 
hope a similar setup could be arranged 
at future meetings. Leonard Hicks, man- 
aging director Morrison Hotel, was com- 
plimented on the fine service rendered 
and the physical arrangement which 
minimized running up and down on ele- 
vators and stairs. 
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Field Managers Discuss Problems 


A.L.C. President 
Brings Message 
fo Managers 


McAndless Tells Sales 
Qualities Needed—Phillips 
Elected as Head 


NEW OFFICERS ELECTED 


President. John C. Phillips, general field 
organizer Modern Woodmen. 
Vice-president—Fred A. Johnson, gen- 
eral organizer Royal League. 
Secretary-treasurer—N. K. Neprud, super- 
visor of agencies Lutheran Brotherhood. 
Executive committee—Mrs. Bina West 
Miller. head of Woman’s Benefit; H. A. 
Mitchell, Equitable Reserve; S. C. Holston, 
Woodmen of the World. Omaha; John E. 


Little. Maccabees. 


\ working knowledge of objectives in 
life insurance selling is the fundamental 
need, A. J. McAndless, president of 
Lincoln National Life and of American 
Life Convention, declared in an inspir- 
ing address at the annual meeting of 
the Fraternal Field 
tion. 


Managers Associa- 


He said one test of the selected ob- 
jectives is whether they have the quali- 
ties of clearness, distinctness and ade- 
quacy, but another equally important is 
whether they show the qualities of in- 
tuitiveness and of symbolism. This lat- 
ter usually is signified by a knowledge 
that the worker is on the right track, 
that his methods will work. Mr. Mc- 
Andless’ inspiring talk is presented at 
length elsewhere in this issue. 

The Field Managers in their business 
meeting rejected a proposal that the 
group be consolidated with the N.F.C. 
as one of its sections, and then approved 
another resolution to refer this matter 
to the executive committee for con- 
sideration, 

The elevation of Mr. Phillips to presi- 
dent followed the resignation of C, D. 
DeBarry, vice-president, who was _ in 
line for advancement, but who about 10 
days ago resigned as general sales direc- 
tor of Catholic Order of Foresters and 
thus was not qualified to continue as a 
field manager. Mr. Johnson has been 
active in the association for a number 
of years and is one of the younger, more 
progressive field organizers. He prob- 
ably will be president next year. Like- 
wise, Mr. Neprud has done much yeo- 
man work in the group. 

John E, Little, actuary and field direc- 
tor of Maccabees, presided as president. 

(CONTINUED ON PAGE 35) 





New officers of Fraternal Field Managers Association—H. 


A. Mitchell, 


“quitable 


Reserve, executive committee; Fred A. Johnson, Royal League. vice-president; John 
C. Phillips, Modern Woodmen, president; N. K. Neprud, Lutheran Brotherhood, sec- 


retary-treasurer ; members of executive committee 
Association; 


ing president; S. C. Holston, Aid 


Neighbors. 


John E. Little. Maccabees, retir- 
Mrs. Grace W. McCurdy, Royal 





Company President Airs 
Views on Need of Objectives 





Life insurance could well adopt prin- 
ciples used by sales executives in dis- 
tributing tangible goods, A. J. Mc- 
Andless, president of the American Life 
Convention and of Lincoln National 
Life, told the Fraternal Field Managers 
Association in an inspiring address 
Monday. 

“What is the first thing you experi- 
ence in trying to sell?’ he asked. “I 
think it is, how does your sales work 
register? 

“We all should strive to get a work- 
ing knowledge of what we are trying to 
do.” He noted a great French philo- 
sopher decided he should define every 
word and term he used and prove every 
conclusion. One solution, he said, might 
be to start all over again and build anew. 
But another more practical way, he said, 
probably would be four tests: If our 
ideas have the qualities of clearness, dis- 
tinctness and adequacy, and if they have 
the quality of intuitiveness and symbol- 
ism. A person can recognize many ob- 
jective things; a life insurance worker 
has a clear knowledge of his job if he 
can see clearly his objectives. 


Gives His Own Idea 


Mr. McAndless said he feels he is not 
serving the institution well when he de- 
clines a risk that the agent has worked 
hard to put on the books. That is his 
personal reaction to his responsibility of 
providing all possible protection to the 
public. He noted in Sweden no double 


_ New officers of Secretaries Section (left)—Mrs. Clara B. Bender, Degree of Honor. 
St. Paul, vice-president; Oscar A. Kottler, Artisans Order of Mutual Protection, Phila- 


delphia, president; two executive committee men, P. 


O. Bowers, Ben Hur. Crawfords- 


ville, Ind., and John Masich, Greek Catholic Religion, Munhall, Pa.; Miss Erna M. 


’ 


AMY 





A. J. McAndless, president American 
Life Convention and Lincoln National Life, 
addressing Fraternal Field Managers Asso- 
ciation. 


indemnity is sold because it is felt that 
if a man has $5,000 of life insurance and 
$5,000 of double indemnity he may feel 
he has $10,000 of coverage and so go 
underinsured. Thus the objectives of 
individuals, institutions and countries 
vary. 

He said we use many terms today, 
such as “democracy” which if we were 
pinned down we could not precisely de- 
fine. “I feel many field workers simi- 
larly do not exactly know their objec- 
tives,’ he said. “A worker can operate 

(CONTINUED ON LAST PAGE) 


Selling Insurance 
as Inflation Curb 
Aids Nation 


Marks Urges Producers 
to Become Imbued with 
Crusading Zeal 


Fraternal field workers must aid their 
country in stopping a disastrous infla- 
tion, Bradley C. Marks, head of A.O. 
U.W. of North Dakota, told the Frater- 
nal Field Association in a 
talk on 


Managers 
today’s opportunities for the 
field people. They have an obligation to 
put into this work all their physical 
and mental energy. 

There are many reasons today why 
people should buy life insurance, he 
said. Life insurance has stood the test 
and the public has confidence in it as a 
sound financial system. The story must 
be told in ag more human way, about the 
things that it will do. 


Old Formula Not Now Safe 


Not alone lives will be lost in the 
conflict, but property savings, and also 
there may come the disaster of inflation. 
Mr. Marks said the old formula to 
hedge against inflation was to invest in 
stocks, real estate or commodities, but 
he believes this would not be so good 
a step as in the past because high tax 
rates would take a large proportion of 
any profit or gains. A profit from in- 
crease in dollar values from such invest- 
ments so as to maintain the same 
purchasing power with capital is the 
purpose of this older formula. 

Past inflations have not been com- 
plicated with high individual and corpo- 
ration taxes, he said. The investor who 
chooses stocks, real estate or commodi- 
ties that gain nothing or even depreciate 
by reason of inflation thus if he guesses 
wrong suffers loss by his attempt to 
hedge. Great losses or mistakes in 
financial planning affect rich and poor 
adversely. 

“It is my opinion that hedging meth- 
ods of that kind do not fit this present 
day disturbance, and are very dangerous. 
The best hedge is to make certain of 
your principal and so plan that you can 
hold what you have and carry through 
to the time when the inflation balloon 
starts down and your dollar will again 
buy as much or more than it does now 
or than it did at the height of the in- 
flation.” 

“Life insurance and war bonds, meet 
this qualification. The policy has a 
known value to the family at death. It 
eliminates worry. Purchases cannot be 

(CONTINUED ON PAGE 43) 





Barthel. Royal Neighbors, Rock Island, Ill, secretary-treasurer; Thomas R. P. Gibb, 
Order of Scottish Clans, Boston, past president. 

Right—Registration desk staff—Eleanor Friel and Jane Byrne, C.O.F.; Betty Koehr 
and Helen Bauer. N.F.C. headquarters; Eleanor Wenz, Morrison hotel. 
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Smith New Head 
of Fraternal 
Association 


I. W. Smith, actuary of A.O.U.W. of 
North Dakota, Fargo, was elected presi- 
dent of the Fraternal Actuarial Associa- 
tion at the annual meeting Tuesday. He 
succeeds James D. Reeder, actuary Aid 
Association for Lutherans, Appleton, 
Wis., who presided. 

The other new officers are: 
president, Eugene H. Pakes, actuary 
Woodmen Circle, Omaha, advanced 
from secretary, a post he has held for 
a number of years; secretary, M. L. 
Ridgeway, assistant secretary Equitable 
Reserve, Neenah, Wis., who also has 
actuarial duties; editor of “Proceedings,” 
James D. Reeder. 


Vice- 


Members of Executive Council 
elected on the executive 
E. Reault, Maccabees, 
Taylor, consulting actu- 
Frank J. 
Woodmen, 


Members 
council are: J. 
Detroit; H. R. 
ary, Cedar Rapids, Ia., and 
Gadient, actuary Modern 
Rock Island, Ill. 

Ww MacCurdy, actuary 
men’s Relief Association, gave a paper 
on “The Place of the Actuary in Fra- 
ternalism,” and Mr. Ridgeway one on 
“Meeting Cash Demands in Depression 
Years.” 

The rest of the day was devoted to 
discussion of papers read at previous 
meetings, subjects and discussants be- 
ing: Distribution of surplus, Barret N. 
Coates and Maurice Wolfmann, consul- 
tants, San Francisco; streamlined by- 
laws, E. D. Brown, Jr., Chicago; punch 
card systems, F. C. Stouffer; valuation 
of supplementary contracts by attained 
age, D. D. Macken, Woodmen of the 
World, Omaha. 


Railway- 


Smith Discusses Paper 


I. W. Smith, actuary of A.O.U.W. 
of North Dakota, discussed the paper 
of Ralph E. Lane delivered at a previous 
meeting, on “A Workable Hyperbolic 
Formula for Cash Values.” He said 
in order to determine cash or surrender 
value of a policy it is necessary to know 
the desired expense allowance of a par- 
ticular company and the basis of valua- 
tion so that equity to the policyholder 
can be secured for the different types of 
policies and years of duration. The laws 
of several states generally define the 
status of surrender values, perhaps vague 
but arbitrary, Mr. Smith commented. 
From these conditions it seems that all 
the actuary can do is to proceed from 
assumption to logical conclusion and 
derive a method of procedure accord- 
ingly. 

Mr. Smith said in actual practice he 
wonders how far the results of the paper 
are directly applicable in their present 
developments, but it does lead the way 
for considerations of the problems of 
expense allowance, surrender values and 
cash values which may produce results 
that are more usable than theoretical. 


Royal Neighbors Managers 
Have Chicago Rally 


Managers of Royal Neighbors from 
about 35 states held a conference in Chi- 
cago for two days last week with the 
supreme officers, headed by Mrs. Grace 
W. McCurdy, head of the society. All 
the supreme officers were present and 
also the board of supreme auditors. In 
addition, state juvenile organizers at- 
tended. 

Production plans and field problems 
were considered. One of the chief sub- 
jects of discussion was_ difficulties 
created in getting around the territory 
in view of tire and gasoline rationing. 
Mrs. McCurdy expressed the view that 


this is not convenient, but many persons 
are having to give up conveniences in 





Cash and Loan Prospect Aiter 
War Ends Needs Study 





Problems arising from the cash and 
loan provisions of life insurance policies 
justify the most careful thought of life 
insurance executives, M. L. Ridgeway, 
assistant secretary Equitable Reserve, 
Neenah, Wis., told the Fraternal Actu- 
arial Association in an address on 
“Meeting Cash Demands in Depression 
Years.” 

The average individual may enter the 
post-war period with a few war bonds 
and more nearly out of debt than he 
has been for a long time, but, Mr. 
Ridgeway asked, will he have sufficient 
means at his disposal to meet his living 
and overhead expenses during the period 
of transition from the business of war 
to that of peace? Following war time 
how long will be required for industry 
to convert plants and equipment to pro- 
duction of goods for civilian use? 

Paints Black Picture 

Continuing high taxes and living costs 
will curtail purchasing power, which in 
turn will lessen the demand for civilian 
goods no matter how badly they may 
be needed. Nations will be bankrupt, 
resulting in the loss or impossibility of 
reestablishing foreign markets until 
satisfactory international credit can be 
arranged. Thousands of war workers 
will lose their jobs and many other 
thousands of young men will be dis- 
charged from service will be seeking 
employment. 

“These economic problems will even- 
tually be solved but it may take several 
months, and in the meantime the insur- 
ance organizations of the nations will be 
faced with a heavy demand for funds 
through policy loans and cash surrender 
values. The public will expect and will 
be encouraged to expect financial assist- 
ance from insurance organizations. 

“A substantial proportion of the life 
insurance now in force has been pur- 
chased with the thought in the mind of 
the purchaser that in addition to the 
protection the cash and loan features 
would provide a source of ready cash 
in case of an emergency. Field repre- 
sentatives have stressed these features 
in the sale of the modern policy. 


Policyholders Expect Privilege 

“Over 60 million policyholders have 
been educated to look upon their insur- 
ance reserve as the first, rather than 
the last, source of credit. Their experi- 
ence during the last depression when 
they found their insurance cash or loan 
value alone of all their possessions was 
instantly available, 100 cents on the dol- 
lar, will cause them to turn immediately 
to this private and convenient source of 
cash whenever they need it. 

“The cash surrender values paid plus 
the increase in policy loans reached a 
total of approximately 12 percent of 
policy reserves during 1932. A heavy 
cash withdrawal such as this does not 
come suddenly but is reflected in sub- 
stantially increased withdrawals over a 
longer period, both before and after the 
peak is reached. It would seem wise, 
therefore, for a well managed society to 
put itself in position to realize in cash 
over a three or four year period of an- 
ticipated economic stress at least 20 per- 
cent of its assets. 

“To achieve liquidity requires a sacri- 
fice in investment income, but a society 
must be willing and in position to make 








order that we may win the war. She 
said fraternals were founded on foot and 
can operate that way again. 

The managers qualified for the trip 
to the N.F.C. meeting by filling their 
quotas over the period of a production 
campaign. 


such sacrifice as may be necessary to 
guarantee fulfillment of the terms of its 
outstanding policies. A substantial cash 
balance must be built up and maintained 
whenever there are indications that a 
period of economic stress approaches. 

“United States government bonds be- 
cause of their ready market ability and 
relatively slight fluctuation in price offer 
an excellent method of achieving li- 
quidity. Diversification of the maturity 
dates of other high grade bonds which 
would surely be paid at maturity even 
in a depressed general market is essen- 
tial. Short term bonds of financially 
sound corporations will not suffer so 
greatly in times of severe economic 
stress as will their long time obligations. 
_ “Mortgages, ordinarily considered a 
frozen asset, can be made more liquid 
if they are granted only on a basis re- 

(CONTINUED ON PAGE 39) 


Actuaries Consider Inflation Effects 


Long War May 
Bring Up Matter 
of Interest Rate 


Undoubtedly if the war lasts for an 
extended period some thought will be 
given among fraternal society leaders to 
whether it would be well to drop the 
interest assumption to 2% percent or 
even 2 percent, J. D. Reeder, actuary 
Aid Association for Lutherans, Apple- 
ton, Wis., declared in his presidential 
address before the Fraternal Actuarial 
Association, 

“It also might be well to give some 
thought to adopting the American Men 
table in place of the American Experi- 
ence table,” he said. “This will become 
necessary if the societies are required to 
buy an unusually large proportion of 
government war bonds. 

“No doubt, if the war continues for 
another year, private financing will have 
fallen to a mere dribble, and it will then 
be necessary to buy practically nothing 
but war bonds. This matter will bear 
watching closely. 


“Undoubtedly the question of infla- 











| FACING. THE FACTS 


We are living in an age of realism—in a iime 
when men and women, both young and old, are 
becoming more practical in facing the duties and 


conduct of life. 


ferer from cancer. 


Victor Morin 
Supreme Chief Ranger 








Foremost among these realities and the chief con- 
cern of the family group, fathers and mothers, sons 
and daughters, is to provide for dependent ones, to 
accumulate resources that may be used in ithe 
emergencies of life and to make provision in the 
event of being stricken and totally disabled. 


These desirable and essential purposes may be 
experienced through the Ordinary Life Certificates, 
the Twenty Payment Life Certificates, the Twenty 
Year Endowment Certificates for both Adults and 
Juveniles and the Modified Endowment Certificates 
maturing at age sixty-five, issued by the Society: 
while associated with membership in the Order are 
valuable fraternal privileges providing for the or- 
phans of deceased members, homes for the aged 
and sanatoria treatment for the tubercular and suf- 


These Certificates, broad in. their scope, practical 
in their application and sound in their saving fea- 
tures, serve well in assisting men and women who 
recognize, notwithstanding war and increased taxa- 
tion the obligation that they owe to themselves and 
to their families—men and women who would pro- 
vide for the future in this realistic age. 
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tion looms high in the minds of all of 
those present here because of its direct 
effect on the expense funds of all of the 
societies. It is probably true of the ma- 
jority of all of the societies that the 
loading for expenses has been set at a 
minimum so as to keep the gross pre- 
mium in line with other competing 
companies. It is true also that some 
competitors are not hampered by limi- 
tations placed upon them by statute re- 
quiring that expense funds be segre- 
gated and prohibiting the company from 
using any portion of the net premium 
for expense. 


Eliminate Nonessentials 


“Tt may become necessary for the so- 
cieties to recognize that this old proce- 
dure should be abandoned at this time 
in order to put them in a position ta 
meet their proper operating expenses. 
Sight should not be lost of the fact that 
in times like these it is proper to ex- 
amine every function with the thought 
in mind, ‘Is it necessary and can it be 
gotten along without.’ It should also be 
remembered that it is easy in times like 
these to throw over practices or cus- 
toms which are of questionable value, 
because there is or will be a shortage 
of help in each home office and every- 
one is busy without doing these un- 
necessary things. Close scrutiny of each 
function and job should be practiced.” 


Mr. Reeder warned that after the war 
period there will come a lull when there 
will be demands for cash and loan 
values and the actuaries and_ society 
heads should lay their plans now to 
meet these needs of the membership. 


Urges Examining Reserves 


“Changing social values may make it 
advisable to build up reserves to take 
care of depreciated assets, and it would 
seem that the contingency reserves and 
undistributed surplus should be exam- 
ined closely, and if necessary the re- 
funds or dividends should be checked 
again. Too much attention cannot -be 
given to these matters.” 

These are the most momentous days 
in American history, he said, and what 
happens in the next two or three years 
no doubt will influence to a very great 
extent what the life and economy of the 
country will be for the next 25 to 100 
years. This seems to be a period of 
maximum change and doubtless it will 
be necessary for the insurance world to 
change many of its ways in order to 
survive this period of upheaval, he said. 

Mr. Reeder noted that some societies 
have adopted war clauses since he made 
that recommendation at the San Fran- 
cisco annual convention last year, yet 
while this has had the effect of causing 
young men of military age to seek in- 
surance elsewhere it has not affected 
total production to any extent. 


Write More Nonmilitary Lives 


One society has not fallen off in pro- 
duction although a greater proportion 
of its new business is on lives under 16 
and over 40. This has seemed to be 
the general experience. He said these 
societies are much better satisfied since 
they are not taking the additional haz- 
ards brought on by the war. 

“No doubt there will be many prob- 
lems for the insurance business to face 
in the next year,’ he concluded, ‘and 
an open mind must be maintained to 
keep in pace with this changing world. 
This is very essential if we in the 
United States of America wish to keep 
a free enterprise sy stem and our demo- 
cratic way of life.” 


A large registration Sunday night be- 
fore the meeting opened was reported 
by the Morrison Hotel management, in- 
dicating more than usual interest in the 
gathering. Many reservations for Mon- 
day were taken up Sunday. The open- 
ing session of the field managers was 
jammed, an unusual demonstration at 
the N. F. C. meetings. So large was the 
group that it had to be housed in a ball- 
room in place of the usual much smaller 
meeting room. 


Write more accident business by sub- 
Scribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blvd., 
Chicago. 





Fred A. Johnson, Royal League; N. K. Neprud, supervisor ofagencies Lutheran Brotherhood. Early scene Monday at registra- 
tion desk—Manager Foster F. Farrell behind desk with a number of women signing up. 





Special Committee to Draft 
War Aid Plan Proposed 





(CONTINUED FROM PAGE 29) 


of encouraging every individual to do 
a better job and discouraging mean, 
spiteful criticism of leaders. These are 
the channels through which unscrupu- 
lous agents of foreign countries under- 
mine our war program, Mr. Biggs said. 


Other Opportunities for Service 


Next in importance is assisting in 
fostering the morale of those in the 
service. It is vital the boys have confi- 


their people at home are 
An essential activity 


dence that 
doing their part. 








Cc. L. BIGGS 
is writing frequently to those in serv- 
ice. Another is helping to provide 
dancing and entertainment for service 
men in encampments, making gifts of 
cigarettes, cakes, etc. 
Next, the societies and lodges can 


assist financially. They should encour- 
age members as individuals to purchase 
war bonds and stamps, and members 
should be stimulated to become sales- 
men of these, at least boosting the 
practice of investing surplus funds in 
these securities. Idle funds of local 
lodges should be used to purchase 
bonds and stamps and campaigns can 
be carried out with the goal of a pre- 
determined amount of bond sales. Out- 
right donations of cash or its equivalent 
in war material were suggested by the 
committee. 


Can Aid in Civilian Defense 


Lodge members can and should play 
a major part in civilian defense. The 
responsibility for training a large force 
of civilian volunteers is purely a com- 
munity one, Mr. Biggs said. The lodge 
system with units in practically every 
inhabited area of the North American 
continent provides a fine network for 


meeting the requirements of defense 
preparedness and carrying this to every 
hamlet in both nations. 

Cooperation with the Red Cross was 
stressed, the committee noting that it 
is a fine thing to give blood for the 
plasma supply. The fraternal system 
also should strongly support the “Salv- 
age for Victory” program. Mr. Biggs 


said he did not wish in any way to 
minimize the value of the societies’ ac- 
tivities now being conducted along 
these lines but he said much more could 
be done by a relatively small increase 
in effort if all the societies and their 
lodges were organized in a unified pro- 
gram for war aid. This would tend to 
bring a greater national solidarity. 
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Medical Director F oundation 
Stone of Society 





The greatest need of most fraternal 
societies is better business management 
and no department can contribute more 
to the society’s stability and prosperity 
than the underwriting department, Os- 
car E. Aleshire, president Modern 
Woodmen, told the Medical Section in 
a talk on “The Importance of the Ser- 
vices of a Medical Director.” Some so- 
cieties, he said, are paying a higher cost 
for acquisition of business than it is 
worth; some are lax in the selection of 
business. The war years will be a se- 
vere test of the quality of management. 

He said in Modern Woodmen real im- 
provement has been made in underwrit- 
ing although the society has not yet 
given the underwriting department all 
the helps which have been provided for 
better underwriting. The improvement 
is showing~in the quality of business 
and its persistency, and in time it will 
show in reduced mortality, he said. 
Cannot Expect to Be Popular 


“My sincere sympathy is with medi- 
cal directors, because I know they must 
stand like a stone wall against the im- 
portunities, sometimes from good agents 
who think they know more about what 
is good for the society than the medical 
director does. There is a fraternal side 
to our business and it should be cul- 
tivated to a greater extent. But there 
is also a business side which we dare 
not neglect even though it affects the 
fraternal side of the business. 

“T cannot hope for increased popular- 
ity of medical directors with those who 
produce business, but if they are effi- 
cient and always start with the premise 
that what is best for the society will 
finally be best for all its members, they 
will some day come into their own re- 
ward and will receive high praise if 
the management is intelligent and fa- 
miliar with the good work the under- 
writing department is doing. 


Must Show No Favors 


“Without exception, no favors should 
ever be shown even on small certificates 
if the business does not measure up to 
the standards of underwriting which 
have been set. When better business 
comes in, cheaper fraternity usually 
goes out, but we must hew to the line in 
our business management if our so- 
cieties are to live and serve and 
prosper.” 

Mr. Aleshire said unless the medical 
director is prejudiced and inefficient, he 
is sure to be unpopular with the busi- 
ness producers. The field men generally 
feel that the head office and medical 
director are in collusion to limit produc- 
tion of new business by rejecting all the 
good business they possibly can, where- 
as nothing can be further from the 
truth. 

“New business is the most important 
thing in any life insurance society,” he 
said. “If new business is not produced 
the society will not grow and prosper 
and there will be little need of record 
keeping, actuarial services or investment 
management.’ 


Constant Watch for Crooks 


It is unfortunate, he said, but every 
life insurance organization has a few 
crooked agents and the combination is 
hard to beat when a crooked agent col- 
laborates with a crooked prospect. It is 
essential the competent medical director 
review all new business the same as the 
supreme court may review legislation to 
determine whether it is constitutional 
or not. 

He said while he personally does not 
believe in writing non-medical business 
most societies are writing it. He 
acknowledged there are many things in 
its favor but he believes all policy- 
holders should have the common start- 
ing point of sound health. When busi- 


ness is written non-medical there should 
be some limitations as to age, amount, 


family relationship, territory and agent's 
experience. Modern Woodmen’s experi- 
ence on non-medical so far is good. 
Non-medical was not brought about by 
inefficient medical directors but by in- 
efficient examinations in the field, he 
said. Good inspections are an invalu- 
able ally of the medical director. Non- 
medical] does help in selling. 
Quality Business Essential 

“It is more difficult to secure new 
business now than in peace time,” he 
said, “and so perhaps it is more im- 
portant now than ever that the under- 





OSCAR E. ALESHIRE 


writing department should be on_ its 
toes in the approval of quality business 
only. We can’t do much about interest 
rates. There are reasons why the gov- 
ernment is justified in keeping interest 
rates down. On the other hand, all of 
us have to earn a certain rate of interest 
if we are to mature our contracts and 
sO preserve our societies for the millions 
that carry life insurance. 

“Outside of economical management 
the only other source of gain we have is 
a saving on mortality. The medical 
director and the underwriting depart- 
ment can do much along this line.” He 
said the building of an efficient under- 
writing department is a long range 
proposition requiring 10, 20, or 50 years 
for the curve to straighten out. “I do 
not expect my own society to make 
great progress during these war years, 
but I am determined with the help of 
the underwriting department and good 
business management to see to it that 
the society lives, that it emerges from 
these unusual times financially and ac- 
tuarily sound, even though somewhat 
scarred.” 


Notes Other Important Duties 


Mr, Aleshire said he expects the medi- 
cal director to render more service than 
merely passing upon applications. He 
must often use his judgment to deter- 
mine whether his society can afford to 
write an applicant on the kind of con- 
tract and for the amount for which the 
applicant chooses. He can help also in 
making an analysis of the society’s busi- 
ness. He said short term deaths quite 
generally are referred to the legal de- 
partment to ascertain if any fraud was 
committed, but too seldom is the medi- 
cal director asked to review short term 
deaths to see whether his hindsight is 
better than his foresight. 


Woman's Benefit and Woodmen Cizccle 
mustered a large attendance of their 
managers, the delegations being led by 
Bina West Miller and Mrs. Dora Alex- 
ander Talley, respectively, heads of these 
societies. 


Medicos Select 
Dr. Petersen as 
Section Chief 


Dr. J. R. Petersen, Lutheran Brother- 
hood, St. Paul, was named president of 
the Medical Section at the annual 
meeting Tuesday. He succeeds Dr. E. 
A. Anderson, medical director Modern 
Woodmen, Rock Island, Ill. 

The other new officers are: First 
vice-president, Dr. T. E. Johnston, Se- 
curity Benefit; second vice-president, 
Dr. C. M. Frye, Fidelity Life, Fulton, 
Ill.; secretary-treasurer, Dr. 4 G. Mc- 
Grath, chief medical examiner Catholic 
Order of Foresters, reelected. 

A fine program of papers included a 
summary of war clauses by Dr. Hada 
M. Carlson, supreme physician Royal 
Neighbors, Rock Island; a stirring talk 
by H. J. Johnston, president Institute 
of Life Insurance, New York City, on 
relation of medical directors to national 
public welfare during the world con- 
flict; importance of medical director’s 
services, by O. E. Aleshire, president 
Modern Woodmen, Rock Island; ab- 
normal pressure, by Dr. H. Clive Mc- 
Alister, medical director Lincoln Na- 
tional Life. 

Other papers were on underwriting 
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Mrs. Schoessel Head 
of Press Section 


Mrs. Myrtle E. Schoessel, editor of 
Royal Neighbors, was elected president 
of the Press Section at the annual meet- 
ing Tuesday. She succeeds Henry R. 
Freitag, director of publicity Modern 
Woodmen. Both are from Rock Island, 


Ill. 

Harold Allen, editor Fidelity Life, be- 
comes vice-president and Mrs. Mary A. 
Baird was reelected secretary-treasurer. 
The executive committee includes Mr. 
Freitag, Mrs. Venus Inglish, W. O. W., 
Omaha; T. J. Carroll, Catholic Order of 
Foresters, Columbus, O.; F. B. Mallett, 
Protected Home Circle, Sharon, Pa.: S: 
J. Stefanowicz, Polish Roman ‘Catholic 
Union. 

President T. R. Heaney and Vice- 
president N. J. Williams of N. F. C. 
gave brief addresses at the annual break- 
fast. The underlying theme of discus- 
sion throughout the day was the frater- 
nal magazine in war time, sub-topics 
being developed by several members, 
with an open forum following. 








practices, by Dr. McGrath, and cancer 
in relation to life insurance, Dr. 

Sampolinski, Polish National Alliance. 
General discussions followed the papers. 
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Mrs. Minerva Mann, Chicago, Illinois state director of Woman’s Benefit; Mrs. Kather- 
ine V. Growdon, New York, state director of Woman’s Benefit; Mrs. Foster F. Farrell, 
wife of N.F.C. manager. 


A. iE ofl President Brings Message 


(CONTINUE D yRem PAGE 31) 








the sabi that the legal reserve fraternal 
institution is alive to its responsibilities 
and forging ahead. 


Thomas 
president, 
field managers, 


R. Heaney, retiring N.F.C. 
extended a greeting to the 
and told them some of 


his own experiences in the field as a Mr. Williams commented on the or- 
veteran representative of C.O.F. He ganization of the managers association 
urged not overlooking the members who in 1935. It was formed for managers 
don't attend meetings, saying they also only, and attendance of about 50 was 
have an interest in the society. anticipated. Now society executives, 

Mr. Heaney touched on large lines of including presidents, secretaries and di- 
insurance, saying the very size of such rectors, take an active interest in the 
risks indicates they are too busy to at- group and attendance is 200 or more, 
tend and take part in lodge meetings. he said. 


He seconded T. R. Heaney’s sugges- 
tion that field workers go out and talk 
to many more people and convince them 
the fraternal benefit system is the best 
for them. 


[he fraternal system has been built up 
from $1,000 policies, he said. It is a 
large sum to most people when death 
comes. The average fraternal certifi- 
cate is about $800. 


“T would rather have 25 friends at ’ 
$1,000 each than one $25,000 policy- Fundamentals Haven't Changed 
holder,” he said. “The 25 will bring “America still loves the same things 
far more into the lodge and to the so- today that it did 40 years ago when 
ciety.” my Dad walked a mile and a half across 
‘ the fields to lodge meeting after a hard 
Urges Not Overselling day’s work on the farm,” he said. Mr. 
Mr. Heaney said in the first eight Williams inveighed against fraternalists 
months this year a large proportion of who criticize the lodge system when 
the life insurance has been sold in the they have not attended a meeting for 
income group $1,500-$3,060. It isn’t a years. “I ask them how they know the 
good thing to oversell people on insur- meetings are not good and interesting 
ance, he warned. When the day of any more,” he concluded, “when they 


have not attended for a long time.” 
President Little announced the audit- 
ing committee with H. A. Mitchell, 


payment comes the policyholder is dis- 
satisfied. If he pays the premium he 
is disgruntled; if he cannot pay he has 


lost his protection and becomes an Equitable Reserve, as chairman, and the 
enemy of the field representative who nominating committee consisting of 
sold him and of the society and the Norton Williams, Mrs. Dora Alexander 
Whole institution. Talley head of Woodmen Circle, and 
There is a distinct advantage for Fred B. Mallett, field manager Pro- 
ladies’ societies in the present times tected Home Circle, 
because a great many women are re- Mr. Little then gave his presidential 
placing men in business and industry. address, which is briefed in another 
They are earning more money than column. 


they ever did before and are good pros- 


Woman Field Manager Talks 


pects for life insurance. 

He said the N.F.C. officers and com- Field work in a woman’s society was 
mittee chairmen gave unselfishly and discussed by Mrs. Ethel Hayford, De- 
energetically for the common good in troit, state field director of Woman's 
the last year and did a fine job of work. Benefit. In introducing Mrs. Hayford, 

Unwillingness to pay the price of re- Mr. Little said other societies could 
sponsibility is the reason why so many profit by using some of the methods of 
persons never become leaders, Mr. women’s societies 
Heaney concluded. Success comes not “Women field representatives must 
only from employing great energy, initia- know the fundamentals of life insur- 


ance and how to present their societies 

plans just the same as men,” she said. 
“T am insistent our field representatives 
attend schools of instruction. They must 
be thoroughly sold on the society before 
should 


during the day, but also from 


midnight oil, 


tive, etc. 
burning the 
N.F.C. Vice-President’s Views 

Norton J. Williams, 


president Equi- 


table Reserve and vice-president N.F.C., they attempt to sell others. T hey 
who was slated to become president, said be enthusiastic about fraternalism; 
he would not talk about the past, for it should know their field personally 


seems to him a sign of stagnation. through seven days a week of personal 


Today and tomorrow are important. A contacts. They must love their neigh- 
great many societies are showing in- bors, maintain a human interest; have 
crease of insurance in force and of sales, tact, diplomacy and tolerance; know the 
he said, which is a good sign. He urged problems of the people in their com- 


munity and apply solutions.” 
She said prospecting should be thor- 
ough and constant. Service is the main 


a plan be put in effect for societies to 
report their progress to the N.F.C. 
the figures could be compiled to show 


so 


reason for being in the field, she warned, 
and not merely the earning of a com- 
mission. Mrs. Hayford said time spent 
in good ritualistic work, fraternal activ- 
ities, welfare work, civic and civil de- 
fense work is profitable. 


Discusses Lapse Problem 


“Lapsation is always a problem, for 
members are of no value to the society 
if they lapse. In women’s societies lack 
of peace and understanding among 
members often is behind lapsation. 
Other factors are lack of understanding 
of the certificates and failure of the 
field worker to give figures and facts 
which impress the importance and so- 
lidity of the society.” 

She said war times have created other 
problems, through tire and gas ration- 
ing, with difficulty of covering the terri- 
tory. 

“Live an example,’ she counseled. 

“The principle of fraternalism is an ex- 
tension of the ‘Good Neighbor’ policy.” 

Mr. Little called for discussion of the 
paper from Grace W. McCurdy, head of 
Royal Neighbors. She noted that Mrs. 
Hayford had hit on some problems ad- 
vanced at a meeting in Chicago last 
week of Royal Neighbors’ field man- 
agers. “We are going to have to meet 
these conditions,” she said. “After all, 
they are only temporary. We can’t 
meet them by a defeatist attitude, but 


must look them squarely in the face. 
Our societies were founded on foot. We 
did it before and we can do it again.” 
Mrs. Dora Alexander Talley said field 
workers must be convinced that their 
mental attitude is the secret of their 
production or lack of it. Woodmen 
Circle ladies present—some 15 in all— 
were asked to rise and were introduced. 
Mrs. Hulda Donohoe, Springfield, II1., 
state manager of Woodmen Circle, com- 
mented that Michigan has an organiza- 
tion of fraternal field workers and asked 
why one could not be formed in Illinois. 
Mrs. Hayford spoke again at the re- 
quest of President Little, commenting 
that lodge activities have not fallen off, 
as some have charged. Knitting classes, 
and others on first aid, etc., are con- 
ducted by her society. Ritualistic 
activities appealing to younger women, 
such as guard teams, drum and bugle 
corps, etc., are emphasized. 
Frank B. Mallett, gave a talk on 
“Answering Objections Under War 
Conditions.” One of the great difficul- 
ties now is not only the distraction of 
the prospect by other activities and fac- 
tors, such as army service, but also the 
very mechanics of getting around, mak- 
ing collections, etc. Recruiting will have 
to be intensive and concentrated on 
getting more and older men, and also 
women, he said. There are now fewer 
salesmen in any given community. Mr. 
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Mallett’s paper is digested elsewhere in 
this issue. 

Opportunities before fraternal field 
workers were presented by Bradley C. 
Marks, head of the A.O.U.W. of North 
Dakota and past president of N.F.C. 
He said the chief objective now seems 
properly to be that of aiding the country 
by removing the amount of the life in- 
surance premiums from competition on 
the market for consumer goods and thus 
minimizing inflation. Mr. Marks’ fine 
paper is presented in part elsewhere in 
this issue. 

O. E. Aleshire, president of Modern 
Woodmen, addressed the field managers 
at its business meeting on field meth- 
ods for the year ahead. He also spoke 
on the allied subject of persistency. 
He said in the past adequate records 
were not kept on persistency by many 
societies. 

A suggestion that the Field Managers 
Association be admitted to the N.F.C.— 
it is now a separately constituted but 
closely allied organization—was a good 
one, he said, and the N.F.C. would be 
glad to receive it as a section. 


Johnson Opposes Move 


Fred A, Johnson, Royal League, re- 
viewed organization of the Field Man- 
agers, saying at the time it seemed the 
N.F.C. did not want to form another 
section of field managers. Mr. Aleshire 
said it was felt since many society presi- 
dents handled the field work there was 
no need for such a section. But he also 
said some societies felt it was unneces- 
sary to train field workers in modern 
selling methods and didn’t want such a 
section. Mrs. Talley noted that her so- 
ciety was one of the first to join the 
Field Managers. Mrs. McCurdy also 
discussed the proposal to join the con- 
gress, saying the chief issue was to 
schedule the Field Managers meeting at 
a time when it would not conflict with 
sessions of N.F.C, sections. She said 
there were many who wanted to sit in 
on the managers sessions but also did 
not want to miss the N.F.C. section 
meetings. She noted a suggestion to 
have the Field Managers meet on Fri- 
day of convention week, It was doubt- 
ful this would be done, as by that time 
many attendants usually have checked 
out for home. O. R. Christofferson, 
North Star Life, said the organization 
as constituted carries more interest and 
no advantage is apparent in joining the 
congress. 

A motion that the association remain 
a separate entity was adopted. Mr. 
Christofferson moved to have the execu- 


tive committee consider the proposal, 
which carried. 
Reports on Finances, F.I.C. 

J. C. Phillips, Modern Woodmen, 


secretary-treasurer, gave his annual re- 
port, showing $1,140 cash on hand, He 
reported 142 F.I.C. certificates awarded 
to date. There have been 37 member 
societies paying dues. Changes in the 
constitution and by-laws were adopted 
to correct a previous oversight under 
which provision for admitting new 
members was left out, and to permit 
holding a meeting for more than one 
day, if desired, and with more flexible 
limits. Another change sets the annual 
meeting in September, instead of Feb- 
Tuary as originally. 

A resolution on Arthur R. Colvin, 
freld director of Fidelity Life. who died 
earlier this year, was adopted. 

Mrs. Talley reported as chairman of 
the committee on business standards and 
ethics that nothing has been referred 
to the committee and it might be 
assumed there had been no practices to 
criticise. 

Fred A. Johnson reported on the proj- 
ect to copyright the organization’s name 
and the F.I.C. designation. The F.I.C. 
pin has been protected, he said. It 
was found unnecessary to copyright the 
Field Managers’ title, as that organiza- 
tion has been in existence for seven 


years, there would be considerable ex- 
pense, and if any other group should 
adopt the name it would be simple to 
prove priority. 

Mr. Phillips proposed permitting ap- 
plicants for F.I.C. degree to go ahead 


Able Manager 








FOSTER F. FARRELL 


Manager Foster F. Farrell of the ex- 
ecutive headquarters in Chicago in his 
annual report, with which also was 
submitted the report of the executive 
committee, showed the myriad activi- 
ties which are concentrated there. This 
last year was a heavy one legislative- 
wise and Mr. Farrell’s office was al- 
most snowed under with the work of 
digesting the many bills which affected 
fraternals and reporting them to mem- 
ber-societies through a mimeographed 
bulletin service. 

Mr. Farrell also was called upon to 
make a number of trips to various sec- 
tions of the country during the year to 
smooth out difficult situations and 
proved himself a diplomat as well as an 
able executive. 


and take the examinations, then meet 
the field production qualification later. 
A. O. Benz, head of Aid Association for 
Lutherans, felt the requirement of prior 
minimum field production was a good 
one and should be retained. ‘“Fresh- 
men” without sales experience, he said, 
could not well answer some of the test 
questions. Aid Association has been 
especially active in preparing men for 


Mrs. Talley feels the minimum of 
$100,000 in a year is too high for field 
workers of women’s societies. Women 
usually buy smaller policies than men. 
John E, Little, president, said the re- 
quirements when stiff make the F.I.C. 
designation all the more desirable to 
secure and cherished when won. Mr. 
3enz moved to continue the present re- 
quirements and this was approved. It 
also was voted to invest some of the 
cash fund on hand in war bonds. It 
was suggested all members seek to 
secure other societies for membership. 

Fred B. Mallett presented the slate 
prepared by the nominating committee. 
The new officers were installed by Mrs. 


Grace W. McCurdy. 


Fred A. Johnson, field organizer and 
vice-chief archon of Royal League, still 
is bemoaning what happened to a $5 
straw hat recently when he visited 
Omaha. He is an Elk and was met at 
the station by a delegation, one mem- 
ber of which shook his hand while an- 
other snatched his straw—it being past 
the nominal time for wearing summer 
head gear. A bonfire was built and Mr. 
Johnson's hat went up in smoke. Then 
it developed he had been mistaken for 


another man and the vigilantes com- 
mittee made amends. 
Several societies held gatherings of 


officers and field people during the N. F. 
Cc. meeting. Fidelity Life of Fulton, II1., 
had a luncheon the first day with Wal- 
ter CC. Below, president, presiding. 
Women’s Catholic Order of Foresters, 
Chicago, and Woodmen Circle, Omaha, 
held gatherings Monday night, the lat- 
ter also having a conference of state 
officers. 
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The Board of Trustees 


of the 


EQUITABLE RESERVE ASSOCIATION 


appreciates the honor bestowed on the 
Association by the election of our Supreme 
President, Norton J. Williams, to the Presi- 
dency of the National Fraternal Congress 
of America, with its 7,000,000 members in 
the United States and Canada, and tenders 
its acknowledgment of this distinct recog- 


nition. 


Signed: 
Equitable Reserve Association 


Board of Trustees 


Neenah, Wis. 











SUMMARY OF GROWTH 


Ins. In Force 





1918..........$ 676,500.00 
iL) LSet 1,115,000.00 
1s ERAS yer 2, 193,500.00 
Ls RSPAS 3,123,874.00 
BOD sisisiniorn's'es 3,676,500.00 
Bao vr atsicanoes 4,112,500.00 
BORE. ipistecsisisia'e 5,310,500.00 
ee 9,390,000.00 
BOS sxc saenice 14,898, 265.00 
1927.......... 20,551,205.00 
| er 26,370,926.00 
BUDO» cisaisisinsioe 31,782,650.00 
BORD ssesainon 37,675, 188.00 
MODE ssa0 esac 40,763,698.00 
RUSE ss tisisisinniec 40,977,778.00 
BUDO canes cae 42,568, 441.00 
BEB ssiss wieere sre 45,996,821.00 
BBD 5 s:0.0.8 <ciee' 51,028,342.00 
MOOD snd ve2te 56, 190,263.00 
1937 61,097,084.00 
1938 65,334,512.00 
ADB. sw sueeisiee 69, 713,722.00 
ROADS ieswenes 74,888, 463.00 
Rs. $82,385,802.00 


Admitted Assets Surplus Interest Earned Death Claims 
$ 6,735.09 $ 1,881.47 $ 68.96 $ 1,000.00 
19,830.45 5,396.84 356.94 1,000.00 
47,943.34 16,095.95 1,522.17 2,000.00 
96,302.23 26,417.64 3,608.30 4,000.00 
162,335.75 45,526.90 6,652.96 5,000.00 
237,789.34 61,282.75 10,779.18 10,000.00 
319,088.41 73,020.58 14,739.12 10,500.00 
431,157.68 70,728.56 19,477.66 18,500.00 
640,589.94 95,773.04 25,215.02 21,000.00 
907,627.32 121,849.51 39,308.49 45,445.00 
1,285,817.79 158, 209.94 52,648.58 82,235.00 
1,781,500. 70 178,485.20 80,192.30 57,409.42 
2,420,549.09 220,928.06 107,834.52 73,113.00 
3,053, 765.13 264,833.15 140,744.94 112,250.00 


91,215.00 
142,322.38 
115,388.25 
154,887.87 
156,346.00 


3,669,975.61 
4,198, 808.69 
4,803,161.13 
5,559,928. 85 


6,497,321.45 


357,610.74 
379,484.40 
441,438.30 
469,920.35 
558,287.61 


172,518.42 
184,499.86 
206,574.07 
235,056.19 
284,507.57 





7,523,062. 79 706,961.42 321,326.48 132,097.00 
8,737,365. 36 849, 938.3: 379,217.56 148,242.00 
10,043, 257.52 1,004, 130.96 422,499.54 185,224.00 
11,457,782.59 1,156,215.74 460,916.67 203,143.00 
$13,415,045.30 $1,360,394.36 $594,961.87 $181,558.00 


Divs. Paid 


1,914.64 


3,440.31 
6,071.94 
8,829.95 
10,656.87 
14,586.01 


23,728.30 
35,601.56 
63,141.05 
86,203.89 
105,142.27 


118,964.27 
128,646.54 
129,244.11 
135,199.49 
145,473.63 


171,689.58 
214,094.96 
232,840.52 
263,783.36 


$310, 169.86 


LUTHERAN BROTHERHOOD 


Legal Reserve Life Insurance for Lutherans. 


HOME OFFICE 


Herman N. Ekern, President 


MINNEAPOLIS, MINN. 
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Above—Royal Neighbors delegation—front row (left to right) Orma Chamberlain, 
St. Mary’s, Pa,, state manager; Tillie Albrecht, Champaign, IIl., state supervisor; Mrs. 
Lynn Edgett, LaSalle, Ill., state supervisor; Anna M. Cooley, Chicago, state juvenile 


organizer; Mrs. R. E. Koenig, New York, 


Mrs. Alice Nash, Min- 


state supervisor; 


neapolis, supervising manager; Mrs. Grace W. McCurdy, head of the society; second 


row—Mrs. 


Frances L. Torkelson, Lincoln, Neb., board member; Mrs. 


Edna Walsh, 


Kansas City, chairman board of managers; Mrs. Jessie L. Mitchell, Brighton, Mich., 


board member; Mrs. Myrtle Estes Carter, Abilene, Tex., state supervisor; Mrs. Al 
state supervisor; Mrs. Josephine A. Long, Fargo, N. D., 


Snyder, North Platte, Neb., 


ma L. 


state supervisor; Miss Stella Milleson, Salina, Kan., state supervisor. 

Below—Group of Woodmen Circle women—Hulda Donohoe, Springfield, IIl., Illinois 
state manager; Ethel Holiway, treasurer; Marie Hecker, St. Paul, Minnesota-Wisconsin 
manager; Mayme Hippler, Cleveland, Ohio manager. 





Wisconsin Leader Takes ‘Over Helm 


lar ballot and discussion. It is founded 
on generous impulses and high ideals. 
The Illinois department feels very 
friendly to fraternals, he said. 


Robbins and Whitsitt Talk 


Col. C. B. Robbins, manager and gen- 
eral counsel American Life Convention, 
stressed everything must be subordi- 
nated to winning the war. This sacrifice 
will not be in vain, for it will assure per- 
petuation of liberty, equality and frater- 
nity. 

V. P. Whitsitt, manager and general 
counsel Life Presidents Association, said 
the life insurance organizations, in addi- 
tion to their normal functions, share op- 
portunity for service to policyholders 
and the nation, by selling the idea of 
thrift and saving, as well as by more 
concrete war efforts. 

Their representatives are doing an out- 
standing job in selling war bonds. Fam- 
ily security and independence through 
life insurance is a vital element in the 
moral stamina of the people in time of 
war, he said. 

Dr. J. M. Laframboise, president Can- 
adian Fraternal Association, and Walter 
C. Below, Fidelity Life, president IIli- 
nois Fraternal Congress, gave greetings. 
Response was by N. J. Williams. Mayor 
Kelly of Chicago spoke in a dual capac- 
ity, also being civil defense coordinator. 
He said he was glad to have the gather- 
ing in Chicago of people with hearts and 
feelings who were considering something 
besides their own interests. 

Bishop B. J. Sheil of Chicago con- 


© ONTINU ED FROM PAGE 





ducted a memorial service for fraternal- 
ists who died in the year. 

Mrs. Bina West Miller, head of Wom- 
an’s Benefit, read her fine paper on de- 
velopment of the fraternal benefit sys- 
tem. Thomas H. Cannon, chief ranger 
Catholic Order of Foresters, patriarch of 
fraternalism, from his long experience 
drew another engrossing address on the 
history of the institution. 

Lendon A. Knight, general attorney 
Royal Neighbors, reported as chairman 
of the law committee. 


Illinois Men on Program 


Walter Lichtenstein, vice-president 
First National Bank, Chicago, spoke on 
“Financing the War” in the Wednesday 
afternoon session, and Marion Burks, 
Illinois department, gave a talk. Com- 
mittee reports were rendered: General 
welfare, chairman, F. E. Hand, Inde- 
pendent Order of Foresters, Toronto, 
who was unable to attend this year; 
junior membership, W. C. Below, Fidel- 
ity Life; lodge activities, C. L. Biggs, 
Maccabees: public relations, Farrar 
Newberry, W. O. W., Omaha; coopera- 
tive plan for hospital care for fraternal 
benefit societies, N. J. Williams, Equi- 
table Reserve; constitution and rules, J. 
F. Sheen, Chicago, Security Benefit. 

N. F. Nolan spoke at the annual ban- 
quet that night, with T. R. Heaney, re- 
tiring president, as toastmaster. Enter- 
tainment was by courtesy of the Illinois 
Fraternal Congress. Dancing followed. 

Phil S. Hanna, financial editor Chi- 
cago “Sun,” reported on the “Business 


of the Nation” at the morning session 
Thursday. There were reports by com- 
mittees: Security valuations, James A. 
Blaha, Woodmen Circle, Omaha; revi- 
sion of blanks, James D. Reeder, Aid 


Association for Lutherans, Appleton, 
Wis.; distribution, James G. Daly, 
United Commercial Travelers, Colum- 


bus, O. The election followed. In the 
afternoon there was a patriotic program, 
with army, navy, marine corps and coast 
guard units participating. H. R. Bauk- 
hage, American Red Cross, Washington, 
Blue network commentator, gave one of 
his pungent talks, turning the spotlight 
on present-day activities in the nation’s 
capital. 

A special committee appointed at the 
San Francisco meeting last year to study 
a proposed plan for cooperative medical 
and hospital benefits reported unfavor- 
ably, advancing several reasons why the 
idea was not considered feasible. 

Other reports of committees and also 
of the various sections, consideration of 
business and installation of the new offi- 
cers are scheduled for Friday morning. 
Mrs. Dora Alexander Talley, head of 
Woodmen Circle, Omaha, will be the 
installing officer, with an escort from 
Women’s Catholic Order of Foresters. 

An alert attitude and readiness to 
adopt preventive measures must be 
maintained by fraternalists to meet the 
threat of government domination and 


concentration of power in Washington, 
to the detriment of states rights, T. R. 
Heaney, president, stated in his annual 
report. This element in Washington can 
become dangerous if the people are com- 
placent and indifferent. 

“There are those—some high in gov- 
ernment authority—who would central- 
ize under federal control all forms of 
insurance,” he said. He urged keeping 
informed on the subject and ready for 
decisive action. The fraternalists are 
closely unified and are a powerful body 
when they take action. 

Mr. Heaney said two subjects stand 
out in bold relief for fraternalists to 
study, selection of risks and investment 
of funds. He noted the suggestion that 
has come from many sources to select 
a committee of the N.F.C. to lead a 
general discussion of these problems at 
the annual meetings and at other times 
as occasion demands, and urged the 
proposal be considered by the new 
officers. 

There must be the closest affiliation 
between the N.F.C. and state congresses, 
Mr. Heaney said. N.F.C. leaders should 
attend as many state congress sessions 
as possible. To this end, he suggested 
that meeting dates be arranged so there 
would be no conflict and N.F.C. rep- 
resentatives could schedule itineraries 
that would be economical of travel, pref- 
erably by zones. To this end he urged 
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It CAN Happen 
Here! 


Wednesday, Sept. 30, 
Delegates from 86 fraternal 
societies will gather to dis- 
cuss their common problems 
at the annual meeting of the 
National Fraternal Congress, 
in Chicago. It could ONLY 

happen here—in free — 


democratic America. 


THE 
MACCABEES 
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that state congresses confer with the 
N.F.C. secretary to adjust dates and 
places of meetings. 

The year’s record of fraternalists’ par- 
ticipation in civil defense and other war 
work is good, he said. There will be a 
great responsibility on fraternalists 
after the war to help solve the many 
great problems that will arise. 

National Fraternal Life Insurance 
week in May was highly successful, 
with a real nationwide observance, 
many proclamations issued by gover- 
nors and much valuable publicity given 
by local newspapers, C. D. DeBarry, 
chairman of the special committee on 
the week's observance, reported. 

“Thousands of American homes know 
little or nothing about our fraternal so- 
cieties,” he commented, “but celebra- 
tions such as were held during National 
Fraternal Week and the favorable com- 
ments from the press will materially 
assist our field forces in securing more 
and better business.” 

He praised in high terms the pro- 
motional material for the week, in- 
cluding an eye-arresting poster, a “jig 
saw puzzle” card bearing a picture of 
a “Home of Protection,” each piece of 
which was to be submitted with an ap- 
plication and assembled at the head 
offices, special letter heads and a log 
book fer field representatives to organ- 
ize their calls and interviews. 

The week reached its climax at a 
large celebration in Chicago with 
about 1,000 attendance of which Mr. 
DeBarry was general chairman. An- 
other large meeting was held at Pe- 
oria, Ill., attended by about 250  fra- 
ternalists with V. J. Donnan, district 
manager Maccabees, chairman. 

The Oregon State Fraternal Con- 
eress held its annual convention dur- 
ing the week and there were other 
large meetings in Wisconsin, Texas, 
California, Arkansas, Indiana, Ken- 
tucky, Washington and Virginia. The 
I‘raternal Congress of Maryland and the 
District of Columbia held a rally and 
dinner dance in Baltimore and the New 
England I raternal Congress a meeting 
attended by some 1,500 fraternalists at 
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Lawyers Elect 
Cummings Chief 
for Year 


Edmund S. Cummings, Jr., Chicago, 
general attorney of Catholic Order of 
Foresters, was elected president of the 
Law Section at the annual meeting 
Tuesday, succeeding George G. Perrin, 
the general counsel of Modern Wood- 
men. 

Other new officers named are: Vice- 
president, John A. Riordan, general at- 
torney of Fidelity Life, Fulton, Ill, and 
secretary-treasurer, Richard F. Allen, 
general counsel Standard Life, Topeka, 
reelected. 

Two outstanding papers were read, by 
Henry S. Moser, Chicago insurance 
attorney, presented elsewhere, and Mr. 
Cummings, devoted to legal problems 
involved in life insurance war risks and 
claims resulting from war service. He 
explained present practices. In these 
times it often is difficult to secure a 
death certificate or establish proof of 
death. However, the army adjutant 
general or navy surgeon general will is- 
sue death certificates which have been 
held to be sufficient proof of death. No 
procedure has been formulated for han- 
dling cases of persons missing but not 
proved dead, he said. If societies’ by- 
laws do not provide for seven years 
presumption, such requirements as are 
called for by the by-laws will have to 
be filled. One of the most difficult cases 
is that of a man lost at sea. It may 
be necessary to secure survivors’ affidav- 
its. 

He discussed legal problems involved 
in war clauses, which he feels many 
more societies will adopt in view of the 
army goal of upwards of 13,000,000 men. 


Boston, at which Commissioner C. F. J. 
Harrington and Governor Saltonstall of 


Massachusetts were speakers. 





Above—Norton J. Williams, president Equitable Reserve; Theodore Dilling, Na- 
tional Mutual Benefit, Fond du Lac, Wis., secretary reserve fund board; C. J. Gibson, 


director same society, Blair, Wis.; W. P. 


Benefit, Winona, Minn. 


Nogle, district manager National Mutual 


Below—Catholic Order of Foresters men—Joseph M. Wiedemann. Chicago, full 
time field man; T. R. Heaney. retiring president of N.F.C. and high secretary of C.O.F.; 
Fred J. Stenzel, Chicago, another full time agent. 
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Above—State Congresses Section new officers are installed—Ethel Holiway, Wood- 
men Circle, Omaha, installing officer; front row—Mrs. Clara B. Cassidy, Woodmen 
Circle, Atlanta, vice-president; J. F. Fogarty, A.O.U.W. of Washington, Seattle, presi- 
dent; John H. Foley, Los Angeles, W.O.W. of Denver, past president; Harry C. 
Woods, New England Order of Protection, secretary; back row—executive committee, 
James A. Doubles, Modern Woodmen state manager, Greensboro, N. C.; Dr. J. E. Price, 
W.0.W. of Omaha, Clarksburg, W. Va.; Mrs. Eva Huskey, state manager Royal Neigh- 
bors, Greenville, Tex.; J. P. Michalski, Polish Association, Milwaukee; Paul J. Leyhe, 


Aid Association for Lutherans, Missouri. 


Below—Officers of Press Section for ensuing year—Harold A. Allen, Fidelity Life, 
Fulton, Ill, vice-president; Myrtle E. Schoessel, Royal Neighbors, Rock Island, IIl., 
president; Mrs. Mary A. Baird, Woman’s Benefit, Port Huron, Mich. 





Mrs. Miller Traces 
Origins of Fraternalism 





(CONTINUED FROM PAGE 29) 


upon the community as a whole, doing 
constructive work and bringing together 
the finest characters in the community. 

Many societies have discarded the 
robes and makeup of ritualism but have 
retained the ideals. The ritual has been 
modernized to fit the life of today. The 
services and ceremonies, lectures and 
floor work give every member means of 
self education and advancement. Ri- 
tualism adds dignity and impressiveness 
to the work of fraternals. Then, too, 
the ritual embraces parliamentary law 
and business principles, thus preparing 
fraternalists for public life and business 
experience, for good citizenship and 
public welfare. 


Contribution to Democracy 


A vital factor in fraternalism is the 
representative form of government, a 
truly democratic structure. The so- 
cieties thus have made no small contri- 
bution to continuance of the develop- 
ment of democracy on this continent, 
for exercise of the power to vote in a 
small grcup leads on inescapably to 
recognizing and demanding the exercise 
of that power in connection with local, 
State and national affairs. 

Mrs. Miller took into account the fine 
work done by fraternals in giving aid 
to those in trouble and the building and 
maintenance of general and tuberculosis 
hospitals, orphans’ homes, homes for the 
aged, recreational camps, making avail- 
able hospital beds, the granting of scho- 
larships, extension of nursing service 
and operating health centers, granting 
cash relief and supplying human wants 
In times of disaster. 


Ponders Cash and Loan 
Situation After War 





(CONTINUED FROM PAGE 32) 


quiring amortization. A higher surrender 
charge extended to the later policy years 
is advocated by some actuaries. 


Ready Marketability of Assets 


“Liquidity, by whatever method is 
necessary to achieve it, is the important 
goal which must be reached. A society 
entering the post-war period with a sub- 
stantial portion of its assets readily 
marketable, will not only be able to 
meet any unusual cash demand from 
members, but will also be in position to 
take advantage of new investment op- 
portunities which seem most likely to 
occur. It is hardly possible that with 
the demand for money which is certain 
to come after the war, the interest fac- 
tor on securities can remain as it is 
at present.” 

Mr. Ridgeway said national income 
throughout the war probably: will be 
much in excess of normal due to tre- 
mendous expansion of war production 
but a substantial percentage of the in- 
dividual income will be drained off by 
taxes and other inflation curbs. 

He noted that the last depression 
proved an impressive test of the sta- 
bility of legal reserve life insurance with 
thousands of policyholders who had 
found the regular channels of credit 
were closed falling back on the cash 
and loan provisions of their insurance. 
The companies met this heavy demand 
for funds in a manner which established 
a record of which they can well be 
proud, he said. 

Few companies found it necessary 
either to sacrifice securities on a de- 
pressed market or to borrow from the 
R.F.C. or elsewhere to meet these cash 


Personnel Problems 
Subject of Forum 
by Secretaries 


Societies’ secretaries are much wor- 
ried over inroads into personnel made 
by selective service and inducements of 
high wages in war production plants. 
The problem was the subject of an in- 
tensive open forum at the annual meet- 
ing Tuesday. Societies are meeting the 
situation constructively, and are secur- 
ing and training new employes for va- 
cated jobs. 

There is an important message which 
the secretaries should take back to their 
staffs, Lieut. Col. Amos Richardson, per- 
sonnel division of the army’s sixth serv- 
ice command, declared. This is to stay 
in their present jobs and do as well as 
they can. If they are needed in the war 








demands. The amount borrowed by the 
comparatively few companies who did 
find it necessary to bolster their cash 
positions was only a fraction of 1 per- 
cent of total assets of companies as a 
whole. 

Mr. Ridgeway pointed out, however, 
that the last depression followed a 
period of rapid development. 


effort, they will be called. Until such 
time much unnecessary disruption of 
civilian activities is caused which is not 
helpful to the war effort. 

A. C. Miskelly, assistant cashier and 
personnel officer First Naticial Bank, 
Chicago, and Myron R. Hilb, insurance 
official and past president Office Man- 
agement Association, gave their views 
on the problem. : 

Oscar A. Kottler, Artisans Order of 
Mutual Protection, Philadelphia, was 
elected president. Other new officers 
are: Vice-president, Mrs. Clara B. Ben- 
der, Degree of Honor, St. Paul; secre- 
tary-treasurer, Miss Erna M. Bartel, 
Royal Neighbors, Rock Island, Ill. The 
executive committee includes P. O. 
Bowers, Ben Hur Life, Crawfordsville, 
Ind.; John Maisch, United Societies of 
Greek Catholic Religion, Munhall, Pa. 
Thos. R. P. Gibb, Order of Scottish 
Clans, presided and was named past 
president. 

Greetings were extended bv N.F.C. 
officials: T. R. Heaney, president; N. J. 
Williams, vice-president, and F. F. Far- 
rell, manager. Speakers included Walter 
Basye, editor “Fraternal Age”; Lendon 
A. Knight, Royal Neighbors; Mrs. Ben- 
der, on “Fraternal Insurance in a War 
Time Economy,” and J. D. Reeder, ac- 
tuary Aid Association for Lutherans, on 
inflation as it affects fraternals and their 
insurance. 























“ON TO VICTORY2. 


IT IS WORTH ANY PRICE 


Wholeheartedly in accord 
with the “On to Victory” 
theme of the National Fra- 


ternal Congress of America. 


The fraternal system faces 
a challenge to keep faith 
with America by watching 
over the home front for 
the duration, and by taking 
a vital part in strengthen- 


ing it for the future. 


MODERN WOODMEN OF AMERICA 


ROCK ISLAND, ILLINOIS 
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Policy Ambiguity Is 
Discussed by Noted 
Chicago Lawyer 


Ambiguities have existed in some in- 
surance contracts, and these under the 
court rule have been construed in favor 
of the insured, Henry S. Moser, member 
of Sonnenschein, Berkson, Lautmann, 
Levinson & Morse, legal firm, Chicago 
insurance attorney told the Law Section 
at the annual meeting Tuesday. Courts 
generally have not looked with favor on 
attempts by insurance companies to 
limit coverage after the occurrence of a 
loss and a favorite device of courts for 
sustaining the coverage has been to find 
a so-called ambiguity in the policy, he 
said. Mr. Moser especially took up those 
unusual cases in which courts have de- 
clined to apply this rule even though an 
ambiguity was present. 

Mr. Moser said it must be recognized 
that the affliction now visited upon in- 
surance companies by application of 
this rule concerning ambiguities in the 
policy contract has been self-induced. 
Policies are prepared by the insurer and 
are framed in language designed to 
serve the insurer’s interest. Especially 
in the past, he said, parties taking in- 
surance frequently have been misled by 
unusual clauses or obscure phrases con- 
cealed in a mass of verbiage and so 
printed as to defy discovery. 


Past Practices Criticized 


By so doing insurance companies in 
many cases have over-reached them- 
selves and the courts have been induced 
to allow dishonest claims that scarcely 
would have been considered if made un- 
der contracts less unfair on their face. 
Much of these criticisms could not 
properly be applied now either to the 
insurance companies or the policies they 
issue, he hastened to explain. Wide- 
spread reforms have taken place both 
in drafting policies and the manner they 
are interpreted and administered by the 
companies. 

“Tt can no longer be truthfully as- 
serted that insurance companies strive 
upon little or no pretext to defeat 
claims,” Mr. Moser averred. “It is gen- 
erally recognized that the insurance 
companies are much fairer in dealing 
with their policyholders than they for- 
merly were. Nothwithstanding this, the 
rule that ambiguities are construed 
against the insurer is still enforced. 
However, some courts, realizing that a 
blind application of the rule would lead 
to manifestly unfair results, have de- 
clined to apply the rule in certain 
situations.” 


Cites Four Types of Cases 


He said the exceptions to the rule of 
construction fall into four classes: Poli- 
cies containing statutory provisions, 
policies not prepared by the insurer, 
policies construed by the parties, and a 
group of “common sense” cases. 

Adoption of standard policies and 
standard provisions in policies have given 
rise to the problem as to how ambi- 
guities found in such provisions should 
be interpreted. Should they be con- 
strued most strongly against the in- 
surer, notwithstanding that he had no 
choice as to the policy terms? Mr. 
Moser propounded. Some courts have 
so held, although Mr. Moser feels that 
such holdings are wrong both from the 
standpoint of logic and fairness. Most 
courts, however, have held that such 
statutory standard provisions are to be 
construed the same as any other sta- 
tutes, fairly and reasonably, and not 
necessarily against the insurer. 

When the parties to the contract by 
their declarations and conduct have con- 
strued the provisions of the policy which 
later becomes the subject matter of a 
disagreement between them, courts de- 
cline to construe such ambiguities most 
strongly against the insurer. Many situ- 
ations arise in which construction of 
ambiguous clauses which is urged upon 
courts by a policyholder would result 
in a contract which no insurance com- 





Above—Harry C. Woods, supreme warden New England Order of Protection, Boston; 
Howard S. Hon, field director of that society; E. C. Carlson, sales supervisor A.O.U.W. 


of Minnesota, St. Paul. 


Below—The National Underwriter booth at the convention, with A. S. Cutler, busi- 
ness representative in charge, with a crowd of interested fraternalists. 








State Congresses 
Section Elects 
Fogarty as Head 


J. F. Fogarty of Seattle, grand mas- 
ter workman A.O.U.W. of Washing- 
ton, was elected president of the State 
Congresses Section at the annual meet- 
ing Tuesday. He succeeds John H. 
Foley, Los Angeles, Woodmen of the 
World, Denver, who becomes past 
president. ; ; 

Other new officers are: Vice-presi- 
dent, Mrs. Clara B. Cassidy, Atlanta, 
national director Woodmen Circle; sec- 
retary, Harry C. Woods, New England 
Order of Protection, Boston. 

The executive committee includes: 
James A. Doubles, Greensboro, N. C., 
state manager Modern Woodmen; Dr. 
J. E. Price, Clarksburg, W. Va., 
W.O.W., Omaha; Mrs. Eva Huskey, 
Greenville, Tex., state manager Royal 
Neighbors; J. P. Michalski, secretary 
Polish Association, Milwaukee, and 
Paul J. Leyhe, Missouri, Aid Associa- 
tion for Lutherans. 

Brief addresses were given by Presi- 
dent T. R. Heaney and Vice-president 
N. J. Williams of N.F.C., and Mrs. 
Dora Alexander Talley, head of Wood- 
men Circle. Manager F. F. Farrell of 
N.F.C. led round table on state con- 
gresses’ work. 








pany in its right mind would or could 
afford to accept. Courts sometimes have 
been willing to look a little farther than 
the case before them and visualize the 
disastrous effects of a holding against an 
insurance company in such cases. 


Will to Win as Well as 
Brotherly Love Needed 





“WE BELIEVE” 


That all premium deposits in 
excess of the cost of Ordinary 
Life cannot be considered an 
investment by the insured un- 
less it is returned to the Bene- 
ficiary or the Insured without 
any strings attached. 


SELL THE NORTH 
STAR WAY 


1. Life insurance at a low rate. 


2. Additional deposits placed 
in separate savings fund, 
earning 3% compound inter- 
est available at all times to 
the insured. 


3. No interest charge on with- 
drawn accumulated savings. 
Withdrawal of savings does 
not reduce face of policy. 


4. Accumulated savings re- 
turned to beneficiary in ad- 
dition to face of policy. 


Salesman with the ambition to 
succeed will find a real opportunity 
with 


NORTH STAR LIFE 


INSURANCE COMPANY 


Since 1899 
MOLINE, ILL. 


Territory open in Illinois, Iowa and 
Minnesota 











THE WOMAN'S BENEFIT 
ASSOCIATION 


1892—1942 
FIFTY YEARS FRATERNALLY 





Friendship and brotherly love are 
not sufficient in these perilous times, 
Dr. J. M. Laframboise, L’Union St.- 
Joseph du Canada, Ottawa, declared 
in his message of greeting from the Do- 
minion in the first general session 
Wednesday morning. He is president 
of the Canadian Fraternal Association. 

“God helps those who help them- 
selves,” he said. “It behooves us to 
take all means and measures to assure 
the perpetuity of peace and good fel- 
lowship. By giving the best of our 
efforts to the expansion of fraternalism 
we are creating an auspicious atmos- 
phere for the breeding of universal 
peace. All great nations could then 
meet on an equal plane and have faith 
in one another. 

“We are meeting during a period of 
uneasiness, of apprehension, of worries, 
but above all that there stands the calm 
and irrepressible faith of all freedom- 
loving peoples in the ultimate victory 
of democratic, social and personal lib- 
erties, and the free people’s indomitable 
will to accept and make all the sacri- 
fices required to attain and maintain 
such a Christian intent. 

“Other times impose other needs. 
Our great fraternal system has reacted 
splendidly to war time exigencies. Not 
only the enormous flow of savings of 
the combined societies has been placed 
at the disposal of our respective coun- 
tries, but also the unlimited adaptabil- 
ity and resourcefulness of their lodges 
and the civic virtues of their individual 
members. 

“Fraternalism is living its funda- 
mental principle, ‘Love Thy Neighbor.’” 





A new half century door has 
opened. 


Profiting by the experience of 
the past fifty years and having 
faith that the future of the great 
fraternal benefit system of pro- 
tection, with the years, will grow 
more progressive and more im- 
portant to the welfare of the 
homes of America, the Woman’s 
Benefit Association greets the 
new half century with courage 
and confidence. 


Every effort is pledged by this 
Association in the purchase of 
War Bonds, in Red Cross activi- 
ties, in every department of Na- 
tional Defense and in the pro- 
motion of First Aid and Home 
Nursing under the supervision 
of its City Health Centers and 
among its two thousand local 
organizations, 





Since Organization More than 
$65,000,000 has been paid out in Benefits 





Bina West Miller 


é Frances D. Partridge 
Supreme President 


Supreme Secretary 


International Headquarters 
Port Huron, Michigan 
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Effects of Inflation Upon 





Fraternals Discussed 


Life insurance still is the best an- 
swer for the individual to the problem 
of how to meet inflation, J. D. Reeder, 
actuary Aid Association for Lutherans, 
Appleton, Wis., told the Secretaries 
section in an address on “Inflation as 
It May Affect Fraternal Societies and 
Fraternal Insurance.” He said fra- 
ternal societies in selling life insurance 
to the public are helping the govern- 
ment to control inflation because the 
money paid for premiums is removed 
from the inflationary gap and the so- 
cieties then invest their funds in gov- 
ernment bonds. 


Premiums Represent Frozen Credit 


Insurance companies and fraternal 
societies are not permitted to discount 
these bonds, therefore the money that 
is placed in insurance becomes a frozen 
credit which may not be used to in- 
flate prices further. He said life in- 
surance is the best investment now be- 
cause real property or bonds and stocks 
may depreciate in value but life insur- 
ance is payable in the face amount of 
dollars. 

“It should be pointed out that they 
pay their money at times when wheat 
is worth 50 cents a bushel, a dollar, or 
two dollars a bushel,” Mr. Reeder said 
in explaining the benefits of life insur- 
ance, “and that over a period of 20 or 
25 years perhaps the average price of 
wheat will be a dollar a bushel. Also 
the member has the privilege of having 
the benefits paid in monthly install- 
ments whereby his widow will receive 
the proceeds in 15, 20 or 25 years, and 
the proceeds will come back to the 
widow in the same value dollars as it 
was paid in. 

“There is that 


other thing 


one 





should be called to the attention of the 
public. No doubt the following ex- 
pression has been heard many times, 
‘Well, why shouldn’t I take the cash 
value under my life insurance contract 
and invest it in a piece of real estate?’ 
Most people reason that equities such 
as land, homes, etc., will increase in 
value as inflation increases but that life 
insurance will fail them in this respect.” 
Mr. Reeder said it is agreed that the 
average man is not a good investor, so 
that investments construed as good in- 
vestments at one time prove to be poor 
investments at another time. He gave 
as an illustration the case of a man 
cashing in the $4,000 cash value of a 
$10,000 life policy to apply on a piece 
of real estate on which he secures the 
remainder of the purchase price, $6,000, 
in a mortgage. If the man should die 
within a few years his widow would 
have a piece of property that might be 
worth $10,000 or even $12,000 but with 
a $6,000 mortgage against it so the 
equity would be only $6,000. If he 
had retained his life insurance the 
widow would have received $10,000 
cash. After the inflationary period is 
over the real estate for which he paid 
$10,000 might be worth $8,000 or even 
$6,000 so the net equity might be only 
$2,000 or $3,000, again against the 
$10,000 face value of his life policy. 


Officials Fear Political Results 


One of the difficulties in controlling 
inflation in this country today, he said, 
is that government officials fear that if 
they intercede to stop inflation it would 
adversely effect their reelection. Thus, 
“it appears at the present time that a 
managed economy in a _ democratic 
country is practically impossible of at- 


Above—E. B. Hauke, supreme president Sons of Norway, Minneapolis, and Frank 


omsich, Jr., assistant secretary American. Fraternal Union, Ely, 


Minn. 


Below—Sam E. Clements, Elkhart, Ind., general agent Rural Bankers Legion Life; 
J. E. Enders, South Bend, Ind., vice-president Rural Bankers; Judge John V. Sees, 
secretary Standard Life; O. R. Christofferson, secretary-treasurer North Star Life, 


Moline, Ill. 
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tainment because of the fear of the 
managers of retaliation at the polls 
when the people do not like some act 
that may be initiated.” 

He pointed out there are three basic 
types of inflation that should be recog- 
nized, monetary, resulting from public 
distrust or fear as to future value of the 
monetary unit or government bonds, 
such as occurred in Germany and 
France after the first world war; credit, 
caused by public desire to borrow and 
invest money to put it actively to work 
in the hope of deriving more than an 
investment profit, such as that which 
occurred in 1925-29, and_ specific, 
brought about by extraordinary expan- 
sion in the demand for something that 
does not exist in unlimited supplies. 


Have Commodity Price Type 


The present inflationary trend, he 
said is a commodity price inflation 
brought about by demand for goods for 
the army and navy and the general 
population and also by lack of supply 
of many commodities which the public 
is accustomed to use and which it is 
attempting to buy before the existing 
supply is exhausted. 

A bidding-up effect occurs in this 
type of inflation, increasing the price 
level. The government’s proposal to 
tax away the surplus income would 


solve the problem, leaving the people 
without the surplus money with which 
to buy the remaining goods and the 
government might be able to balance the 
budget. However, there might be some 
maladjustments. While the method 
might work from a physical viewpoint 
it might not be wise psychologically. 
Mr. Reeder suggested as a possibility 
adoption of a tax base of, say, 35 to 40 
percent of the national income, with 
forced savings by all individuals of a 
certain portion of their income in 
bonds to make up the balance of what 
the federal government requires. The 
bonds could be retired after the war. 
“There is no doubt in the minds of 
economists that ruinous inflation can 
be avoided if labor, farmers and other 
pressure groups are willing to forego 
the advantage of the present situation 
and accept tax rates and other meas- 
ures that will control the situation. We 
have all heard of the fact that there is 
an inflationary gap between the income 
of the public today and the goods 
available for purchase. The question is, 


How can this inflationary gap be 
closed?” 
He said pressure groups want to 


dabble around the edge of inflation and 
get some advantage even though they 
realize by doing so they are inciting 
other pressure groups to do likewise. 





* 





Back Our Heroes with 
Fighting Dollars 


You may not be able to fight, but you can play the 
important role of a Minute Man by backing our 
heroes in the armed forces with fighting dollars by 
purchasing United States war bonds and stamps. Every 
bond and stamp you buy will help insure victory on 


the far-flung battlefields of the world. 


Send more 


and more of your fighting dollars out to win the war! 

Service to the nation is as vital to Royal Neighbors 
of America as its other function—protection of the 
home and family with legal reserve life insurance. The 
society has been awarded the Minute Man banner as 
more than 90 per cent of its supreme office employes 
are regularly buying war bonds and stamps through 
salary deductions. Also, the society has substantially 
added war bonds and treasury bonds to its invest- 
ment. The society's all-out war effort is made complete 
by camps and members, who are generously buying 
war bonds and stamps as well as joining in many 


patriotic activities. 


Rovat Neigusors oF AMERICA 


INSURANCE PLUS FRATERNALISM als) 


SUPREME OFFICE 
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PROTECTS THE WHOLE FAMILY 


ROCK ISLAND, ILL. 
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Headquarters Oftice 
Had a Busy Year, 
Farrell Reports 


The executive headquarters of the 
N.F.C. were very busy during the past 
year studying and digesting bills sub- 
mitted in 19 state legislative sessions, 
preparing and distributing articles by 
outstanding fraternalists for the com- 
mittee on public relations, carrying 
greetings to various fraternal gather- 
ings over the country and in a multi- 
tude of other activities besides the 
regular office work, Manager Foster F. 
Farrell stated in his annual report. 

Mr. Farrell in company with Lendon 
A. Knight, general attorney Royal 
Neighbors, the law committee chair- 
man, conferred in Washington and 
New York with the wage and hour di- 
vision of the Department of Labor on 
interpretations affecting fraternals and 
also Mr. Farrell and the security val- 
uation committee chairman conferred 
in New York with the insurance de- 
partment and Moody’s Investors Serv- 
ice. He attended both meetings of the 
National Association of Insurance 
Commissioners, at which he _ noted 
many fraternalists were present. 


Offers Services to U. S. 


The headquarters has been in con- 
stant touch with various departmental 
agencies in Washington and the N.F.C. 
has offered its services to the federal 
government in whatever capacity it can 
best serve. Thomas R. Heaney, retir- 
ing president, has been constantly on 
the alert to protect and further the in- 
terests of the fraternal benefit system, 
Manager Farrell commented, and the 
executive, standing and special commit- 
tees and _ state fraternal congresses 
have served ably and given fine coop- 
eration. 

Mr. Knight deserves special commen- 
dation for his thorough, competent 
work, Mr. Farrell reported. He also 
praised the work of Helen Bauer, his 
secretary, over the seven years that she 
has been employed by the N.F.C. 

Mr. Farrell said only 45 of the 104 
legislative bills that were examined by 
the congress were found of interest to 
members and of these nine became law. 


Finances in Sound Shape 


He reported on N.F.C. finances. The 
total membership dues received were 
$18,553 and, there having been $6,366 
balance in the treasury Aug. 31, 1941, 
total receipts to Aug. 31, 1942, were 
$25,072. Total disbursements were 
$16,028, leaving a balance of $9,043. 
There are 91 affiliated societies, five 
having been admitted in the year. The 
five were American Sick Benefit and 
Life, A.O.U.W. of Washington, Croa- 
tian Catholic Union, Railway Mail As- 
sociation and Scandinavian American 
Fraternity. 
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VICTORY INGREDIENT 


Need for Better 
Field Training 
Is Recognized 


The need for better training of field 
people is recognized by the Fraternal 
Field Managers Association, John E. 
Little, Maccabees, the president, declared 
in his annual address, and that is the 
purpose of the F.I.C. (Fraternal Insur- 
ance Counselor) degree which the asso- 
ciation initiated several years ago. The 
fraternal sales training course and F.I.C. 
degree are steps in the right direction, 
he said. He expressed hope all N.F.C. 
member societies will take advantage of 
these training methods that have been 
developed, not only for new field work- 
ers but for old ones. 

“The field workers’ problems are dif- 
ferent in each form of society,” he said, 
“but fundamentally we are all con- 
fronted with similar problems in de- 
veloping our field force.’ 


Problems Being Encountered 


Mr. Little noted the problem pre- 
sented by tire and gasoline rationing. 
The field workers also meet the con- 
stant objection that the prospect is using 
every available dollar for purchase of 
war bonds and has nothing left for 
insurance. So many doctors are in serv- 
ice now that field people have difficulty 
in securing examinations. Then, too, it 
is not easy to hire new agents. 

On the credit side, he commented, is 
that there is little unemployment. Wages 
are high. People are saving money over 
and above the 10 percent for war bonds. 
Things for which the public can spend 
money rapidly are being curtailed. Peo- 
ple are more insurance-minded. Col- 
lections are better and persistency is 
higher. 

“To me the situation seems distinctly 
hopeful,” Mr. Little summed up. “AI- 
though ordinary new business is less 
in the United States than last year thus 
far, it is distinctly higher in Canada 
this year than a year ago. I really be- 
lieve that the shock and excitement of 
the sudden entry of the United States 
into the war with all the resulting 
changes in our everyday life, has created 
a state of mind among our field repre- 
sentatives as well as the public at large, 
which necessarily slowed up our admis- 
sion of new members and the placing of 
needed protection on our lives. 

“However, as we become more accus- 
tomed to wartime conditions and the 
state of mind clarifies generally, we in 
the United States, like our brothers in 
Canada, will also increase our new busi- 
ness. We must keep plugging along. 
We must retain all of our field people 
possible. We must be ever on the job 
of securing what new field people we 
can, including part-time workers. Our 
representatives, if they will but put forth 
the effort, will make more money dur- 
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Opportunities for Men and Women of Character 
Real Home Office Cooperation 


Territory open in Wisconsin, Minnesota, Illinois and California 
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RATERNALISM 
MEANS MORE IN U. C. T. 


Due to savings during the last few years it has added—at no additional 
cost to its members—the following benefits: 





For =e t in a hospital (not to exceed 4 weeks) at the rate of $25.00 per 
week. 

For use of operating room, reimbursement up to...................0 00sec ee eeees $10.00 

For giving of anaesthetic, reimbursement up to................... 0. cece eee 10.00 


For laboratory fees incurred while confined in a hospital, reimbursement up to 5. 
For X-ray examinations, reimbursement up to................. cee ceee cece eens 10. 


Add this to the $32.50 per week for accidental injury— 
it pays only for accidental injury. 


It will pay you to investigate this great fraternal 


accident association. YOU ARE ELIGIBLE. 


THE ORDER OF UNITED COMMERCIAL TRAVELERS 


OF AMERICA 


632 No. Park Street Columbus, Ohio 








Not the least of the ingredients in our nation's Victory effort is the all-out | 
activity of American women in the fraternal benefit system. We cannot don the | 
uniform of the ''commandos,"' but through all our local groves, through our | 
thousands of members, through our officers and employees, we of the Wood- | 
men Circle are trying to do our share to speed the coming of Victory for the 


United Nations. 


The Woodmen Circle today holds $2,225,300 in government securities, its local 
groves have purchased well over $50,000 in War Bonds, its members are urged 
and encouraged to participate in Civilian Defense and morale-building pro- 
grams for the armed services. These are but a few of countless small ways in 


which Woodmen Circle women are seeking to speed our nation ''On to Victory." 


SUPREME FOREST WOODMEN CIRCLE 


Dora Alexander Talley, Pres. 


Home Offices, Omaha, Nebraska 


Mamie E. Long, Sec. 





On To victory 


Woodmen of the World Life Insurance 
Society loyally joins its fellow members 
of the National Fraternal Congress of 
America in a united effort to make this 
slogan practical. Fraternalism is lend- 
ing its wholehearted support to help our 


nation ''On to Victory." 


WOODMEN OF THE WORLD 


Life Insurance Society 
De E. Bradshaw, President Home Offices, Omaha, Nebr. 
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Selling Insurance as Inflation Curb 


(CONTINUED FROM PAGE 31) 








confined entirely to war bonds because 
we do not know when death will come 
and our beneficiaries will be in need of 
the funds that we can provide for them; 
so life insurance is necessary to cover 


Bradley C. Marks, head of A.O.U.W. of 
North Dakota, addressing Field Managers. 


this risk. Maintaining family security 
is important in war time. Life insurance 
may be a hedge aganst inflation when 
the policyholder directs or the benefi- 
ciary chooses to receive payment of the 
death claim in payments extended over 
a number of years. Some payments will 
be received while the purchasing power 
of a dollar is low and some while it is 
high. This will serve to average upward 
the value of the beneficiaries’ dollar.” 

Mr. Marks said farmers present a 
fertile field for soliciting. It is esti- 
mated only 50 percent have life insur- 
ance. They are now quite prosperous. 
Women also are good prospects, for 
they are taking men’s places in industry 
and business. 


MEETING OBJECTIONS 


Many very effective objections to buy- 
ing- life insurance are advanced by pros- 
pects today, Fred B. Mallett, field 
manager Protected Home Circle and 
past president Fraternal Field Managers 
Association, told that organization at its 
annual meeting Monday in a talk on 
meeting objections. 

The Number 1 objection, that a man 
is subject to draft or already has been 
called, seems to have no answer now, 
he said. This situation cuts two ways. 
It puts most men out of the market 
for life insurance and it reduces the 
number of field workers so a real test 
of the courage and ability of the sales 
Organization is made. However, the 
great number of salesmen leaving pre- 
sents a fine opportunity for a sales 
Organization that can keep going, be- 
cause competition is lessened. 


Also Argue Larger Taxes 








Large income tax payments are an- 
other important objection. Yet for 
some individuals there will be increased 
income even though the tax is larger. 
Men in war industries have compara- 
tively more money for insurance than 
any other class. 

Sale of life insurance should be helped 
by national emphasis on saving, not only 
by war bond sales but by decreased 
availability of commodities. There is 
no conflict between war bonds and life 
insurance, he said, because the latter fur- 
nishes the sinews of war through invest- 
ment of premium income in government 
bonds. Then, too, there is strong appeal 
to a man to protect his dependents by 
insurance against the possible substantial 
tise in living costs. Prospect of in- 
flation has stimulated life insurance sales 
in the past and probably will again. 

The adding of war clauses to policies 
at first thought is an objection, but war 


deaths should not be carried by life com- 
pany policyholders, Mr. Mallett said. 
The long range view is that life insur- 
ance is valuable property and should be 
bought despite uncertainties of the 
future, because a man after the war may 
be uninsurable, he can secure rates and 
options that may not apply some years 
hence, he can build up a cash value 
estate available when war ceases and he 
may need it, he can protect his depend- 
ents in difficult times when protection 
is highly important, and finally, no loss 
can occur due to a war clause, for the 
premiums paid will be returned in case 
of an excluded type of death. Life 
insurance with a war clause still is a 
good buy. 

“There is some concern about the 
value of life insurance and its relation 
to the national debt,’’ Mr. Mallett said. 
“Who knows about a 200 billion dollar 
debt? Who knows the capacity of the 
American people to pay any such debt? 
These questions are so tied up with the 
winning of the war that the question 
of buying life insurance goes with it. 


Everything Depends on Victory 


‘We are fighting two battles. One is 
the far-flung battle lines, and at home 
we are fighting for the American way of 
life. We cannot win either of these 
unless we win both, and if we win 
either we should win both. The institu- 
tion of life insurance is a part of the 
American way of life, and as such is 
important. 

“If any prospect does not believe that 
we are going to win the war it would 





Fred B. Mallett, field manager Protected 
Home Circle, before Field Managers Asso- 
ciation. 


be difficult to convince him that life 
insurance is a good investment. If any 
one thinks the government will take 
over life insurance, from the buyer’s 
point of view there may be some advan- 
tage in that, because if the government 
took over life insurance it would take 
over the assets of the life insurance com- 
panies. Policyholders would have not 
only the guarantee provided by the 
assets of the companies but also the 
guarantee of the government as well as 
its taxing power. These facts show that 
life insurance should aggressively pro- 
tect its business and at the same time 
help to win the war.” 

He said one of the hardest objections 
to answer is the employe-prospect’s 
statement that he has group insurance. 
It is difficult for agents to point out 
the conditions and limitations of group 
insurance wihout reflecting on life in- 
surance in general. It is serious com- 
petition to individual insurance now that 
it has reached an all-time high volume 
in force. Mr, Mallett said it seemed 
that fraternals should study group in- 
surance possibilities, 

Some states do not allow fraternals 
to write nonmedical life insurance, but 





Fraternal Actuarial Association’s newly elected officers—(front row) J. D. Reeder, 
Aid Association for Lutherans, Appleton, Wis., retiring president, who becomes editor 
of “Proceedings”; I. W. Smith, actuary A.O.U.W. of North Dakota, Fargo, president; 
M. L. Ridgeway, Equitable Reserve, Neenah, Wis., secretary; (back row) executive 
council, J. E. Reault, Maccabees, Detroit; H. R. Taylor, consulting actuary, Cedar 
Rapids, Ia.; Frank J. Gadient, actuary Modern Woodmen, Rock Island, III. 





the societies are finding difficulty in ob- 
taining medical examinations with so 
many doctors away at war. Mr. Mallett 
said it would seem a reasonable request 


to states not allowing this privilege to 
fraternals to extend it to them for the 
duration. 

It is up to sales executives to keep 
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field workers well informed, by sound, 
logically presented facts and figures 
about trends of the times, so they may 
maintain their enthusiasm and not be- 
come dispirited, he said. Morale of a 
salesman is highly important. 


Fraternal Work 
More Complex 


(CONTINUED FROM PAGE 28) 





stronger emphasis on social affairs, espe- 
cially by lodges near army encamp- 
ments, with the giving of dances, round- 
ups with eats and refreshments, and also 
more intensive junior ledge activities, 
may be expected. 

Fraternal societies, similar to other 
business institutions, have been hard hit 
by selective service taking away many 
members, field representatives and head 
office workers. Since much of their 
membership and their field of activity is 
in smaller communities and farms, tire 
and gasoline rationing will force a new 
attack on the problem of securing mem- 
bers. The institution, as a leader said, 
was founded on foot, and it can do it 
again. Personnel problems in head of- 
fices due to war service and war produc- 
tion work calling away many employes, 
were the subject of a special clinic. 

The fraternals represented in the 
N.F.C. have gone through a period of 
substantial modernization of methods 
and approach to their task in recent 
years. They now are not merely looking 
into the future, but they are keenly 
alive to the special responsibilities dur- 
ing the war emergency. They are seek- 
ing not merely to justify their existence 
but to make their position impregnable. 


McAndless Cites Value 
of Definite Objectives 
(CONTINUED FROM PAGE 31) 





with a low cost company or a high rate 
company and the results of his work 
will depend upon his objectives.” 

“Having an objective in the agency 
department makes for harmony; it re- 
solves a lot of problems. Some agency 
departments operate on the basis of a 
little bit of business here, and some 
more there, and they don’t care where 
any of it comes from.” 

He brought up the question of ade- 
quate knowledge of agency work. In 
agency work there is adequate know- 
ledge when the task is broken down 


from the highest executive to the hum- 
blest agent, he said. He cited a great 


motors sales executive who gets results 
by a philosophy of keeping agents on 
the “hot spot” all the time. Other exe- 
cutives work with various other prin- 
ciples. 


Touches on Intuition 


The last quality to investigate, he 
said, is that of intuitive or symbolic 
knowledge. It generally signifies that 
we know we are on the right track and 
that our methods will work. Some exe- 
cutives go through all the motions but 
in the last analysis fail to keep their 
eyes on the main objectives. 

“Don’t try to walk away from an 
agency situation with your thumbs un- 
der your galluses,”’ he advised, “thinking 
you have established a sound agency 
when all you have done is set up the 
machinery of an agency.” 

Mr. McAndless touched on the Ar- 
nold plan of agents’ compensation of 
Northwestern National Life, and newer 
plans of some other companies, urging 
that these be studied by the fraternal- 
ists. Likewise the methods of other 
sales organizations might well be an- 
alyzed. All are distinguished by the 
fact they have definite sales objectives. 


Cites Other Businesses 


He cited Buick, which knew registra- 
tions of cars in all states, the nature of 
use by sections, etc. It was prepared to 
sell based on knowledge of existing con- 
ditions and objectives formulated in the 
light of this knowledge. Similarly, with 
Coca-Cola, drivers are encouraged to 
have only about 75 customers as an 
ideal limit, and not over 90, he said. It 
has been found they do their best busi- 
ness on that basis. 

Mr. McAndless said he has tested 
agents by these qualities. One general 
agent produces about a million, of which 
about $400,000 is his personal sales. He 
has been there only six or seven years 
and Mr. McAndless considers him suc- 
cessful. Another agent had a clear, dis- 
tinct knowledge of his job. He laid out 
plans for six or seven months of the 12. 
He wrote a book on “The Strategy of 
the Approach.” This man was afraid 
all down the line, from prospect to home 
office, but his business was good over a 
long time, 


Tells Two Big Accomplishments 


Mr. McAndless also said he had ap- 
praised agency organization. “I think 
there have been three great pieces of 
agency organization work in this coun- 
try,” he said. “One was by the man 
who built the old Bankers Life of Des 
Moines agency organization. Then he 
changed it over to legal reserve, and 
later built an organization to sell that 





Group of A.O.U.W. of North Dakota people—Bradley C. Marks, society head; Mrs. 
Marks; J. J. Mulready, assistant general counsel and president A.O.U.W. Congress; 
M. J. Boyd, treasurer, hearing a story from (front) William B. Tucker, Wheeling, 
W. Va., past supreme master workman; L. V. Longbotham, New Haven, Conn., state 
manager. 


legal reserve life insurance. In one life- 
time he built three great organizations.” 
He noted also building of the New York 
Life’s great Nylic system which he 
considers a remarkable piece of agency 
building. 

Knowledge alone will not do the job, 
Mr. McAndless said. This is where 
agency work so often breaks down. “It 
is a hit and miss, push and pull propo- 
sition, without a real effort to blanket a 
territory.” He cited a great pump com- 
pany’s methods, which were broken 
down minutely. 

“One difficulty is that we do not 
know the existing amount of life insur- 
ance, broken down by areas,” he said. 
“But we'll get to that some day.” He 
praised the fraternals for doing a con- 
centrated job, and employing to the ut- 
most the social and community factors 
. writing business and getting mem- 
ers. 


C. A. Henthorn headed a group of 15 
to 20 members of the Milwaukee Fra- 
ternal Underwriters Association. 


Many managers of National Mutual 
Benefit were present, having won the 
trip to the N. F. C. meeting by produc- 
tion achievements. 

Registration Monday noon was well 
over 300, an unusual mark, considering 
that the meetings of sections were not 
until Tuesday. 


A.O.U.W. Congress Holds 
Two-Day Chicago Session 


The A.O.U.W. Congress, organization 
made up of representatives from the 
various A.O.U.W. societies in the coun- 
try, will hold a two-day annual session 
at the Morrison hotel, Chicago, Friday 
and Saturday. 

J. J. Mulready, assistant general coun- 
sel of the North Dakota society, is presi- 
dent; John Brainard, grand master work- 
man Minnesota society, Minneapolis, 
vice-president; J. F. Fogarty, grand mas- 
ter workman Washington society, sec- 
retary, and Kenneth Hines, Wheeling, 
W. Va., grand master workman West 
Virginia society and assistant attorney 
general of the state, is attorney of the 
congress. 

This congress has been in existence 
for many years. It is a means of ex- 
change of ideas and serves to unify the 
A.O.U.W. groups, which are separately 
constituted. 

William Tucker, Wheeling, W. Va., 
grand master workman of that state, 
now retired, was elected past president 
when the congress was formed. Dr. 
Graybill was the first president, and 
Bradley C. Marks, head of the North 
Dakota society, second president. 
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a NUMEROUS CONFERENCE ROOMS AND COMPLETE EXHIBIT 


380 ROOMS WITH BATH FROM $950 


BALTIMORE AT ELEVENTH STREET 


CONTINENTAL 


R.E. MCEACHIN, MANAGING DIRECTOR 
Direction-SOUTHWEST HOTELS INC. ,MRS. H. GRADY MANNING, PRES. 
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LIFE INSURANCE EDITION 











Executive committee of National Association of Insurance Commissioners meets in 
New York City: 

Top—Blackall of Connecticut and Julian of Alabama. 

Middle—Gontrum of Maryland and Carroll of Rhode Island. 

Bottom—Lloyd of Ohio, chairman, and Read of Oklahoma, secretary. 


quota is $ 4,334,700 


to build” 433 can: 
om 


OKLA. CITY ASSN. of LIFE UNDERWRITERS 


The Oklahoma City Association of Life Underwriters is sponsoring a billboard ad- 
vertising campaign to promote the sale of war bonds. At the bottom are: Tom Reed, 
Great Southern Life, secretary; Theo. Green, Massachusetts Mutual, vice-president; 
Harvey G. Kemp, president; Kenneth L. Aldrich, chairman publicity committee; and 
W. P. Stagg, New York Life, treasurer. 





At National Association of Insurance Commissioners’ executive committee meeting 


in New York City: 


Top—Pink of New York and Alexander of Pennsylvania. 
Below—Johnson of Minnesota, Williams of Mississippi, association president, and 


McCormack of Tennessee. 


Tire shortage and gas rationing worries 
have been relegated to the land of limbo 
by Samuel I. Herald, crack salesman in 
the West Virginia agency of Bankers Life 
of Des Moines. Mr. Herald has purchased 
himself a saddle horse to call on prospects 
in the rugged, mountainous section around 
Missouri Branch, W. Va. He has paid for 
his first $275,000 in 1014 months with 
Bankers. 


The forceful photograph of a 
mother and children currently used 
in the U. S. Treasury Department’s 
“I Gave a Man” war bond poster 
originally appeared as the illustration 
of a Union Central Life advertise- 
ment in 1935. 

In addition to using the photo- 
graphs a full page newspaper adver- 
tisement, 1,000,000 posters using the 
illustration have been distributed. 

Permission has also been granted by 
Union Central to the Canadian gov- 
ernment, for the use of this same 
photograph as an illustration for pos- 
ters in industrial plants. 


Travelers’ offices throughout U. S. and 
Canada are displaying this service star 
placard which has a red border with the 
star in a field of blue. Approximately 
1,700 Travelers’ employes are now in 
service. 
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Where does this happen except in a Free Country? 


IFE INSURANCE thrives only where men are 

free to plan their own futures. About 

70% of all the world’s life insurance is owned 

today in the United States, where life insur- 
ance is truly a servant of the people. 


> As a protection for its citizens, the laws of 
each state require that its insurance-supervis- 
ing officials shall examine into the financial 
condition and business methods of life insur- 
ance companies of that state. These examina- 
tions are conducted at periodic intervals, 
usually at least once every three years. 


The supervising officials also have the au- 
thority to examine any company doing busi- 
ness in the state, at any other time that the 
interests of policyholders require it. They are 
officers of the State Government and are re- 
sponsible to the citizens of their state for the 
protection of the interests of policyholders. 


Of course, not every state examines every 
company, but in order that all the interested 
states may be represented in the examina- 


tions, the National Association of Insurance 
Commissioners has divided the states into six 
zones. The insurance commissioner of one 
state in each zone is named to represent all 
the states of that zone when the zone takes 
part in an examination of a company. 


Since Metropolitan is licensed in every state 
and in the District of Columbia, representa- 
tives of all these jurisdictions take part in an 
examination of Metropolitan. 


After such an examination, an exhaustive 
report is written, and copies are sent to the 
supervising authorities of the states, the Dis- 
trict of Columbia, and the Dominion of Can- 
ada and its Provinces in which the Company 
does business. At the offices of these supervis- 
ing authorities, this report is available to all 
who care to see it. 


You may never meet him, but the insurance- 
supervising official of your state is a man you 
ought to know about. He and the members 
of his department are supervising insurance 


companies in behalf of policyholders. 


It goes without saying that Metropolitan, 
and other life insurance companies, welcome 
these examinations and the opportunity to re- 
view their affairs with the supervisory officials. 


It is only right that life insurance dollars . . . 
the most important dollars many men ever 
put aside ...should be safeguarded in every 
practical way. 


i 





COPYRIGHT 1942—METROPOLITAN LIFE INSURANCE COMPANY 


This is Number 53 in a series of advertisemens designed 
to give the public a clearer understanding of how a life 
insurance company operates. Copies of preceding adver- 
tisements in this series will be mailed upon request. 


e e 
Metropolitan Life 
Insurance Company 

(A MUTUAL COMPANY) me 
Frederick H. Ecker, CHAIRMAN OF THE BOARD i 7, 
Leroy A. Lincoln, PRESIDENT 


1 MADISON AVENUE, NEW YORK, N. Y. 














THIS IS THE FIFTY-THIRD in Metropolitan’s series of advertisements de- 
signed to give the public a clearer understanding of how a life insurance 
company operates. It appears in: Saturday Evening Post, Oct. 3; Col- 





lier’s, Oct. 3; Business Week, Oct. 3; Forbes, Oct. 1; Nation’s Business, 
October; American Mercury, October; This Week, Oct. 11; Newsweek, 
Oct. 5; American Weekly, Oct. 4. 














